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T appears that the retail shoe dealer has 
not increased his gross profit in equal de- 
gree with the increase in shoe prices. He 

has not increased the cost to consumers in pro- 
portion to what he has been required to pay for 
his goods.”’ 

The above statement is made in an official report 
by the Massachusetts Commission on the Neces- 
saries of Life, of which report we give an extended 
summary elsewhere in this issue. 


Exactly! That is what we have been saying for 
months. This above statement is a measure of jus- 


tice which, although a little belated, will be ap- 


preciated nevertheless by the retail shoe trade, which 
has deserved every word of it. 


It is thus definitely announced by the State Com- 
mission that the high prices of shoes are NOT the 
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“Not the Fault of the Retail Dealer” 
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fault of the retail shoe merchant. It shows that 
profiteering has NOT infected the retail shoe trade. 
This is what every responsible shoe merchant has 
known and has been urging. It is pleasing to see the 
claim recognized and the truth thus set forth upon 
authority. 

The Commission’s report goes into details 
and the following figures show clearly that 
instead of profiteering the retail shoe merchant 
has been getting the worst of it and has been 
protecting the consumer instead of robbing the 
consumer in the matter of “‘pass'ng on’’ the 
increase in price as the goods passed through his * 
store. The following table shows the increase 
in percentage paid by shoe merchants last year 
as compared with 1913, and the percentage of 
increase which shoe merchants have charged the 
public: 





Merchants Paid for Shoes 
Percentage Increase 1919 Over 1913 


Mas 65% eiidins buh ce eters ede 161% 
WS ils Pi 8k a oe ei posal tens 154% 
gaol. chyet es ee rae 76% 
Misses’ and girls’ shoes.................... 180% 
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Merchants Charged the Public 
Percentage of Increase 1919 Over 1913 


SEE ee IP cD 154% 
SSE EERE Dee Sa 142% 
SSE rer is 6 © re 66.3% 
EPRI SE AS 130% 
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So much for the question of the increased price of 
shoes having been the results of any measure of 
profiteering, for instance, which it never was, or of 






principal location of the increase in price of shoes has 





any attempts at unjust drafts upon the consumer. 
As to the commission’s further statement that the 
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been in the department of cost of upper leather and 
other materials, the market reports and all compari- 
sons show that this is true. 

But what has been the cause, or causes, of the in- 
creased price in these details? 

Has it been the fault of any one department of the 

_ trade? 

Has it been, in plain terms, anybody’s fault, any- 
where? 

It should be kept in mind steadily that for the past 
few years, since 1913 in fact, the market for hides and 
leather has been emphatically a world market. No 
American dealer or manufacturer and no combination 
of dealers or manufacturers could have forced matters 
in the way of prices, either up or down, against all 
the rest of the world. 

The sources of leather are largely stationary. 
Supplies of leather cannot be quickly increased. But 
with the breaking out of the war the demands upon 
the world’s supply of leather were suddenly and 
enormously increased. The wastage and the in- 
creased wear were tremendous. Soldiers wore out 
shoes five times as fast in the trenches and the moun- 
tain regions as they ever did in civil life, and immense 
quantities of leather went in harnesses, rifle slings 
and other details of equipment. 

Just to help matters in the wrong direction, fashions 
in not only women’s clothes and hats but in men’s 
sport coats have called for a great deal of leather. 
In short, the situation has presented the whole world 
bidding as never before for a commodity which has 
been in deficient supply. 

In a general way, the public has done very little to 
relieve the situation by moderating its demands or 
by adapting itself to conditions by the use of the more 
plentiful grades and kinds of material. The public 
persists in buying leather products a little as the high- 
priced gold miners buy their meat; they all want 
nothing but porterhouse steak and have no use at all 
for shin bones and neck pieces! 

It so happens that cattle are not produced that will 
cut into nothing but porterhouse steak; nor is there 
any way in producing leather in quantity which is not 
of the first grade. The flanks and trimmings which 
are the finest skins that were ever tanned are not 
first-grade leather. 
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Once again, is it anybody’s fault that these condi- 
tions exist? Is there anything which arbitrary orders 
can effect? 

Can anything be done by attempts to enforce arti- 
ficial regulations? We doubt it very much. In fact, 
we feel] positively assured that it is an impossibility. 
A change will come about gradually and the public 
can help, whenever it gets ready to help. 

- The present fever for extravagant spending will 
burn itself out some day. The lessons of personal 
economy will enforce themselves more and more upon 
the great mass of the public, who will at least stop 
making a bad matter worse in the details of price of 
commodities. When the public gets ready to help, 
then improvement will be easy. 





Discussion as to Values 


HERE is no ignoring the fact that lower values 
form a favorite topic of discussion among buyers 

of leather. Some reports go so far as to state that 
values are weaker all around, but lest some of these 
easily-made remarks be misinterpreted it is advisable 
to analyze the existing situation. The public is too 
apt to believe that if the hide market is reported off 
or that leather is weaker it will be reflected instantly 


in much cheaper footwear. 


There is not a break in the leather market; there 
have been no material concessions in prices since the 
first of the year, but an unmistakable dullness has 
pervaded the hide and leather markets during the 
past few weeks. Tanners have sat back awaiting 
developments and shoe manufacturers have pursued 
a similar course. On the other hand, tanning and shoe 
manufacturing have both been seriously hampered by 
the severest Winter in a generation. Transportation 
tie-ups have resulted and shoe factories have been 
handicapped by shipments and hence are behind in 
delivery of Spring goods. One large shoe manu- 
facturer says that no freight has reached his factories 
for over two weeks. This is typical. 

While the year 1919 was a record breaker in the 
matter of export trade, over $300,000,000 worth of 
leather and shoes being sent abroad, this business is 
almost at a standstill now, so far as Europe is con- 
cerned, on account of the exchange situation. Ex- 
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port trade is increasing, however, with Latin-American 
Republics. With lessened shipments of leather to 
Europe there will remain just so much more for this 
country. 

A very wide range of prices prevails on all upper 
leathers, with the finest grades of kid and calfskin 
leather up to $1.50 or $1.60 per foot and one tannage 
of glazed at asking price of $1.75. This is for a very 
small percentage of selected skins, however, and a fair 
average, one kid tanner maintains, would be around 
90 cents to $1.00 for table run and medium grades 
65 to 75 cents. About March Ist last year, top grades 
of Brazilian and Patna black glazed kid ranged from 
80 down to 68 cents per foot. Top selections of black 
calfskin leather a year ago were quoted at 70 cents 
per foot and colors were strong at 75 cents. 


The Plain-Spoken Ad 


S between advertising which is too remote, 
far-fetched or hifaluting and advertising which 
is too familiar, or which tries to be funny (and fails), 
choose neither the one nor the other. The too familiar 
ad is perhaps the worse of the two, inasmuch as it 
may possibly offend or repel some readers, while the 
worst effect of the stilted ad will be merely indif- 
ference. 
Don’t try to be funny, and don’t be too familiar. 
You can bring in occasionally a bit of plain, every-day 





talk, without violating either of these principles; 
for example, we note a bit of advertising of overcoats 
in a store devoted to bargains in clothing which ran 
as follows: ‘Should yeu happen to need an OVER-— 
COAT we've got a bunch of ’em. Stylish, dandy 
overcoats, $30; reasonably stylish overcoats, $25; 
pretty reasonably stylish overcoats, $15 ; homeliest darn 
things you ever saw, but good cloth, $10.75.” 
We have no direct knowledge of the results but 
would lay a wager that it sold overcoats. 





Another Investigation! 


ONGRESS has been devoting some of its valuable 
time to severe criticism of General Pershing’s 
uniform. From speeches in the House, it appears that 
his riding breeches and the tail of his coat bear a sus- 
picious and unpatriotic resemblance to the British 
uniform. Congress does well to combat this insidious 
foreign propaganda, and in doing so it shows charac- 
teristic wisdom. Truly, General Pershing is not 
what we have thought him. 

But Congress is! It is seldom disappointing. We 
know just about what it will do. With tremendous 
problems before the Nation, we know that Congress 
will devote its time to consideration of great ques- 
tions, like General Pershing’s coat tails and the cut 
of his trousers. In this it shows a consistent congres- 
sional congressionality that is truly congressional! 





Read the “‘Recorder”’ and pass it around your 
stere, so that your salespeople, as well as your 
store managers, may read our better merchan- 
dising articles and about the big conventions. 

The “Recorder Fitting School” is in session. 
We would like a large attendance. Lesson 
No. 4 is published in this week’s issue. 

Therefore, fill out blank herewith and pass the 
“‘Recorder’’ around your store. This method of 
“round-table discussion” of our authentic and 
expert information will benefit you and your 
co-workers. 





Read the “Recorder’’ 


and Pass It Along 





























Note carefully Articles Advt. 
Mr. 
ME. ois cn ios.c Wapieete sees came when 


circuit is completed, with comments or sug- 


gestions, if any. 
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DEALERS NOT TO BLAME 


Massachusetts Commission Shows That Retail 
Shoe Merchants Have Not Overcharged 
the Consumer 

Boston, Feb. 24—Excessive speculation in leather 
and large profits to manufacturers is found by the 
commission on necessaries of life to be the principal 
cause of the present high prices of shoes. Retail 
dealers, the commission finds, have made little, if 
any, more net profit than in 1913. 

“When the Government control of the price of 
leather was released on February 1, 1919,” the 
commission says, “a period of excessive speculation 
in leather ensued, the cost of the product doubling 
in six months. This was in part due to an actual 
shortage of leather, but was in part at least due to 


speculation.” 
Cost Up 185 Per Cent 


The report of the commission shows that the cost 
of manufacturing an average pair of medium cost 
shoes advanced 185 per cent from 1913 to 1919. 
In the former year the average cost was $2.55, and in 
1919 it was $7.26. This high average is shown to have 
been due solely to the increase in cost of upper leather, 
which advanced from 73 cents per pair in 1913 to $3.52 
in 1919, an advance of 382 per cent. Compared with 
this is an increase of 91 per cent in the cost of leather 
for the insole aad heel; 85 per cent in labor cost, and 
151 per cent in all other costs. 

The percentage of manufacturers’ gross profit on 
cost of manufacture averaged 9.82 in 1913, and 11.2 
in 1919. “In percentage this is a small gain,” the 
commission points out, “but in actual money it is 
nearly three times as much as in 1913. From the 
annual statements received it would appear that 
some manufacturers have made very large profits.” 

Figures given by the commission relative to the 
retail trade show that retailers have not increased the 
cost to consumers in proportion to the advance they 
have been required to pay for their stocks. For 
example, dealers have had to pay for men’s shoes an 
average of 161 per cent more than in 1913, but the 
advance to the public has been but 154 per cent; 
women’s shoes advanced 154 per cent to the retailer 
and 142 per cent to the public; boys’ shoes, 76 per 
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cent to the retailer and 66.3 per cent to the public; 
misses’ and girls’ shoes, 180 per cent to the retailer, 
130 per cent to the public, and children’s, 90 per cent 
to the retailer and 65 per cent to the public. 


Absolves Retailer 


“It appears,’’ the commission says, “that the re- 
tailer has not increased his gross profit in equal 
degree with the increase in price. His actual gross 
profit in terms of money has increased 120 per cent. 
As against this his overhead has increased—wages 
have gone up 90 per cent to 100 per cent over 1913, and 
his other expenses have increased in proportion. This 
would seem to give him a larger net profit than for- 
merly where the volume of business has remained the 
same; but in many cases the volume of business has 
fallen off from 25 per cent to 33 per cent and, as a rule, 
the net profit is not greatly larger than in 1913. 

“From the foregoing it would appear that the basic 
reason for the high price of shoes lies in the element of 
leather, and it is the manufacturer, the leather jobber, 
tanner and packer who have reaped the greatest gain.” 


IMPORTANT SHOE SECTION 

Crosby & Hill’s, Wilmington, Will Open April 1 

Crosby & Hill of Wilmington, Delaware, will open 
in their recently enlarged store a very important 
shoe section in which they will specialize on smart 
novelties and the better grades. George H. Perry, who 
has developed a successful department for S. M. 
Braunstein, will have the new department under his 
personal charge. 

Every effort will be made to open this department 
before April 1, this year in order to take advantage of 


the Easter business. 


DEATH OF ALEC J. MAYBERRY 


Manager of Boston Branch of United States 
Rubber Company 


Alec J. Mayberry, well-known and much beloved 
manager of the Boston branch of the United States 
Rubber Company, died very suddenly at three 
o’clock on Thursday morning of this week at his 
home, 58 Glenville Avenue, Allston, Mass. The 
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cause of his death was acute indigestion. His death 
came as a great shock to his business associates, as 
he was at his desk at five o’clock on Wednesday, 
February 25, the day preceding his death. 

As our last forms are just closing, we will not have 
time to do full justice to the active career of Mr. 
Mayberry in this week’s issue, but will have a more 
extended notice in next week’s issue. 

Funeral services will be held at. Waterman’s 
Chapel, Coolidge Corner, at 2 p. m., on Sunday, 
February 29. 


LUNN & SWEET SALESMEN 
lo Meet.in Semi-Annual Convention, March 1 


Auburp, Maine, February 28—The salesmen of 
Lunn & Sweet Company are here for the Semi- 
Annual Sales Convention. They have come from 
all sections of the country, and the convention, which 
is one of the most intensive sales conventions held 
anywhere in the United States, is to begin on Mon- 
day, March 1. 

Six new salesmen have joined this stellar selling 
organization. They are M. H. Parsons, Charles W. 
Rogers, Ed. Wald, W. C. Cleveland, Harry Roth and 
H. J. Luck. 

During the days prior to the opening of the cor- 
vention the visiting traveling men have spent their 
time inspecting the famous plant of the Lunn & 
Swett Company, one of the best known in the in- 
dustry, the additions, the new offices, the cafeteria, 
etc. 

As sidelights of the convention the company is 
giving a dinner on the evening of March 1 to the 
salesmen and to the executives. On the following 
night the Lunn & Sweet Employes’ Association is 
staging the annual frolic in the City Hall at Lewiston, 
with a grand ball for the entire organization and a 
program of surprises. 


SHOE FINDERS’ CONVENTION 


The Southeastern Leather and Shoe Finders’ 
Association to Meet March 15-16 

The Southeastern Leather and Shoe Finders’ 
Association, whose motto is “Co-operative Har- 
mony,” will ho!d a meeting on Monday and Tuesdey, 
March 15-16, at the Chisca Hotel, Memphis. 

George A. Knapp, secretary of the National Asso- 
ciation will attend this meeting. 

Joseph H. Wilensky, chairman of the convention, 
is emphasizing the fact that all regular and associa- 
tion members of the National Association are par- 
ticularly invited and urged to attend, also to have 
their representatives presen:. 

Hotel rooms and accommodations may be 
secured by writing to the Hart Saddlery Company, 
Memphis, Tenn. 
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BOSTON SHOE TRADES’ CLUB 


Percy R. Todd Speaker at Last Wednesday’s 
Luncheon 


The speaker at the noonday luncheon of the Boston 
Shoe Trades’ Club, held on Wednesday last, February 
25, was Percy R. Todd, Federal Director of New Eng- 
land Railroads. Mr. Todd declared that unless 
there is close and continuous co-operation between 
the local railroads and the manufacturers and ship- 
pers, New England will be facing a serious situation. 

The occasion was in the nature of a complimentary 
reception to Mr. Todd on the part of the shoe and 
leather trade for his valued services, both as district 
director of the New England roads, since the retire- 
ment of J. H. Hustis a few months ago, and as the 
official representative of the New England lines in 
the New England Transportation Conference, com- 
posed of the leading industrial organizations of this 
section and formed about two and a half years ago. 

In introducing Mr. Todd, Vice-President Thomas 
F. Anderson paid him a high compliment for the 
energy and effectiveness with which he has co-oper- 
ated with the shippers during the term of his official 
service, and for the’ many acute transportation 
problems and difficulties which he has helped solve. 

Mr. Todd, after expressing his appreciation of the 
compliment paid him, said that he hoped that the 
great but quiet work performed by the New England 
Transportation Conference, which since its organi- 
zation has considered some 400 special problems, 
would in some way be continued. 


1921 N. S. R. A. CONVENTION 


New England Shoe and Leather Association 
Boosting Tenth Annual Event 

Plans are being made for a representative gather- 
ing of New England merchants and manufacturers at 
the National convention of the National Shoe Re- 
tailers’ Association to be held at Milwaukee, in Janu- 
ary, 1921. Fifty display spaces have been requested, 
so that New England’s exhibits may be made as a 
unit. 

It is none too early to make reservations at either 
the Hotel Pfister or the Hotel Wisconsin, the first of 
which has been selected as the official headquarters. 


RHODE ISLAND MERCHANTS 


Meet to Discuss Fair Price Committee Regula- 
tions 

On Tuesday evening, February 24, 1920, a meeting 
of the Rhode Island Shoe Retailers’ Association was 
held at the Walk-Over store, 280 Westminster Street, 
Providence. The regulations of the Rhode Island 
Fair Price Committee were discussed in detail, and 
resolutions to submit retail problems to the com- 
mittee were passed, 
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Prices and Profits 


What’s Fair in Them Is Still the Problem of the{Shoe and 
Leather Trade 





With the problem of prices and profits 
shoe merchants, Fair Price Committees 
and food administrators continue to 
struggle. The new competition that is 
coming as the nation settles down to a 
firmer peace basis will help to clear, the 
situation, so that, eventually, it will be de- 
termined just what fair prices and fair 
profits may be. 


No Profiteering in Store 


The Massachusetts Fair Price Committee 
has made an investigation of circumstances 
of the shoe trade, and has found that the 
retailers are charging fair prices and are not 
profiteering. The committee puts a burden 7 
of blame for the rise in price on manu- 
facturers of leather and shoes. The latter 
will doubtless have something to say in the 
matter. 


Prosecutions for Profiteering 


From Louisville, Ky., comes news of the 
establishment of a fair price list on shoes, 
hats, clothing and other articles, and, also, 
news that the fair price list, as established, 
is causing a great deal of trouble, mer- 
chants being arrested on charges of prof- 
iteering, which charges they most indig- 
nantly deny. Yet they rest under those 
charges against their good name until 
cleared by action of the slow revolving 
wheels of justice. 











of Living Commission, after a conference with 

the agents of the United States Department of 
Justice, announced that a 50 per cent mark-up would 
be allowed on children’s shoes costing the retailer 
$4 and under, women’s shoes costing the retailer $6 
and under, and men’s shoes costing the retailer $7 and 
under. 

The police appeared soon after the fair price list 
was presented to merchants, and several merchants 
were ordered to appear in court on charges of profiteer- 
ing. They thought they had marked their prices 
fairly, according to the rules of the Fair Price Com- 
mittee. But some inspectors thought otherwise. So 
it seems to be up to the courts to determine whetker 


T HE Fair Price Committee, Kentucky High Cost 


the merchants or the inspectors are right in the matter 
of marking prices on goods in stores, said goods, be- 
longing to owners of the stores, and not to the in- 
spectors. 

Charges Were Wrong 

In Wisconsin, three merchants were ordered to 
appear before the grand jury, to explain their prices. 
A local investigator said they were selling $5 shoes for 
$15 a pair, and, consequently, were profiteering. 
However, the merchants showed that the shoes costs 
them pretty nearly $10 a pair, they were selling them 
at $12 a pair and their margin of profit was scarcely 
a living margin. 

Will Welcome Shoe Sleuths 

Shoe sleuths are scouring the State of New York 
for profiteers. The Rochester Retail Shoe Dealers’ 
Association met the other day. It decided to welcome 
the sleuths, when they visit the stores, and open their 
books to them. 

Yet there are merchants about the country who are 
questioning the wisdom of the Rochester methods. 
These skeptical merchants wish to know whence came 
the wisdom that enables the investigators to deter- 
mine the fair prices and profits on shoes. Some mer- 
chants have spent 20, 30 and even 40 years studying 
this big problem of prices and profits. They do their 
best, and they do it so well that they continue to do 
business at the old stand, and enjoy the respect of 
their friends, neighbors and customers. 


Like Witchcraft Persecution 
Yet most any day, there’s likely to come along a 
special investigator, who may never have made or 
sold a shoe in his life. He points to the old established 
merchant, and says “‘you’re a profiteer.”” Then it’s 
up to the merchant to defend himself. Alarmingly like 
the old witchcraft days is-this procedure. 


Stand [Fast on Honor 

It is likely that the shoe trade will have to go 
through the matter to the finish. That seems the 
best way. There is nothing to be gained by antago- 
nizing the Government. Some merchants may wonder 
why there isn’t an investigation of the high price of 
loafing, or of limousines. But that’s not to the 
point. People say shoe merchants profiteer. The 
Government makes inquiry about it. So it is up to the 
merchant to demonstrate to the Government and 
to the public that he is charging fair prices and is 
making a fair profit, in other words, that he is an 
honorable business man. 
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Members of the Rochester Retail Shoe 
Dealers’ Association at their regular meet- 
ing adopted the following resolutions in 
opposition to the Pure Shoe Bill now before 
the Legislature of New York State: 

WHEREAS: a telegraphic report from 
Albany, N. Y., which was published in vari- 
ous newspapers of recent date, announced 
that Assemblyman James H. Caufield, 
Jr., of Kings County, was preparing a bill 
for introduction in the Legislature of New 
York State which would require every shoe 
containing a synthetic compound or other 
leather substitute for a part commonly sup- 
posed to be of leather to be stamped with an 
inscription describing the substitution, and 

WHEREAS: the members of the Roches- 
ter Retail Shoe Dealers’ Association are of 
the opinion that a measure of this char- 
acter would tend to discourage the use of 
legitimate leather substitutes, to increase 





Rochester Merchants Oppose Pure Shoe Bill 


the cost of footwear and to work injustice 
both to the shoe industry and the public, 
therefore be it 

RESOLVED: that the Rochester Retail 
Shoe Dealers’ Association hereby record its 
emphatic opposition to legislation of this 
character and all other legislation whose 
effect would be to increase the difficulties 
in the way of a solution of the problems now 
facing the shoe industry, and be it further 

RESOLVED: that copies of these resolu- 
tions be forwarded to the assemblymen 
representing Monroe County in the Legis- 
lature of New York State, and to the secre- 
tary of the National Shoe Retailers’ Asso- 
ciation, the secretary of the New York State 
Retail Shoe Dealers’ Association, the secre- 
tary of the National Boot and Shoe Manu- 
facturers’ Association and the secretary of 
the Rochester Boot and Shoe Manufac- 
turers’ Association. 















Lincoln Shoe Club 


Formed at Lincoln, Nebraska—First Meeting 
March 3 


On February 18 at the Lincoln Commercial Club 
in Lincoln, Nebraska, seventeen enthusiastic shoe men 
gathered and formed the “Lincoln Shoe Club,” dedi- 
cating it to better fellowship and better merchandis- 
ing in the shoe business. 





It was voted to hold monthly meetings and to put 
their best efforts forward to help organize the shoe 
men of the State. The first. meeting will be held at 
Omaha on March 3, and Lincoln is expected to be 
there 100 per cent. 

Officers were elected as follows: Carl E. Epplen of 
The Bootery, president; Daniel M. Haney of Mayer 
Bros., vice-president; while Murray C. French of 
Miller & Paine was selected as secretary-treasurer. 
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The largest and most enthusiastic get-together meeting of retail merchants ever held in the 
Southland was the joint convention of the Texas Retail Shoe Dealers’ Association and the Okla- 
homa Retail Shoe Dealers’ Association at Dallas, February 23, 24, and 25. 

In no section of the country are merchants more alive to the conditions which face them in 
the shoe business than in that territory represented by the merchants in attendance at the Dallas 
convention. Throughout each of these States merchants are imbued with the idea of co-operation 
through association methods. They are on their toes to improve the merchandising conditions 
of the various businesses and are thoroughly in accord with the “Recorder” slogan, “Better Mer- 
chandising Through Merchant Betterment.’’ - They came to Dallas with the intention of putting 
something into the convention, realizing that they would get out of it far more than each in- 
dividually put in. 

President Bridges of Texas and President Brecheisen of Oklahoma Associations each sent 
numerous letters throughout their States as well as to the merchants of Louisiana—a State not 
yet formally organized—advising them as to shoe conditions and the importance of attending the 
Dallas convention. In every way possible these gentlemen, as well as the various committees in 
charge of convention arrangements, worked up enthusiasm, with results most satisfactory to all 


concerned. 


The Convention’s Proceedings 
By Telegraph 


HAIRMAN MARCUE, in formally opening the look backward with regret, not forward with 
convention, spoke of the tremendous strides hope. 
made by Texas, and the nation, in the winning 

of wealth from the soil, and the development of its Watch Fundamentals, Says Mayor 

manufacturing industries. He testified to his faith Mayor Wozencroft welcomed the shoe merchants 
in the people of the United States, reflected in the to the convention, and extended to them the hospi- 
experience of every merchant who has daily dealings tality of the city. He spoke of the splendid results 
with the people. He spoke of the solid, substantial had by co-operation of good citizens in the manage- 
growth of the country that is gained through the ment of municipal affairs, as well as of the splendid 
effort of people who keep to the middle of the results had in business by the co-operation of mer- 
road, turning neither to the wild radicals who chants. He urged that people support the Govern- 
point the way to disaster, nor to the extreme ment in times of peace with the same spirit of loyalty 
conservatives who stand rooted to the spot, and and patriotism that they gave to it in time of war. - 
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He quoted Attorney General Palmer as saying that 
99 per cent of the shoe merchants are conducting 
business in an honest and honorable way. He related 
some stories of shoes, and shoe men, as he saw them. 
In commending a “Recorder’’ editorial of February 
7, on prices, he criticised the common practice of the 
daily newspapers of printing stories of reds and radi- 
cals under big scare heads, and saying nothing about 
real fundamentals and practices of business. 

Mr. Brecheisen, of Oklahoma, complimented the 
city of Dallas on its choice of its excellent mayor. He 
spoke of the accomplishments of National and State 
organizations of merchants. He urged that Louisi- 
ana merchants organize. 

With the morning period occupied with preliminary 
inspection of displays, and the incidentals of getting 
acquainted, and the formalities incident to opening, 
the merchants adjourned for luncheon after getting 
the keynote of the gathering from the morning’s 
speakers. Luncheon itself was featured by short 
talks, stories, solos and other entertainment. 

At the afternoon session, the convention endorsed 
the insurance program of the National Shoe Retailers’ 
Association, and followed up its endorsement with an 
agreement on the part of many of the merchants rep- 
resented to take insurance under this plan. The 
total subscribed was reported as $100,000. 


Legislative Fight Showed Need of Organization 


Mr. Vinson spoke of the success of the Texas asso- 
ciation, which he helped to organize seven years ago 
when it became necessary for merchants to get to- 
gether in a fight against pure shoe laws. He traced 
the growth of the association from its start to these 
days of its strong and vigorous action for the de- 
velopment of the shoe trade generally. No one set 
of rules can be made, he said, for the conduct of any 
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individual business, but an association can bring many 
merchants together for the exchange of information 
and opinions, and thereby strengthen each and all. 
He spoke of style control and of the price problem. 


Let Business Be Free 


Arthur Kramer, of Dallas, Federal Food Administra- 
tor, spoke of “‘Federal Control of Business after Peace 
Has Been Declared.” He said that Government regu- 
lation of business was just and effective as a war 
measure, but that with peace business should be left 
free to take care of its own affairs and develop itself. 

He said that the excess profits tax puts a premium 
on waste and extravagance, and penalizes success. 
He approved of the measure that provides for a two 
per cent tax on gross sales. 


Concurrent Convention of Travelers 


Between convention hours the tri-State trade seized 
every opportunity to study the many fine displays of 
representative lines of shoes from the principal mar- 
kets, and the happy coincidence of the convention of 
the Southwestern Shoe Travelers’ Association Con- 
vention at Hotel Adolphus insured to merchants the 
business and social advantages of contact with factory 
representatives, and the benefit of the service which 
is the ever-ready attribute of the traveling man. 


A Big Convention Well Handled 


Breaking all records for attendance at recent State 
conventions, the second day opened with over one 
thousand representatives of the shoe trade on hand. 
With many members accompanied by their wives and 
daughters, and over two hundred traveling men in 
Dallas to swell the number of convention visitors, the 
efforts of the various committees to provide Dallas 
with a sensation in trade conventions were amply 
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realized. Incidently the committee did not fail to 
provide “‘the goods”’ in the way of entertainment, and 
acknowledgments were made on all sides to “Barney” 
Coens of Volk Bros., Dallas, who proved himself to be 
a prince of entertainers. In his part of the program, 
all throughout the convention, there was “something 
doing every minute.” 


Some Definite Buying Advice 

Resuming the business sessions of the convention, 
a feature of the second day was an address by H. H. 
Landauer, who advised 65 per cent advance buying 
for each season, 25 per cent filling in as new 
styles came along, and 10 per cent duplicate 
orders, as circumstances warranted. He ad- 
vised charts of last year’s business as a guide 
for this year’s buying and selling, and recom- 
mended a budget system, with appropriations 


GEORGE VOLK 


Famous Texas Shoeman and Con- 
vention Booster 


for each department of the store. He further 
advised fewer styles, and a longer run of sizes and 
widths, concentrating orders on those goods which sell 
best. Careful analysis of business prospects, and 
comparisons of sales of the previous season, often 
point the way to successful sales. Nothing venture, 
nothing gain, and excess of caution was referred to as 
often leading to decrease in sales. Speculation is 
risky, and straightforward merchandising on real 
value stuff goods that will be wanted pays best. 


Deliveries and Turnover 
The convention took up the matter of getting better 
deliveries from the manufacturers, a most important 
matter to Texas merchants, especially those seeking 
to turn their stock more often. 


Prices and Fair Profits 


Lee Langston, of Fort Worth, discussed fair 
prices and fair profits. He said: It is no more 
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possible to set a standard for profits on shoes 
than it is to set a standard for the shape of 
apples. They both will vary, according to cir- 
cumstances. High-class shoes, sold in a store that 
gives first-class service, are necessarily sold at a 
liberal margin of gross profit, comparatively speaking, 
while low price shoes, sold in “fit-yourself’’ stores, 
are always sold at a closer mark-up, comparatively 
speaking. There’s a cost of service to the cus- 
tomer, as well as a cost of shoes, to be considered 


in the making of the price. 


Reducing Cost of Service 

It is very necessary for the merchant to know the 
cost of operating each department in his store. 
Keeping down the overhead is one way of getting 
down prices. But that’s to be done with caution. 
The reduction of overhead expense that cripples the 
service will also cripple the store. Who started 
“Profiteering?”” Herbert Marcus discussed ‘“‘What Is 
Profiteering?”’ He explained the Lever Law, which 
forbids profiteering. 

He expressed the opinion that the Government did 
more to inflate prices, by instituting a policy of ten 
per cent plus cost in the making of munitions and 


‘ships, than did all the manufacturers and the mer- 


chants of the country put toegether. 
He said that the retail merchant cannot regulate 


prices. He can only make a price by adding his cost 
of doing business to the cost of shoes. The producers 
make the cost of shoes. Some manufacturers are 
not producing as many shoes as they usually do. 
The shoemakers are not working as long each day, 
and are not making as many shoes. 


Reasons for High Prices 

Mr. Cocke, fair price commissioner for Texas, 
spoke of his plans. Good citizenship comes first, he 
says, and business must serve the citizens. It must 
produce and distribute according to the needs of 
the people, at a fair margin of profit. 

He gave six reasons for high prices, as follows: 

Large increase in money and credits; large increase 
in wages; decrease in production and depleted stocks; 
increased cost of distribution; extravagance, waste 
and speculation; profiteering. 


Committee Co-operates in Fair Price Plan 

He explained that it is not the intention of the 
commission to fix prices but to limit profits on a 
fair basis. 

A committee of five retail merchants, with T. M. 
Scoggins as chairman, was appointed to confer with 
the commissioner, and to work out with him a plan 
for fixing fair prices and fair profits. 

The Basis of Profits 

J. W. Kruger, the newly elected president of the 

Oklahoma association, spoke of profits on novelties 
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and staples. He argued that the profit must be 
determined by the rapidity of the turnover, and by 
the risk taken on the merchandising. He called the 
attention of the fair price commissioner to the fact 
that laborers can profiteer, and he cited the incident 
of a plumber who charged $2 for ten minutes’ work, 
remarking that $2 was his minimum price. 

Convention programs are flexible; last-minute 
changes are not unusual, and there are occasional 
surprises. The Dallas convention in its three days’ 
proceedings, however, adhered closely to the program 
laid out, and effectively covered many present-day 
merchandising problems in its discussions and ad- 
dresses. 


Two Associations Elect Officers 


The Dallas convention was unique in its double 
election. Texas and Oklahoma chose their officers 
for the coming year as follows: 

Texas Association: President, “Tom” Scoggins, 
Houston; Ist vice-president, Lee Langston, Fort 
Worth; 2d vice-president, “Bob” Hill, Dallas; 
3d vice-president, ‘“‘Dave” Frank, Dallas; 4th vice- 
president, B. L. Dillingham, Austin; secretary and 
treasurer, ““Ed’”’ Kilton, Houston; directors: Bernard 
Coens, R. D. Chastaine, W. A. Watson, W. H. Long- 
man, E. M. Thomas. 


Texas Resolutions 


Resolutions adopted by the Texas association 
were regarded as comprehensive and construc- 
tive, embodying a suggestion for profit on sales 
as provided for in the Bacharach Bill rather than 
excess profit tax. The resolutions also took a 
definite stand against price advances and recom- 
mended that the Department of Justice in- 
vestigate the reasons for advances in prices by 
manufacturers and wholesalers. Another reso- 
lution expressed cordial recognition of the value 
and service of the shoe traveler, and pledged 
closer co-operation between the Southwestern 
Shoe Travelers’ and the Retail Shoe Merchants’ 
Associations. A change in the constitution of 
the National Association was also recommended, 
making elections from the floor by delegates, 
using the Australian ballot system. 

In concluding the business of the convention, the 
entire tri-State gathering extended its thanks and 
congratulations to the Dallas committee for the most 
wonderful convention in their experience. 


The next convention will be held in Houston on: 


dates to be announced later. 


The Oklahoma Officers 


New officers of the Oklahoma association were 
elected as follows: President, J. W. Kruger; Ist vice- 
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president, J. M. Fessler; 2d vice-president, R. W. 
Reeves; secretary and treasurer, W. T. Head, Okla- 
homa City; executive committee: J. E. Brechei- 
sen, C. L. Predigo, L. Lyons, Leroy Gorsline, G. L. 
Giles; legislative committee: W. T. Head, J. W. 
Scanlan, R. L. Carpenter, W. W. Bell, N. L. Gorslin; 
membership committee: D. C. Renner, H. S. 
Mills. 

Southwestern Shoe Travelers’ officers for ensuing 
year: President, Charles F. York, E. T. Wright & 
Co.; vice-president, H. F. Ritter, Smith-Briscoe 
Company; secretary and treasurer, B. McWhirter, 
Wise, Shaw & Feder. 

Mr. McWhirter was elected delegate to the national 
convention. A resolution was adopted, urging 
more co-operation among the merchants. The 
delegates spoke of the convention as the best 


ever. Credit was given to the shoe travelers 



















M. L. BRIDGES 


Past President Texas Shoe‘ Retailers’ 
Association 


for their part in making it a success. Further 
resolutions referred with sorrow to the death of 
A. F. Sloane, sometime field secretary of the 
National Association, and beloved and appre- 
ciated by all with iwhom he came in con- 
tact. 

Concurring with the Texas association, the 
Oklahoma organization also recommended a 
change in the constitution of the national body 
regarding election of officers. 

A pledge was formally made to co-operate with 
the fair price commissioner; unfair business 
practices were unqualifiedly condemned, and 
aid was pledged to the Department of Justice 
in apprehending offenders. 

The date and place of the next convention of the 
Oklahoma Association was left in the hands of the 
directors for later announcement. 
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“Style Picking for Fall’’ 


Talk Given at Tex-Okla-La Convention by T. M. Scoggins, Vice-President of Krupp 
& Tuffly, Houston 


Tbe subject assigned me, “Style Picking for Fall, 
1920,” is a subject which in past seasons would have 
caused me much thought and a great deal of appre- 
hension, lest what I should express as my opinion 
would be accepted as authentic, and at the opening of 
the season the styles might turn out entirely different 
from my forecast. But this season I regard style 
picking as one of the easiest problems the merchant 
has to face. My reason for this is because the out- 
look seems so clearcut to me that I do not hesitate 
to express my opinion forcibly and confidently, 
believing that what I am about to predict will turn 
out true, almost without exception. I am going to 
handle the subject only as it pertains to ladies’ foot- 
wear, for I believe that this part of the subject 
interests us most at this time. 





Sources of Information 


In forming my opinions and arriving at 
my conclusions, I must say that I have 
depended largely on the information that 
I have obtained from reading the three 
shoe trade journals, namely: The Shoe 
Retailer, the “‘Boot and Shoe Recorder”’’ and 
the Southern Shoe Journal; andI want to 
say right now that the shoe merchant who 
is attempting to conduct his business 
without the aid of these great mediums is 
burdening himself with a load that is not 
necessary for him to carry. I believe that 
if every merchant spent only one hour per 
week digesting the articles and reading the 
advertisements in these journals his mind 
would be relieved- of a great deal of uncer- 
tainty that must necessarily go to make his 
business. He has an opportunity of hearing 
every subject of importance to his business 
discussed from every angle, and he gets the 
benefit of the judgment of the biggest men 
in our business, and then he can make his 
decisions from the different opinions ex- 
pressed. Our craft is particularly fortunate 
in having such mediums published, and I 
say without fear of contradiction that no 
other line of merchandising is helped in 
the same degree that the shoe business is 
helped by the publication of these trade 
journals. 











Fall Predictions 


It is universally conceded that the Fall season of 
1920 in ladies’ footwear will be largely a season of low 
cut slippers and walking oxfords. I find from ob- 
servation that generally the style called for at the 
close of a Fall season is a very good indication of 
what to expect for the opening of the next Fall sea- 
son, and I am strengthened in this opinion by the 
call that we have just experienced this last season for 
low cut slippers and oxfords. 


° Boots for Fall 


We are preparing to take care of a heavy call for 
walking boots in 81% inch patterns, with Cuban and 
military heels, welt soles, and with imitation tips 
and brogue foxed patterns. To my mind, about 
seventy-five per cent of the high shoes sold will be 
classed as walking boots. I look for the color on 
these to run to somewhat lighter shades, and predict 
that the color known as nut brown will have first 
call for this class of footwear. We can look for some 
calls for black kid boots, with turn soles and French 
heels, and I believe a medium shade of brown kid in 
either welt or turn soles, with French heels, will have 
some sale; but outside of these I cannot see any 
amount of boots to sell. The patterns will, of course, 
be laced. We might look for a limited number of 
button boots, but I think these will be classed as 
novelties, and might sell in combinations of patent 
leather with colored kid tops, turn soles and French 
heels. 

Evening Slippers 

We are going to have a social season that will 
fairly outdo anything that has been attempted for 
some time and we must be prepared to meet this call 
for evening slippers. I look for the call to center on 
beaded effects, metal cloth slippers and fabric slippers. 
I put beaded slippers first because it has been a long 
while since we have had enough of these effects to be 
able to offer them in quantities, and I believe the 
ladies are ready for this style. Fabric slippers in 
beaded effects, black kid and matt kid beaded effects, 
silver cloth, and plain satin slippers should sell in 
the order named. 


Low Cut Slippers for Street Wear 


This is the one large item that is going to make our 
business for the Fall, and I for one welcome the 
advent of slippers for street wear during the Fall. 
Skirts will be higher and footwear more pronounced, 













Feb. 28, 1926 


so women must keep their feet well shod and trim 
looking. For walking oxfords, I look for the shade of 
nut brown calfskin to be first, with a darker shade 
of kid next. The darker shade, commonly known as 
cordovan, seems to have had its day, and in high 
grade footwear I look for very little of this color to 
be used. Black kid will be good, and gun metal for 
those who will buy brogue effects. Brogue foxed ox- 
fords, worn with spats and woolen hose, are going 
to make a good combination. For street slippers with 
French heels black will come first, followed by shades 
of nut brown and brown kid. 


Do Not Overstock 


I advise caution in placing orders for Fall because 
of the fact that new styles will be introduced in the 
middle of the season, as is always the case when slippers 
are worn, and we must be prepared to meet this call 
by not being overstocked. What shoe merchant is 
there among you who can be content to place his 
entire Fall erder now and sit back happy in the 
thought that he has bought all he will need for the 
Fall season? I say, gentlemen, that the future 
profits of our business are to come- from increased 
turnovers, and this can be brought about by buying 
oftener; four times a year in place of two times, as 
has been the custom. This season, we all bought a 
generous supply of small tongue effects and ribbon 
tie slippers, and now we are being shown the mid- 
season styles of the tie patterns and cross-strap 
effects. During the first week of this month, we had 
several traveling salesmen from high grade factories 
call on us with slippers for immediate delivery. 
They were not trying to sell Fall merchandise; in 
fact, they were unprepared to take orders for Fall. 
They told me their firms had decided that it was 
necessary for them to make four trips each year in 
order to properly handle the situation. 


Color Situation 


I have outlined my opinion of the color situation 
for Fall, and have been guided by the selection of the 
Allied Council of Shoe and Leather Industries. The 
color situation is covered by ten accepted colors, 
samples of which may be obtained from the National 
Shoe Retailers’ Association. This matter has been 
thoroughly thrashed out with the tanners, manu- 
facturers and other trades, and I am happy to say 
this presents a condition that makes it comparatively 
easy for every shoe merchant to select his colors, with 
only ten colors to consider in place of one hundred 
and twenty-eight, as formerly. 


Novelties 
Now, gentlemen, let us take up the nevelty game. 
This is the one thing, to my way of thinking, that is 
responsible for the prosperity of our business. We 
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have brought about a condition whereby we can enjoy 
the enviable position of being leaders in style. Our 
craft is consulted by other lines of merchandising be- 
fore they announce their styles, and we must strive 
to maintain this position; and I think we can only 
do so by insisting upon novelties. Who would want 
to go back to the day of staple shoes? Why, there 
never was a time when it was so easy to sell novelty 
footwear. The millinery stores are showing French 
bonnets; the ready-to-wear stores are showing dress 
goods in every color of the rainbow, and the materials 
are so light and attractive tbat a pair of fancy 
slippers is needed to give correct tone to the costume. 
If we were to permit our business to drift back to 
staples we would soon find ourselves going backward 
and our sales decreasing. This statement might cause 
dissension among dealers in smaller towns through 





THOMAS SCOGGINS 


Newly Elected President of Texas Shoe 
Retailers’ Association 


the Middle and Eastern States who are in favor of 
staple styles, but I have never seen a small town in 
Texas that did not want stylish, snappy, novelty 
footwear, and I do not know of a shoe dealer in this 
great big State who is not progressive enough to 
want to supply his trade with this class of footwear. 


Be Guided by West and South 


Do not be guided by the opinion of dealers in the 
cities of New York and Chicago. Why, you can see 
more dead styles and staple shoes in their windows 
than in the whole State of Texas. The styles do not 
originate in the East: They are brought from the 
Pacific Coast and from Southern States, and this is 
because our lady folks require more dainty footwear 
and embody more style in their shoes. You know 
that a style to become generally popular must first be 
pretty. Take, for instance, the so-called French last. 
It never became very popular, because it lacked the 
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grace and beauty that make style. All the adverse 
propaganda that was spread to prevent it becoming 
popular would have failed had the slipper itself been 
one that would appeal to ladies. We, along with 
others, bought just enough of that style to show our 
customers what it looked like. In most cases one 
look was enough to convince them that they did not 
want it. 
Keep in Touch With Markets 


The way for dealers in small towns to be able to 
meet the demand for novelties is to keep in touch 
with the markets through their shoe trade journals. 
The moment a style is accepted it will be put in stock 
by one of the many live jobbing houses that now 
operate. Not long ago, a jobbing house was supposed 
to be able to supply its customers only with staple 
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styles. The live styles were made on order; but now 
these same houses are spending time and energy to 
take care of the novelty trade. They use the shoe 
trade journals freely, so that a small dealer has only 
to look over the pages and order his limited quantity 
of each style to maintain his position in his town 
without forcing his customers to seek novelty shoes 
in the larger cities. 
Vamps 


Little need be said of the length of vamps. We all 
know there is a pronounced tendency toward shorter 
vamps, and I think vamps running from 3% to 
334 inches will be in order on all styles, whether in 
high or low shoes. The day of the four-inch vamp is 
over, and I am glad the so-called French vamp did 
not become popular enough to receive recognition. 


When and Where Will Prices Stop? 


Paper of Henry W. Cook, Vice-President of A. E. Nettleton Co., Syracuse, at Tex- 
Okla-La Convention 


It has been well worth while coming 2,000 miles if 
only to have the rare privilege of drinking in this at- 
mosphere of prosperity and co-operation that you 
gentlemen manifest so clearly. I assure you that it is 
very refreshing; and if anybody benefits by my being 
here, it is my own humble self. 

I appreciate the importance of the question as- 
signed me to every member of the shoe fraternity here 
assembled. The wisdom of a Solomon, however, 
would hardly suffice to enable one to answer the 
question decisively and accurately, and I can only 
hope to give you in my talk the impressions that have 
come to me through my study of the problem through 
my personal experience as a manufacturer. 


Results at Recent Conventions 


I have just recently witnessed a very inspiring 
spectacle of two great conventions—one representing 
the trade of which you are a part, and the other the 
industry upon which you rely for your merchandise. 

Within the last 15 years great changes have come 
over the captains of industry, and business of this 
country. ‘They have accepted the interdependence 
of those engaged in their particular lines of industry 
and trade, and have extended their visions to embrace 
even the interests and industries allied, so that today 
as a fitting illustration we have the shoe retailers of 
this great country, with their local, State and national 
organizations, in close co-operation with the National 
Association of Shoe and Leather Manufacturers and 
the Allied Trades, in what is called the Allied Council 
of the American Shoe and Leather Industries and 


Trades. 


Co-operative Spirit Evident 


There is a spirit of helpfulness abroad among those 
who were lately strangers to and competitors with 
each other that has taken the edge off competition 
and produced friendships. The old self-sufficient, 
suspicious manufacturer and retailer whose factory 
or store was closed to his neighbor is a thing of the 
past. The hermit in business is gone; in his place we 
have the sunlight of friendship upon the gathering 
of friends, who frankly and freely discuss their prob- 
lems with unbounded confidence in the good faith of 
each other. Business men have seen brought closer 
to each other. The ‘‘Misters’’ in business are gone, 
and we have Jimmy Orr as president of the National 
Shoe Retailers’ Association and Frank McElwain of 
the National Boot and Shoe Manufacturers’ Associa- 
tion of the United States. You have Tom Scoggins 
of the Texas Retailers’ Association and J. W. Kruger 
of the Oklahoma Shoe Retailers’ Association. 


Kipling sang: 


‘East is East and West is West 
And never the twain shall meet 
Until earth and sky meet solemnly 
At God’s great judgment seat.” 


He sang of compass points and geographical loca- 
tion. The great conventions and meetings such as this 
indicate that East is no longer East, West no longer 
West, North no longer North and South no longer 
South, but that the brotherhood of business men is 
progressing to bring all into harmonious relations; and 
North, South, East and West are pressing forward 
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and inseparably co-operating to set newer and higher 
moral standards of business. 

I am, therefore, glad to bring greetings from the 
North and East to the South and West, and congratu- 
late the dealers of Texas, Louisiana and Oklahoma 
upon their joint convention, with the assurance that 
each time you meet you will realize the strength, the 
benefits and the influence of this association. “A 
twofold cord is strong; but a threefold cord is not 
easily broken.” 


Present Prosperity to Continue 


There is every reason to believe that notwithstand- 
ing any unusual conditions in this country—such as 
arise in any country emerging from the strenuous 
condition of war and the pursuits of peace and the 
unfavorable state of foreign exchange—our present 
prosperity will continue, or better still, that the end 
thereof is not in sight and cannot be predicted. 

As an encouragement to the business men of the 
country and to aid in stabilizing conditions, the con- 
census of the two conventions as expressed in the 
summary adopted by the National Boot and Shoe 
Manufacturers’ Association is a fitting message to the 
business men engaged in the retailing of shoes. That 
summary, in part, is as follows: 


Summary of National Manufacturers’ 
Association 


‘There seems to be no probability of any decline in 
values or any material recession in the volume of 
business during the next four to six months. 

“We feel warranted in assuring retail dealers 
throughout the country that the price basis on which 
their Spring purchases were made will be maintained 
throughout the season. 

“Manufacturers should proceed with caution and 
conservatism in preparing for the production of the 
goods needed for the Fall of 1920. 

“Prices are now on the very highest level and only 
slight decreases in the volume of purchases by the 
people have so far been noted. 

“There appear to be no conditions calling for haste 
in making commitments, and any buying for needs 
long in advance or in any degree speculative in 
character would seem to be not only unwise but 
dangerous and unpatriotic. 

“The need on the part of the people of more 
economy and the cultivation of habits of real thrift 
seems more imperative than ever and should be urged 
at all times under all circumstances. 

“The oft-repeated and emphatic warnings of the 
officers of the Federal Reserve System are now taking 
on new force and meaning as we find ourselves called 
upon to finance our business with the enormous 
swollen inventories and huge investments that the 
present price levels require. 
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*‘We, therefore, wish to utter a word of caution to 
manufacturers and retail dealers alike against as- 
suming a burden of debt beyond our ability to handle 
under circumstances that may be likely to arise.” 


An Analysis of Conditions 


I had the pleasure of playing a small part in framing 
these conclusions of the convention and naturally 
concur in them. You may be further interested to 
know more of the details upon which this judgment is 
based. It resolves itself into an analysis of the two 
great factors controlling the manufacturing of our 
product—the cost of materials and the cost of labor. 

Raw material prices are at present affected by so 
many and such diverse conditions that it is very 
difficult and practically impossible to make a worth- 
while prediction as to their stability or probable trend 
during the next few months. 

There are, however, a few outstanding facts that 
have a decided bearing on prices and are worthy of 
careful consideration at this time. 


Leather More Plentiful 


It must be admitted that leather is in better quan- 
tity, and is more easily obtained than it was a few 
months ago. The demand, however, still centers on 
the best selections and top grades, making it very 
difficult for manufacturers of fine footwear to secure 
the class of leather necessary for its production, which 
naturally results in a very firm market on top selec- 
tions. And yet, admitting the better supply of 
leather, an examination of the markets convinces us 
that the general demand for all grades has up to now 
been sufficient to keep the market very well cleaned 
up, so that so far as we can determine there are no 
accumulations worth considering, and in no case do 
stocks on hand appear burdensome to holders. It is 
also true that some tanners are sold ahead for several 
months, particularly tanners of glazed kid, and this 
condition in the kid industry, together with the 
tendency of raw goatskins to steadily advance at 
points of origin, presents a situation which should 
have carefu) consideration in connection with future 
prices of kid. 

Leather Market Firm 


These facts certainly indicate a continued firmness 
in the market—may even be considered bull argu- 
ments; but there are some conditions existing just 
now that we must also consider in connection with 
them. 

It is a well-known fact that the war left Europe 
bare of leather, and our export statistics for 1919 show 
clearly that the world has turned to the United States 
to fill that deficiency. But the depreciation of much of 
Europe’s currency measured in dollars has resulted in 
a steadily lessening volume of leather exports from 
America, until today the unprecedented exchange 


a ON ANS CL NE ee 





















































50 BOOT AND SHOE RECORDER 


situation means a practical embargo on leather ex- 
ports; and no early relief is in sight. 


Present Prices to Hold 


Granting that the large exports of leather from 
America have had much to do with high domestic 
prices, it is certainly a logical conclusion that a 
marked reduction in exports will tend to at least 
hold prices where they are, if it does not ultimately 
produce some softness. However, if we follow this 
line of thought to its conclusion, we are bound 
to admit that Europe’s need of leather will be satisfied ; 
if America does not export it, Europe will tan it, and 
any large increase in European tanning will im- 
mediately produce keen competition for American 
tanners in the world’s rawskin markets. 

Also the tightening of money conditions and the 
curtailment of credits, which we are now witnessing, 
are bound to discourage speculation in leather, and 
should put an end to much of the wild, panicky buying 
which has so frequently bulled the market in recent 
seasons. 

Demand the Controlling Factor 


Summing up these conflicting and confusing 
conditions, we are bound to conclude that after all the 
demand for shoes is going to be the controlling factor. 
A normal demand that will keep available supplies of 
leather well cleaned up will undoubtedly hold the 
present price level where it is. An abnormal demand 
for shoes, resulting in another wild scramble for 
leather, is bound to mean higher prices. 

Perhaps no one is in a more advantageous position 
to estimate probable demand than the retailer himself, 
for he is in constant touch with the consumer. But 
we, as manufacturers, after careful study, venture to 
predict a normal demand, resulting in the mainte- 
nance of approximately present price levels, for some 
months to come. We see nothing in the situation to 
justify speculative buying, and everything to dis- 
courage it. And we are further of the opinion that 
when price recessions do come, they will be gradual 
and beneficial for all. 


Labor Cost to Increase 


The other great factor in determining when and 
where prices will stop is labor cost. It is generally 
conceded in all sections that we must expect a material 
advance in wages during the next few months. This 
will be made necessary principally through increase 
in living costs. The public will not feel the full effect 
of the advance in manufacturing prices of the past 
six months until this Spring. Sixty per cent of an 
employe’s wages goes for rent and food. Just last 
week I read a whole page headline in one of our 
Sunday papers predicting that rents will undergo a big 
advance by May 1. A gentleman farmer from the rich 
agricultural section surrounding Syracuse was at the 
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factory a few days ago. In the course of the conversa- 
tion he remarked that he was advertising for help 
preparatory to his Spring planting and that he was 
offering $100 a month and board and room. Think 
it through. What will we pay for farm products raised 
with labor at that price? The shoe industry is the 
second highest paid industry in the country, so it is 
very evident that any increase in its labor costs will 
have to be reflected in the cost of shoes. 


Price Peak Reached 


The conditions by reason of which high prices exist 
are, therefore, exceedingly complex; but underlying 
the whole question is the old fundamental law of 
supply and demand, and to attempt to permanently 
regulate the price of any commodity without con- 
sidering the working of this law is absurd and must 
fail in its purpose as completely in effecting reforms 
as would an effort to change any law of nature. 

My opinion is, therefore, that top prices have been 
reached and will remain steady for some time to 
come, and any moderate recession that should come 
in prices of materials will be offset by increases that 
surely will come in labor costs. In this belief my own 
organization has been governed in its policy for some 
time, and we have not hesitated to give our opinion 
along this line to all those of our customers who have 
asked for it. 

Feeling Optimistic 

Our correspondence reflects a distinctively opti- 
mistic feeling throughout the country and we have 
abundant evidence of the fact that merchants are even 
now preparing for anything that the future may bring 
and will be abundantly able to “‘outride the storm,” 
whatever its violence may be or at whatever time it 
may come. I have too much confidence in the wisdom 
and ability of the trade to believe for a moment that 
any readjustment which may come will find them 
unprepared. : 

I am by nature and practice an optimist. I believe 
some practical solution of the problems now con- 
fronting us will be found and that the present high 
price levels will be gradually lowered to fit changing 
or changed conditions, and that the wise and careful 
business man will be able to adjust his business 
so as to avoid any severe loss or embarrassment. 


Work Harder and Save More 


I think the simplest and most efficient remedy and 
one which should be applied by everyone at this time 
is to produce more and save more. Prosperity that is 
dependent upon a minimum of labor for a max....um of 
extravagance cannot be permanent. Babson, the 
statistician and political economist, says: “Increase 
production and curtail extravagance and speculation 
and become a nation of savers again.” 

If these things are done, prices will take care 
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of themselves and very soon reach normal and reason- 
able levels. The reaction may come through a violent 
readjustment and can be averted only by a united 
determination to make the volume of production 
square with the earnings of labor and the country’s 
economic needs. If this is not done, a terrible penalty 
will most surely be exacted. 

What is true in our industry is also true of the 
majority of others throughout the country. We are 
all trying to lift the veil and get a glimpse of what the 
future holds in store for us. Personally, I bave un- 
bounded faith in the ingenuity of American business 
men to steer the readjustment, when it comes, in a 
way that will be a credit to our business and industrial 
National life. 

To keep the right perspective and to give us courage 
for the future, let us not be unmindful of the past. The 
achievements of the splendid men in our industry as 
well as others who have written their names and 
their fames into the business, the industrial and the 
financial history of this wonderful country of ours 
should be a constant inspiration to us all. The history 
of this country is one continuous series of expansions 
and developments such as you men are carrying 
forward magnificently in this big and glorious South- 
west. 

Prosperity of Texas 

I am reminded that last year Texas made an 
unprecedented record in its production in crops and 
oil developments, the crop values totaling $1,076,163,- 
000 and the oil production 100,000,000 barrels. After 
leading the country in crops, I am told that even the 
small truck farmer is doubling his acreage this year— 
that one farmer received $4,000 for three acres of 
cabbage—that many farm tenants have prospered 
and are now owners—the population of many towns 
doubled and trebled last year and the homes being 
erected are of a very substantial and permanent type, 
representing great prosperity. Three new railroads 
have been completed in Northwestern Texas and the 
Banks and Trust Companies are in a flourishing 
condition. 


Louisiana 

Looking Eastward to Louisiana we find a gas supply 
that is said to be practically inexhaustible and that 
millions of dollars are being put into the developing 
of oil and gas fields. New Orleans, the leading spot 
cotton center of this country, last year ranked assecond 
port of the United States. Its huge shipbuilding 
plants are attracting great business interests and 
money is now fairly pouring into the Southern banks, 
reflecting an unequaled prosperity and development 
in this section. 


Oklahoma 
The same story holds true for Oklahoma with her 
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great natural resources; her agriculture and live 
stock, crude petroleum, natural gas, lead and glass 
annually distribute more than $100,000,000 to ‘the 
people. 

In 1918 Oklahoma showed the greatest oil producing 
record in the country. 


Pride in Our Country 


Gentlemen, I envy you your opportunities for 
selling shoes in this wonderful country, with a popula- 
tion possessing the purchasing power the above figures 
indicate, and I know you will live up to your pos- 
sibilities. 

We have cause to be proud of this nation as a whole 
when we reflect that since the early days of the 
Revolutionary War practically no rich men have come 
to our shores to add their fortunes to the wealth of the 
country. And still, today the United States stands 
as the foremost nation of the world in industry and 
commerce and occupies the enviable position of being 
the banking nation for the world. We have today 
some 15,000 men whose fortunes equal or exceed 
$1,000,000, and most of them started life handicapped, 
or blessed, by poverty. Our development has been all 
from within, the result of American initiative and 
aggressiveness in developing our national resources, 
through the building up of big business houses and 
influential banking institutions; in short, the United 
States, left to herself, has risen from thirteen straggling 
colonies to the greatest. of world powers, and all this 
since your grandfather and mine were boys. A 
wonderful achievement and one that not only in- 
spires but places a responsibility on us all to carry 
forward that spirit of vision and development that 
is our richest inheritance. 





New Shoe Store 


Opened, by Nunn, Bush & Weldon Shoe Com- 
pany, 86 Wisconsin Street, Milwaukee, Wis. 


The Nunn, Bush & Weldon Shoe Company of Mil- 
waukee have opened a retail shoe store, at 86 Wis- 
consin Street, that city, where Nunn-Bush shoes ex- 
clusively will be sold. Milwaukee was selected be- 
cause it will be possible for the factory executives to 
closely supervise the store until it has safely passed 
the experimental stage. Eastern cities, such as New 
York, Brooklyn, Baltimore, and Philadelphia, are 
being considered for future stores. 

Already letters from a number of the larger mer- 
chants have been received advising that they wished 
to stock the Nunn-Bush line, understanding that the 
opening of stores in Eastern cities will mean that the 
factory will carry complete floor stocks of the best 
selling numbers in all sizes and widths from AAA 
to E. 
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Education and Merchant Welfare 


INDIANA 
aris 
SHOE 

ASSN. 


IT'S 
HE convention of Indiana 
i x Retail Shoe Merchants, 
which will be held at Clay- 
pool Hotel, Indianapolis, March 
8, 9 and 10, will in reality be a 
three days’ course in shoe education. 

Indiana conventions have always had the reputa- 
tion ‘of being full of food for thought for the merchants 
who:attended them. This year the committee in 
charge of the program has worked out a series of 
topics, and selected men to discuss them, which will 


VICTOR E. VAILE 


Pres, Indiana Retail Shoe Dealers’ 
Ass’n 


mean a vast amount of shoe enlightenment to every 
merchant who spends these three days in Indian- 
apolis. 


The Style Question Discussed 


Never before has the question of style andJthe 
necessity of proper merchandising been of such 
importance as at the present time. These are the 
things which will compose the main part of the 
program. 

Plans and methods of paying help, which is really 
a part of store management that must have thorough 
consideration, will be handled by a man competent to 
deal with the subject. 

The mornings will be given over to the inspection 
of lines of shoes and accessories, the afternoons to 


The Dominating Thoughts of the Indiana Con- 
vention to Be Held at Claypool Hotel, 
Indianapolis, March 8-10 


convention sessions, and the eve-, 
nings to various entertainment 
features. 


Women’s Program Attractive 


A full three days’ program has been prepared for 
the women, consisting of shopping tours, theatre 
parties, dinners and other entertainments. Women’s 
headquarters will be in one of the parlors on one of the 
mezzanine floors. 

Three entire floors of the Claypool Hotel have been 
reserved for convention purposes. Practically all of 
these rooms will be filled with exhibits of shoes and 
accessories. In fact, 137 display spaces have already 
been contracted for by exhibitors. Among these 
displays will be represented practically all of the 
leading lines of shoes in the country so that the average 
merchant of Indiana can learn more about shoe 
styles and shoe prices in the three days of this con- 
vention than he could possibly learn in the same 
number of weeks traveling over the country. Length 
of vamps, weight of soles, height of heels, patterns 
that are to be in vogue can all be studied by com- 
parison among the various lines on display. 


Indications Point to Big Attendance 


Judging by the way reservations are pouring in to 
the Hotel Committee there will be two or three times 
as many merchants attend the Indiana convention 
this year as have ever before assembled in a convention 
in that State. 

Both President Victor E. Vaile of Kokomo and 
Secretary S. H. Cooper of Indianapolis attended the 
Boston convention and were busy all the while in 
picking up ideas to incorporate into the forthcoming 
shoe event which they were preparing. They have 
come into touch with other State officers all over 
the country and are incorporating into their program 
the valuable ideas received in this way. So Indiana 
is to have a real convention, and the only merchants 
who will lose are those who do not attend the con- 
vention sessions. 





Tanners’ Council 


The Executive Committee of the Tanners’ Council 
has decided to hold the General Spring Meeting of 
the Tanners’ Council at Hotel Traymore, Atlantic 
City, on May 6 and 7. 
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Ohio Valley Convention 







Will Be Held at the New Great Southern Hotel, Columbus, Ohio, 


that America is playing so important a part 
in world affairs, when it is the duty. of the mer- 
chants of the United States to get in closer touch 
with the great problems that confront them. Where 
in this day and age can a merchant get in closer 
touch with these problems than at a gathering of the 
members of their respective trades. 

With this thought in mind it is to the own individual 
advantage of each and every member of the shoe craft 
to attend the convention of the Ohio Valley Retail 
Shoe Dealers’ Association, which is to be held at the 
New Great Southern Hotel at Columbus, Ohio, 
March 1-2-3, where any and ali problems confront- 
ing the members of the craft can be discussed and 
remedies prescribed. 





S inet a never was there a time like this, now 


Sir John Foster Fraser a Speaker 


It will be worth the time of any merchant to attend 
this meeting if for no other purpose than to hear the 
eloquent address of Sir John Foster Fraser, the eminent 
English statesman, who will deliver the main address 
at the banquet to be held on Tuesday evening, 
March 2. 

Sir John Foster Fraser first visited the United States 
as public speaker in 1918 to tell about his experiences 
in the great war. He speedily gained the reputation 
of being one of the most popular and brilliant speakers 
who ever visited our country from Great Britain. 
He is a recognized authority in Europe on interna- 
tional affairs, particularly on Russia and the Balkans. 
He has had many thrilling experiences in his travels 
throughout the world. He was the first man to cross 
China, a hazardous expedition which occupied five 
months; he knows Turkey and has been through 
Armenia; he has traversed Siberia in the depth of 
Winter and has braved the hardships of the African 
Sahara with a camel caravan; he has been the vic- 
tim of fanatical hordes in Persia and traveled in 
India, Egypt, Asia Minor and everyone of the Euro- 
pean countries. 

He is looked upon in Europe as a recognized 
authority on international affairs. His wide know- 
ledge of world affairs, his restrained and cultured 
diction, his delicate humor, together with his striking 
personality make him the most outstanding figure 
among all British speakers, and will prove to his 
hearers at this banquet that the local committee in 
no wise prevaricated when they promised that they 
would have the best speaker that could be obtained 


March 1-2-3 


to address the visitors at this, the largest and best, 
convention ever held by the Obio Valley merchants. 


Convention Program 


Two days’ greeting of guests at railroad stations by 
Perry W. Smitb and his committee of welcomers from the 
Ohio Shoe Travelers’ Association. 


Monday, March 1, 1920 


9.00 A.M.—Registration and Glad Hand to visiting mer- 
chants and ladies; distribution of badges and entertainment 
tickets. 














SIR JOHN FOSTER FRASER 


10.30 A.M.—Meeting of officers and directors in executive 
offices on second floor of hotel. 

Balance of morning will be given over to inspection of 
exhibits. 

1.30 P.M.—Formal opening of convention in hoel audi-t 
torium. 

Convention called to order by President C. K. Chisholm 
of Cleveland, Ohio. 

Community singing by convention under leadership of 
Professor Karl Hoenig. 

Invocation by Rev. E. H. Chauncey. 

Official welcome to Ohio Valley Retail Shoe Dealers’ 
Convention by His Honor, James J. Thomas, Mayor of 
Columbus, followed by address by President C. K. Chisholm; 
subject, “Checking up the Future.” 

Roll call of officers; reading of minutes. 

Reports of officers. 

Appointment of nominating, resolutions and by-laws 
committees. 
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Talk on “Problems of Production,” by Major Chas. F. 
Cahill of the United Shoe Machinery Corporation. 


Evening Session 


7.45 P.M.—Style show in botel auditorium. 

Prominent manufacturers will show one of the most 
comprehensive presentations of early Fall styles ever dis- 
played. 

Don’t miss seeing this display. 

The style show will be interspersed by a bigh-class musical 
and novelty dancing program under leadership of Professor 
Karl Hoenig; Boys’ and Girls’ Glee Club, comprising about 
sixty trained voices; soprano soloist, tenor soloist, baritone 
soloist, violin soloist; wonderful novelty dancing lady, male 
quartet, instrumental sextet, are on the program for thia 
night’s entertainment. 


Tuesday, March 2 
Sessions From 9 A.M. to 1 P.M. 

9 A.M.—Community singin,. 

9.30 A.M.—Shoe retailers’ problems under leadership of 
Seaton Alexander of Wheeling, W. Va.; feature, ‘‘Average 
Shoe Merchent’s Affairs.” 

11.30 A.M.—Mr. Laird H. Simons of William Amer Com- 
pany of Philadelphia will talk on “Kid Leather Supply and 
Prices.”’ 

12.15 P.M.—Mr. Arthur L. Evans who is president of 
Retail Salesman’s Institute, will talk on “Educating of Sales- 
man.” 

1 P.M.—Adjournment. 

Entire afternoon will be given over to merchants to in- 


spect exhibits and make purchases. 


Evening Session 


Men’s Program 
6.30 P.M.—Ohio Valley Retail Shoe Dealers’ Association 


annual banquet. 
Toastmaster—George J. Karb, ex-mayor of ‘“‘Good old 


Columbus Town fame.” 


Speakers 
Mayor James J. Thomas; Sir John Foster Fraser of Great 
Britain, a “‘Diplomat-at-Large;’’ Congressman B. Frank 
Murphy, eighteenth district of Ohio. 


Evening Session 


Ladies’ Program 
Women’s banquet held in first floor dining room of hotel, 
followed by theatre party at 8 P.M. Hostess—Mrs. Wm. 
Russel and Reception Committee. 


Wednesday, March 3 

9 A.M.—Community singing. 

9.30 A.M.—Address; subject, ‘“Red Cross as an Industrial 
Cross,” by Professor George R. Laird of American Red 
Cross Bureau, Washington, D. C. 

9.45 A.M.—Shoe retailers’ problems continued, under 
leadership of Seaton Alexander of Wheeling, W. Va. 

11.45 A.M.—Report of Nominating Committee. 

Election of officers. 

2.15 P.M.—Final session— Meeting called to order by new 
president. 

New business and good of association. 

General discussion. 

4.15 P.M.—lIndustrial film called “Fun and Work,” by 
International Shoe Company of St. Louis, Mo. 
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Ladies’ Program 


2.30 P.M.—Automobile trip, starting at convention head- 
quarters, visiting places of interest about city. 


Evening Session for All 
Southern Hotel Winter Garden 


9 P.M.—‘Informal Ball”—Perry W. Smith, master of 
ceremonies assisted by R. V. Zartman, J. L. Reed, J. M. Ryan 
and Harry Zavits as aides. Music by Steelman’s Orchestra. 


New Fall Styles 
Representative lines of merchandise will be on display by 
fifty-three representative firms in the shoe, leather and kindred 
branches of the trade. 


Philadelphia Retail Merchants 
Banquet 


Held at Adelphia Hotel, February 18, Presi- 
dent Strumpf Toastmaster 


The Philadelphia Shoe Retailers’ Association held 
their annual banquet at the Adelphia Hotel “Gold 
Room,” Wednesday evening, February 18, and judg- 
ing from the amount of applause and smiling faces of 
all present, it was a phenomenal success. 


D. STRUMPF 


Pres. Philadelphia Shoe Retailers’ 
Ass’n 


President Strumpf excelled himself as toastmaster 
and with his witty remarks and humorous sayings, 
prior to introducing the different speakers, helped 
make the affair 100 per cent perfect. 

Nearly every New York and Philadelphia jobbing 
house had a representative present as well as the 
leading Philadelphia shoe factories. Smaltz-Goodwin 
Company had 20 in their party and McElwain, Morse 
& Rogers, 15. The Adelphia Hotel was filled to 
overflowing. 

A. H. Geuting Talks 


A. H. -Geuting, ex-president of the National Shoe 
Retailers’ Association, in a brief talk told about the 
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Fair Price Commission and thanked the members for 
a splendid testimonial which was presented to him by 
the Philadelphia Shoe Retailers’ Association at the 
opening of his new Chestnut Street store. 

Professor John Mahoney spoke on the “‘League of 
Nations” and “Business Prospects.” 


Story of the Geutings 


President Strumpf entertained through the evening 
by telling the story of how the three famous Geuting 
brothers entered the shoe business. ‘“The younger 
boy, “Will,” first obtained a position as shoe salesman 
and asked for a position for “George.’”’ The pro- 
prietor asked if George knew anything about shoes 
and “Will” replied, “he knows as much as I do.”’ 
“Bring him in with you Monday morning,” said the 
proprietor. Two weeks later Will asked the pro- 
prietor about his older brother “Tony”, who had 
been idle at the time. ‘Does your brother ‘Tony’ know 
anything about shoes, Will)” said the proprietor. 
“‘Does he?’’said Will. “He knows as much about shoes 
as George and I together.” “Well at that rate,’’ said 
the proprietor, ‘send ‘Tony’ in Monday morning, 
and you and George stay at home.” 


Three Hundred Present 


Over 300 shoe men were present, including a 
number. of the fair sex. Fifteen new members were 
obtained. 

A delightful entertainment was furnished with 
lots of jazz music. Everyone voted it a “bang-up”’ 
banquet and ended with a salute, “All hail to Presi- 
dent Strumpf’’ by the entire company. 


Tri-State Convention 


Big Event Scheduled for Hotel Chisca, Memphis, 
March 8—9 


The great trade event of the Spring will be the 
convening in annual session of the Tri-State Shoe 
Retailers’ Association which is expected to bring 
together a large number of shoe merchants from the 
three States of Mississippi, Arkansas and Tennessee. 


This Tri-State Shoe Retailers’ Association will hold 
its meeting this year at Hotel Chisca, Memphis, 
March 8, 9. Thomas W. Sherron, of the Sherron Shoe 
Company, is president and R. E. Caradine, of the 
Caradine Shoe Company, Memphis, is secretary. The 
program will be interesting. There will be pictures 
of the process of shoe-making exhibited. Arthur L. 
Evans, president of the College of Salesmanship, will 
give an address on “Store Efficiency and Salesman- 
ship.”” Major Chas. T. Cahill, United Shoe Ma- 
chinery Company, Boston, is down for an address on 
“Production.” Harry Vinsonhaler of St. Louis, Mo., 
will speak on the subject, ‘Styles for the Fall.” John 
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Wilson of St. Louis on ““The Best Method of Securing 
Results From Advertising.” 

The Memphis local association headed by Reuben 
Steifel of Goldsmith’s shoe department is co-operating 
in all the features of entertainment. The following 



















THOMAS W. SHERRON 


Pres. Tri-State Shoe Retailers’ 
Ass’n 


committees have been named at a recent meeting of 
this body: Publicity, L. L. Frank, L. T. Hoard and 
L. T. Spring. 

Banquet, C. D. McRae, F. W. Stemler and P. E. 
Frappier. 

Entertainment, Reuben Stiefel, Robert Love and 
W. E. Holston. A number of large concerns from over 
the country will have displays and representation at 
the convention. 


On Florida’s Shores 


Important Members of Shoe Trade at Miami, 
Biscayne Bay 


A very informal conference of representatives of the 
shoe manufacturing and retail trade is taking place 
this week at Miami, Biscayne Bay, Florida. The 
Hotel Royal Palm was chosen as the place of assem- 
bling. The meeting was not prearranged—the fact is 
that each one of these men made up his mind, indi- 
vidually, that the Sunny South would be a fitting 
place for a little needed recreation these cold, wintry 
days and sallied forth to find that others had shared 
in his opinion and that many roads led to Miami. 

The Southern pilgrims are: John A. Bush, president 
of the Brown Shoe Company; A. C. Brown, president 
of the Hamilton-Brown Shoe Company; James P. 
Orr, the newly elected president of the National Shoe 
Retailers’ Association. A. C. McGowin and Ira 
Vaughan of Dungan-Hood & Co. arrived at the 
Hotel Royal Palm after a cruise on John Wana- 
maker’s house boat, making the different places on the 
East Coast, 
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Separate or Group Conventions? 


A Plan Which Presents Advantages Worthy of Consideration by the Retail 
Shoe Merchant 


reached the point where it is one of the most 

potential factors not only in retail shoe 
merchandising but in shoe wholesaling and shoe 
manufacturing. Its influence reaches beyond the 
shoe manufacturer and is reflected in lasts, in leathers, 
in fabrics and other materisls entering into shoe con- 
struction. 

The Allied Council, composed of representatives of 
each division of the shoe industry, was brought about 
through the retail shoe dealers’ organization. While 
each shoe manufacturer, each last maker and each 
tanner naturally injects his own personality and his 
own ideas into his product, yet the influence and 
recommendations of the Styles Committee of the 
N. S. R. A. are very apparent in those products. 

To sum up the worthwhile things accomplished 
through the National organization of retail shoe mer- 
chants, and the various State and city associations, 
of which the parent body is composed, would be an 
impossible and stupendous task. There is not a 
merchant, big or little, in city, town or hamlet, but 
what has been benefited by the existence of the 
association. 


gee National Shoe Retailers’ Association has 


Selling, the Association Idea 


The association idea is just like merchandise—in 
order to sell it a desire must first be created for it. A 
man must be made to want it. He must be shown 
where he is going to get his money’s worth when he 
invests in an association membership. He must be 
convinced that the time and money which he expends 
in association work is bread cast on the waters, and 
that “It will return after many days.” 

Generally speaking, the membership of -the 
N. S. R. A. is composed of the bigger and better 
stores in each community, whether that community 
be represented by the downtown district of a large 
city, an outlying district of a large city, or small 
cities and towns. 

State conventions have always been considered 
one of the best advertisements and one of the best 
methods of adding new members to an association 
roll. 

The program of an association convention, there- 
fore, is of vast importance, and the location of the 
convention city a matter of serious consideration. 

The method of conducting State conventions and 
the quality of the program from standpoint of topics 
discussed and the manner in which they are handled 
have undergone a wonderful change in the past few 


years. There is not a merchant in any State, be he 
big or little, who cannot afford the time and expense 
necessary to attend the convention of the State 
Association. 

Group Conventions 

In several sections of the country, the idea of 
combining several State associations for convention 
purposes is being considered. 

This plan, undoubtedly, presents advantages 
worthy of consideration. Speakers of wider reputation 
and more experience can be secured. Merchants 
covering a wider area and consequently representing 
a more varied merchandising experience would be in 
attendance, and entertainment features of various 
sorts are made possible which are prohibitive for 
purely State conventions. Another feature worthy 
oi consideration is that of displays by various manu- 
fecturers and wholesalers. Most associations recog- 
nize the value ot having displays by reputab le manu- 
facturers in connection with their convention proceed- 
ings. Nearly all of the big State associations set aside 
certain time for the inspection of these displays. 

By combining several State assoriations in one con- 
vention, more exhibits can be attracied and conse- 
quently a more thorough education as to shoe styles 
and shoe prices can be obtained by the merchants 
in attendance. 

On the other hand, it must be recognized that if 
State associations are to continue to grow as they 
should grow, the ranks must be filled by the smaller 
merchants in cities and outlying districts, and it is a 
question whether these smaller merchants can be made 
to feel that it is worth their while to spend the neces- 
sary time and money to go across twd or three States 
for a convention meeting. 

Two thoughts should be borne in mind in combLin- 
ing State associations for convention purposes. The 
first, the location of the convention city so it will be 
easily accessible for al] merchants in the group; the 
second, the location of the convention city wherever 
possible in some city that is a shoe market for the 
merchants in the group. 

“The proof of the pudding is the eating thereof,” 
and the experiment now being made by a joint meet- 
ing of Texas, Oklahoma and Louisiana and that of 
Ohio, West Virginia and Kentucky will be looked 
upon with great interest by those interested in asso- 
ciation affairs. 

It is a noticeable fact that the larger the gathering 
the more pronounced is the domination of the meet- 
ings by merchants of the larger cities. 
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C. and E. Banquet 


Held at Columbus Following Four-Day Sales Conference 


HE heads of departments and the salesforce of 
- the C. and E. Shoe Company held a banquet at 
Columbus recently. 

Covers were laid for 40 people. All the salesmen 
were present excepting J. R. Montgomery and A. E. 
Kneebone, both from the Western Coast, and J. L. 
Shepherd of Kansas and Missouri, whose entire family 
was down with flu and pneumonia. 

The banquet followed a sales conference lasting 
four days, the entire time being given over to a 


Department, W. G. Wittlinger; The Salesman, H..S. 
Gump; Generally Speaking, A. W. Hamilton. 


List of Salesmen and_ Territories 


J. P. Adkins, Georgia, Alabama and Tennessee; 
Emil Anderson, City of Chicago; J. H. Doyle, Okla- 
homa; W. T. Buxton, Texas and Arkansas; J. C. 
Grimes, Kentucky, W. Virginia, Delaware and Mary- 
land; F. B. Gross, Iowa and Nebraska; C. D. Hobbs, 
New York; R. Hock, Northern Ohio; R. Hocking, 


C. and E. Shoe Company Banquet—The Shukraft Selling Force 


thorough course of instruction and general dis- 
cussion. 

Following the banquet all the salesmen left for 
their territories and practically the entire force was 
in the field February 16. The whole ‘“Shukraft’’ 
selling force left very enthusiastic and predicting 
great things for the coming season. 


Talks of Convention Week 


The following talks were made during the Conven- 
tion week : 


Our Company, Its Possibilities, C. E. Born; How 
and Why We Make McKays, F. W. Reed; The Raw 
Material Situation, F. W. Reed; Things New Sales- 
mer. Should Know, J. M. Nicely; Sunny California 
and. Pep, R. Hocking; Co-operating with the Credit 


Michigan; E. 8. Hood, Southern Ohio; Jack Gillies, 
Michigan; D. Kelly, Colorado, Montana, Utah, Wyo- 
ming and Idaho; P. Miller, Wisconsin; V. J. Miller, 
Georgia, Alabama and Tennessee; J. R. Montgomery, 
Washington, Oregon and California; A. E. Kneebone, 
Washington, Oregon and California; C. C. Nicely, 
Pennsylvania; J. M. Nicely, Pennsylvania; G. T. 
Pumphrey, Kentucky, W. Virginia, Delaware and 
Maryland; J. P. Schlosser, Virginia, N. Carolina, S. 
Carolina; J. L. Shepherd, Missouri and Kansas; 
C. K. Swenson, Minnesota, North Dakota and S. 
Dakota; A. W. Tornes, Illinois; J. Valdes; Florida, 
Mississippi and Louisiana; J. T. Vance, Illinois; 
H. A. Zeller, Indiana; George Wiggin, Maine, New 
Hampshire, Vermont, Massachusetts, Rhode Island 
and Connecticut: J. J. Hyde, Florida, Mississippi and 
Louisiana. 
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M. N. Arnold Banquet 


Principals and Salesmen of North Abington Shoe Firm Make Merry 


foremen of the M. N. Arnold Shoe Company, 

of North Abington, Mass., was held recently, 
and in spite of weather conditions such as New Eng- 
land seldom sees, the private dining room at the South 
Terminal Station, Boston, was the scene of a large 
and enthusiastic gathering. 


ie semi-annual banquet of the salesforce and 





W. PERCY ARNOLD 
Pres. and Office Manager 


One of the features of the evening was the presenta- 
tion by the salesmen to' President W. Percy Arnold of 
a diamond studded shrine pin, a gold chain and a 
Knights Templar jewel, in token of the confidence and 
esteem in which he is held. 

The presentation was made by W. J. Lovejoy, for 
15 years-New England salesman for the company. 
Another unexpected feature was the presentation by 
the salesmen of a silver loving cup to B. L. Wales, the 
advertising and stock department manager, in appre- 
ciation of his efforts in co-operating with the men. 

Edward Crane, foreman of the cutting room, was 
presented by President Arnold in behalf of the com- 
pany with a silver loving cup, as a prize for the highest 
record in the foremen’s efficiency contest and in 
appreciation of his two years, faithful service with the 


company. 
Presentation of Prizes 


Practically the entire evening was given over to the 


presentation of prizes in recognition of progress made 
by salesmen along different lines. To W. M. Walker, 
Parkersburg, W. Va., a loving cup was given for 
largest sales. Other loving cups were given to H. L. 
Githens of Pennsylvania for second largest sales; T. G. 
Fitch of Kansas for largest sales in Glove Grip wo- 
men’s shoes; L. C. Byrne for largest percentage of in- 
crease in sales; J. G. Hynds for largest number of new 
accounts. : 

The men have all inspected and packed up their 
new 1920 sample lines and hit the road early. The 
company has orders on hand for carrying work well 
into the Spring. Active business is predicted through 
the Summer and Fall of 1920. Large demand is ex- 
pected for stock styles of “Glove Grip” shoes which 
are now ready in Spring and Summer patterns. 

Those who were present at the banquet: D. J. 
Gillespie, C. M. Fitch, T. G. Fitch, F. G. Deitsch, 
Sig. Beer, W. M. Walker, H. A. Simmons, J. J. Rusher, 








B. L. WALES 
Advertising Manager 


W. J. Lovejoy, E. J. Mattison, H. L. Githens, A. V. 
Rooney, J. G. Hynds, R. C. Coburn, L. T. Eastman, 
L. C. Byrne, W. P. Arnold, B. L. Wales, W. W. Arnold, 
E. O. Tyler, J. D. Arnold, E. W. Arnold, T. Arnold, 
E. Crane. B. Rochfort, A. L. Everson, J. Clements, 
C. S. Denham, 8S. W. Blanchard, B. A. Dyer, Edward 
R. Turner, J. F. Stevenson, H. M. Isaacs. 
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individual business is taxable at the same 

rate as income received by an individual 
from wages, professional fees, or like compensation, 
but there are certain deductions that can be applied 
against business income that cannot be deducted 
from income from salaries, wages, etc. 

In the case of manufacturers and merchants, gross 
income means the total sales less the cost of the goods 
plus income from any other source incidental to or 
outside of the particular operation ‘of the business. 
Business enterprises may conveniently be divided 
into three classes: those engaged in making, those 
engaged in producing and those engaged in trading. 
To this may be added another class—those which 
neither produce, make nor trade, and they may be 
designated as business services, such as transporta- 
tion, storage, laundry, livery and garage service. 
In such case, the gross income would be the total 
amount received or earned. 


Ps income received by an individual from an 


Obtaining the Gross Profit 


The gross profit of a business for a given period 
is usually obtained from a group of accounts known 
as trading accounts, consisting of inventory, pur- 
chases, sales, freight, returns and allowances, and in 
certain cases discounts and freight outward. Dis- 
count might better be charged or credited to ad- 
ministration accounts of a business, while freight 
outward should be considered as selling expense. 
The total of purchases (less returns and allowances), 
freight and inventory at the beginning of the fiscal 
period, less the inventory at the end, will give the 
prime cost of the goods sold. The total sales (less 
returns and allowances) less the prime cost of goods 
sold will give the gross profit. Inventories should only 
include such items af merchandise which are held 
out for sale, and should not include other assets, 
such as machinery, fixtures, cash or plant. 


Three Manufacturing Cost Elements 

There are three elements which enter into the ‘cost 
of a manufactured product: 1. Cost of material. 
2. Cost of labor. 3. Manufacturing expense, some- 
times called “‘overhead.” 

Therefore, under the Federal Income Tax Law, 
gross income from a business usually means the 
total sales less the prime cost of goods sold. 


Getting Correct Net Income 


In order to reflect the net income correctly, and 
to ascertain the gross income, inventories at the 


beginning and ending of each fiscal period are neces- 


The Individual Income Tax 
As It Applies to the Retail Shoe Merchant’s Business Income 
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sary in every case in which the production purchase 
or sale of merchandise is an income producing factor. 
The inventory should include raw material and 
supplies on hand that have been acquired for sale, 
consumption or use in production processes, together 
with all finished or partly finished goods. It should 
include merchandise sold but not shippedjto the 
customer at the date of the inventory, together with 
any merchandise out upon consignment, but if such 
goods have been included in the sales of the taxable 
year they should not be taken in the inventory. 
It should also include merchandise purchased, al- 
though not actually received to which title has passed 
to the purchaser.” 


Valuation of Inventories 


Inventories should be valued at (a) cost or (b) 
cost or market, whichever is lower. Whichever basis 
is adopted must be applied to each item, not merely 
to the total of the inventory; that is, if for instance 
(b) is adopted, the value of each item in the 
inventory will be measured by market if that is 
lower than cost, or by cost if that is lower than 
market. 





In explanation of inventories at cost, cost 
means the prime cost, as previously outlined, 
and inventories at market value mean _ the 
current bid price prevailing at the date of 
inventory for the particular merchandise. 











After arriving at the prime cost of the goods sold, 


? this amount should be deducted from the total sales 


for the year and the result will be the gross operating 
profit of the business. To this amount should be 
added any other income received by the business, 
such as bond interest, interest on bank deposits, 
profit on the sale of capital assets, etc. 


Various Deductions from Gross Income 

This total added to the gross operating profit 
represents the gross income of the business for the 
particular period for which the return is being made. 
From this amount should be subtracted the various 
deductions incidental to the operation of a business, 
such as: 1. Salaries and wages not reported as “labor” 
under “Cost of Goods Sold.” 2. Rent of business 
property in which taxpayer has no equity. 3. In- 
terest on business indebtedness to others. 4. Taxes 
on business and business property. 5. Repairs, wear 
and tear and property losses. 6. Bad debts arising 
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from sales. 7. Any other expenses that are properly 
deductible. 
How to Make Entries 

The income derived from the business outlined 
above would be entered in Block “‘A”’ of the individual 
income tax returns. Forms 1040 and 1040A contain 
blank spaces for reporting the gross sales and also 
spaces for entering the different items which go to 
make up the cost of goods sold. However, if the tax- 
payer has a complete profit-and-loss statement, 
showing all the information called for under “Cost 
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of Goods Sold’”’ and “‘Other business deductions,”’ he 
may attach said statement and enter on the return 
the amount of net income. 

After subtracting the total deductions from the 
gross income of the business, the result will be the 
net business income of the individual, to which should 
be added any other income which the individual may 
receive from sources outside the business, and after 
deducting whatever exemption he is entitled to the 
balance will be the amount subject to tax at’ the 
various rates. 





March 1, 2, 
Dealers’ Convention, 


3.—Ohio Valley Retail Shoe 

New Great Southern 
Hotel, Columbus, Ohio. President, C. K. 
Chisholm, Euclid Avenue, Cleveland, Ohio. 
Secretary, Henry Hageman, 412 Johnston Build- 
ing, Cincinnati, Ohio. 

March 8, 9.—Pennsylvania Shoe Retailers’ 
Association, Penn Harris Hotel, Harrisburg, 
Pa. President, C. J. Mensch, Pittsburgh, Pa. 
Secretary, George M. Garman, Philadelphia. 
Treasurer, C. O. Hoffman, West Chester, Pa. 

March 8, 9.—Tri-States Shoe Retailers’ Con- 
vention, comprising Tennessee, Mississippi 
and Arkansas, Chisca Hotel, Memphis, Tenn. 
President, Thomas W. Sherron, 78 South Main 
Street, Memphis, Tenn. Secretary, R. Caradine, 
Memphis, Tenn. 

March 8, 9, 10.—Indiana Retail Shoe Dealers’ 
Convention, Hotel Claypool, Indianapolis, 
Indiana. President, Victor E. Vaile, Kokomo, 
Indiana. Secretary, S. H. Cooper, 25-29 
Shelby Street, Indianapolis, Indiana. 

March 9, 10, 11—Iowa Retail Shoe Dealers’ 
Convention, Fort Des Moines Hotel, Des 
Moines, Iowa. President, R. W. Sturgeon, Des 
Moines, Iowa. Secretary, F. M. Nebe, 417 
Chestnut Street. Atlantic, Iowa. 

March 15, 16.—Southeastern Leather and 
Shoe Finders’ Association, Chisca Hotel, Mem- 
phis, Tenn. 

March 15, 16, 17.—Central Shoe Travelers’ 
Association and Kansas Shoe Retailers’ Associa- 
tion, Baltimore Hotel, Kansas City. President, 
C. L. Brosius, Wichita, Kans. Secretary, A. R. 
Springer, Topeka, Kans. 

March 15, 16, 17—Minnesota Shoe Retailers’ 
Association, West Hotel, Minneapolis. Presi- 








Coming State Conventions 


An Important Schedule of Dates, Locations and Principal Officers 












dent, Charles Deppe, c/o Glass-Block Com- 
pany, Duluth. Secretary, H. F. Montgomery, 
Rochester. 

March 15-19.—Northwestern Shoe Travelers’ 
Association, Great Style Exposition, West Hotel, 
Minneapolis, Minn. 

June.—Georgia Shoe Retailers’ Association. 
President, W. C. Byck, Byck Bros., Atlanta, Ga. 
Secretary, C. C. Smith, Thomasville, Ga. 

June.—California Retail Shoe Dealers’ Asso- 
ciation, Hotel Coronado, San Diego. President, 
F. M. Werner, San Francisco. Secretary, A. B. 
Katschinski, Philadelphia Shoe Company, San 
Francisco, Cal. 

July.—Rhode Island Retail Shoe Merchants’ 
Association. President, George E. Peirce. 
Secretary, Roy S. Whitmore. 

July 12, 13, 14.—IUinois Shoe Retailers’ Asso- 
ciation, Chicago. President, Frank P. Meyer, 
Danville, Ill. Secretary, L. S. Wynnes. Moline. 

July 13, 14—New York State Shoe Dealers’ 
Association, Onondaga Hotel, Syracuse. Presi- 
dent, E. N. Parks, Syracuse; Harry E. Phelan, 
Rochester. 

August 10—-12.—Wisconsin Retail Shoe 
Merchants’ Association, State Capitol Building, 
Madison, Wis. President, William C. Schlaefer, 
Wausau. Secretary, Raymond L. Ripple, Vleit 
Avenue, Milwaukee. 

September 6, 7, 8—Michigan Retail Shoe . 
Dealers’ Association, Lansing. President, J. E. 
Wilson, care of Walk-Over Boot Shop, Detroit. 
Secretary, George E. Owens, Saginaw, Michigan. 

September 14, 15, 16.—Mountain States Shoe 
Retailers’ Association, Albany Hotel, Denver, 
President, Harry J. Fontius, Denver, Colo. Sec- 
retary, Roy C. Fleming, Denver. 
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“Substantial Highways” 








Address Delivered at Missouri Shoe Retailers’ Association Convention 
by Harry B. Hawes, President Federated Roads Council 


the movement for good roads, substantial 

roads. Illinois has passed her sixty million 
dollar bond issue, Arkansas on the Soutb, Iowa on the 
North and Kansas on the West, and only Missouri 
seems to stand still. A crisis has arrived in our road 
force. We have exhausted the nine million dollars 
appropriated by the National Government, and we 
have practically exhausted all of the State money 
created by the automobile. So that unless the sixty 
million dollar bond issue proposed by Legislature is 
carried the road program of Missouri is bankrupt. 


(iu: sister states have already gone forward in 


Plan of National Government 


Some years ago our National Congress passed a law 
called the Federal. Aid Law and appropriated one 
hundred million dollars to be divided among the 
various states according to their area, their popula- 
tion and their road mileage. Our portion of that was 
nine million dollars. But Uncle Sam gave us this 
money with a string tied to it and certain conditions— 
wise conditions which are educating this state and 
other states. It is a match-dollar proposition. He 
gives us a dollar if we build a dollar’s worth of roads. 
In other words, every dollar that we spend on hard- 
surface roads Uncle Sam, of the amount which is set 
aside for our state, will duplicate. Now, unfortunately, 
in Legislature of 1917 all the road laws of Missouri were 
re-written and a comprehensive road law was put 
upon the statute books. It created a joint fund of the 
automobile revenue and the Federal revenue to be 
proportioned amongst the counties, and to be matched 
by the county in the same manner they were matched 
with the money of the Federal Government. But 
the war came on and as you know the road building 
stopped. It stopped in Missouri and it stopped 
throughout the Nation. 


The Maintenance Charge Discussed 


It is the maintenance charge which eats up the 
cheap road. So Uncle Sam requires first that all 
of his money shall be spent on substantial roads; 
and wherever it is spent there must be maintenance, 
and when a state does not maintain the road this 
subsequent proportion from the National Congress 
is withdrawn. While our road-building program 
is practically bankrupt (I mean by that that the 
entire nine million dollars appropriated to this state 
is set aside for products to be furnished in the future), 
we have this sixty million dollar bond issue presented 





to our people. That bond issue can be paid entirely 
from the licenses of automobiles. They run now, 
approximately, two million dollars per year and 
during the life of the bonds for thirty years at two 
million a year it will retire the bonds entirely; leaving 
the tax payers of the state only to pay the interest 
on the bonds. And if the sale of automobiles increases 
for the next three or four years as in the past four 
years, this increase will pay for not only the sixty 
million but for the interest on the bonds as well. 
We have in Missouri today one automobile for each 
eighteen and a fraction of our inhabitants, and the 
number of automobiles have increased some 70 
per cent or 80 per cent in the last three years. 


Road Cost Burden on Automobile 


It is the automobile, however, which requires the 
hard road. What we call dust flying behind the 
automobile is really the road flying over the fence. 
The suction of the wheel, the heaviness of the vehicle 
is destroying the old macadam road—so we have 
wisely put the burden of the road cost upon the auto- 
mobile. But the automobile must have a proper 
surface to run over. My time is short and I am not 
going to discuss the benefits of good roads too well 
known to all of us. But I want to briefly say that the 
road, the good road, in my judgment is the most 
important thing now before the people of Missouri 
and the Nation. 


Road Problems One of Times 


The rural population and ‘the population of the 
small town is drifting to the city; and the reason it is 
drifting is because the farmer demands some pleasure 
in life, some of the comforts—and as his boys and 
girls grow up they want contact with the neighbor. 
That contact can only be brought about by good 
roads. He must be within easy access to his town or to 
his city—and the good road does that thing. We no 
longer count distance by miles. Nobody knows how 
far it is from here to New York. You simply say 
“Tt is 20 hours, etc.’’ How far is it to Jefferson City? 
“Just three hours.”” So the road problem is a problem 
of time. It has been demonstrated—from the little 
town of Fulton, Missouri, to St. Louis—that a farmer 
over a bad road requires three hours to make that 
trip; a farmer over a good road can make the same 
trip in one hour. He saves two hours’ time on a good 
road anda machine. Valuing his time at 50 cents an 
hour, he saves $2 on that haul each day. He saves so 
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much on the wear and tear of his machine. He saves 
so much in goods, he saves so much in daylight time; 
or, if he hasn’t a machine, the same problem works 
out with his horse and his buggy. The wear and 
tear on the horse, the upkeep of the wagon, the tires, 
etc.—all of these things are important matters. 
And the cost of these’ roads properly distributed 
throughout the State are so small that you do not 
miss it. We figure on a three million dollar bond 
issue in St. Louis County. 


Educational System Requires Attention 

If a farmer with a $10,000 farm denies himself some 
four cigars a week he pays his taxes. Now, gentlemen, 
while we are proud of our state, when we look over our 
educational situation it is a thing that makes some 
of us study. I think we are down about 33 in the 
scale of education. That is due to bad roads. The 
bad roads make it necessary to have a school house 
near the child. The child cannot travel over two or 
three miles to a school house over a bad road. The 
result is that Missouri has a large number of poor 
schools, of small schools, where with good roads 
it would bring children seven and eight miles—a 
large school with well paid teachers and many pupils 
would take the place of the little school house hemmed 
in by the mud. 

I have discovered that farmers out in Jefferson 
and St. Charles counties are now bringing their stuff 
into town on trucks. They tell me they can bring it 
in cheaper on a big truck than on the railroads. The 
reason for this is they have the haul to the railroad 
and then haul it from the station to the point of 
delivery—and they can haul their stuff cheaper on a 
truck and in less time—and they figure out that the 
loss in weight more than pays for their hogs’ and their 
cattle delivery by truck as against the railroad. They 
miss the long haul at both ends of the line—but you 
cannot reach the market without good roads. 


Uncle Sam Has Road Census 

Uncle Sam knows his business. He takes a perfect 
census of the road. He knows how many auto- 
mobiles and how many wagons pass over that road 
in 24 hours, he takes that census in Summer and 
Winter. Then he takes a record of the tonnage, the 
amount of freight averaged, so when he has the 
number of the vebicle and the weight of the vehicle 
he can tell you the kind of road you require. Road 
building is expensive, but with the assistance of 
Uncle Sam and the passage of this sixty million dollar 
bond issue the cities of the state and the small towns 
of the state will be brought together in contact, 
unionized by a perfect system of roads and at a very 
slight cost to the tax payer. 

Good Roads and the Shoe Business 


I am not going to discuss the benefits of good 
roads to men in the shoe business, The shoe comes 
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into immediate contact with the road. You know 
what it means. You know perfectly well if your 
patrons can come to town with a dry shoe that they 
will wear a better class of shoes; the women will wear 
better slippers, they will be more particular about 
their footwear than they are today. We have counties 
in the state where a fellow has to wear top boots, 
almost, to get into town through the mud. Give that 
man a concrete road and he will wear low quarters 
in the Summer and high-class shoes in the Winter; 
and he will take his wife out in the Winter in fancy 
slippers and things of that kind, which he cannot do in 
the mud. 





The Minnesota Convention 
Merchants and Salesmen Will Discuss Important 
Topics and Timely Shoes 

The annual convention of the Minnesota Shoe 
Retailers’ Association is to be held March 15-19, at 
the West Hotel in Minneapolis, in conjunction with 





CHAS. H. DEPPE 
Pres. Minnesota Retail Shoe 
Dealers’ Ass’n 
the annual style exposition of the Northwestern Shoe 
Travelers’ Association. 

Elaborate plans for this event are being prepared 
by committees of both associations. Nearly 100 
exhibitors have arranged to show finest specimens 
of footwear. The convention committee expects to 
secure speakers of authority to lead discussions of shoe 
trade topics of the moment. 





Opens September 15 

Waas’ Guarantee Shoe Store at Greenville, Miss. 

Emile Waas, formerly a member of the firm of 
Heyman-Waas Co., will open a new up-to-date shoe 
store in Greenville, Mississippi, to be known as 
Waas’ Guarantee Shoe Store. 

This new enterprise is expected to be opened for 
business about September 15, — 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 4 


The Better the Fit the Better the Wear---Price and Profit 
Then Become a Pleasurable Acknowledgment of Service 





the suggestions to your fitting-stool experience. 





New faces at the fitting stool mean a keen interest in the 
first principles of shoe selling. Scarce a store in the country 
but numbers the addition of men whose knowledge of feet 
and footwear is limited to the ‘‘first hand’? knacks of getting 
sales. If by a series of AUTHORITATIVE ARTICLES we can 
give more light on “‘the first duty of the retail shoe salesman 
—fitting human feet’’—then we will have started our 1920 
educational program correctly. Study these types and apply 








The How and Why of Treating Troubled Feet as Solved by Experts Who 


Have Met with Every Form of Foot Trouble 


No. 4. The Cords of the Foot 


FWNHERE is one vital point in fitting that the 
young shoe man must learn. By the use of the 
size stick, he can accurately determine the 

proper length, he can judge the width, also the arch 

fitting, but unless he has taken the trouble to carefully 
study the human foot in action, he will forget «hose 
important cords on the top of the foot. Take your 
own shoe off, and bend your toes back and forth, see 
the cords raise as your foot moves, now remember that 
same condition happens every time the toes are bent. 
There are five cords in the foot that must be free to 
function, the one running over the great toe joint 
especially. These second, third, and fourth cords are 
toward the outside of the foot, and if you will study 
the question, you will observe that most of the trouble 
caused by the vamp seam cutting into the top of the 
foot is usually over the great toe joint. This joint is 
thicker through and requires more room in depth. 


See That Vamp Seam Does Not Cut 


In fitting over this portion of the foot, see to it that 
the vamp seam does not cut into the foot, also that 
there are no lumps or ridges under the vamp seam, 
that is, where the tongue, linings and uppers are 


stitched together, the surface should be smooth. 
Look out for this particularly in the heavier leather 
shoes, especially cordovans. 

If a woman’s pump cuts the foot at the throat, re- 
lief can sometimes be obtained by wetting the binding 
and gently pounding it down. Be very careful in 
doing this, else you will cut the leather as well as the 
binding. 


Examine the Inside of Every Shoe 


Carelessness or oversight on the part of the crown- 
ers in factories, in allowing shoes to be shipped that 
are not smooth, should be discovered before the shoe 
is even tried on. Im fact, an absolute rule of the 
writer is to examine carefully the inside of every shoe 
before slipping it on the customer’s foot. It may 
take a minute longer, but you will save time in the 
long run by seeing that the linings are smooth, no last- 
ing tacks sticking up. The minute you spend in ex- 
amining the shoe, just think if this particular style is 
best suited to the customer’s foot. 


Consider Well the Type of Foot 


This is a slight digression from the cords of the foot, 
but it all tends to make you a more careful expert 
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fitter. That should be your ultimate ambition. In 
fitting you should consider well the type of foot you 
are serving. The danger of crowding a thin, low in- 
step is less, as this kind of foot fits under the throat 
more easily than a thick, chunky foot, with its abrupt 
instep. It’s the thick, chunky foot, with the abrupt 
instep, that causes most trouble over the vamp seam, 
which, if too high, cuts into the foot. 

Should your customer come back with the trouble 
mentioned, your shoemaker can overcome the pressure 
by ripping around the vamp seam, and skiving off the 
end of the tongue, which is often alone responsible for 


the under pressure. 


How to Remedy a Blucher Trouble 


f If it is a blucher pattern that causes the trouble, 
make an incision under the flap, or punch a few holes 
there, having it stitched afterward around where you 
cut or punched to prevent ripping. You will find 
that this will relieve the pressure considerably. Wet- 
ting and pounding down, as described, in the pump, 
will help too. 

In a case of pressure on top of the great toe joint, 
additional relief may be obtained, in addition to the 
previous suggestions, by countersinking the innersole 
under the ball of the great toe joint. This is easily 
accomplished if you have one of the shoe conforming 
machines so universally used now. Dampen the in- 
nersole first, as all leather is more easily and satisfac- 
torily worked if slightly wet. Be careful how you 
pound; many a shoe has been ruined by a strong boy 
with a hammer. Remember you are working on 
something that cost real money nowadays, and you 
should handle your shoe as carefully as a jeweler would 
a watch. The old idea of taking a shoe to the back 
room, laying it on the bench and hitting the bench 
with the hammer a few times while you take a couple 
of drags from a cigarette has gone by. You are selling 
service as well as shoes to your customers. They are 
not asking to be bluffed, but to be fitted. 
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Stretching a Shoe Not Recommended 


You will note that making this depression in the 
innersole will relieve the pressure on top. After you 
have fitted, ask the customer to stand, bending the 
foot across the ball. Note the creases in the vamp 
made by the bend, also note the vamp seam. Don’t 
let it go out of the store if it is too tight, your customer 
will only come back. Stretching a shoe is not recom- 
mended on general principles, in fact, many good 
stores have hidden or discarded all their stretchers, 
rightly believing that shoes must be sold comfortable 
at the start. If you still have slight trouble and have 
a stretcher, try gently raising the vamp seam as much 
as it will stand, and not strain the shoe. Better take 
this trouble before you take the money, for it will 
save you time later. It will also add to your reputa- 
tion as a careful fitter. 

Some customers like to have you take time in 
shaping the shoe to their particular needs. But for 
the love of St. Crispin don’t fuss around doctoring up 
a shoe for a hurried man, or a girl on her lunch hour. 
If they are in a hurry, difficult to fit, suggest in a dip- 
lomatic way that as theirs is a case that requires time, 
you can give better service when they have more 
leisure, or else turn them over at once to a more ex- 
perienced salesman. Don’t let them die on your 
hands. The chances are they will never come back, 
as they will not always realize what you were trying 
todo forthem. They will think you slow, inefficient, 
and that your shoes do not fit their kind of foot. 





Repair Army Shoes 
Without Cost for Reserve Officers of Training 
Corps 
The office of the quartermaster-general has an- 
nounced that authority has been obtained to repair 
without cost Government issued Army shoes worn by 
members of the Reserve Officers’ Training Corps 
where Government-owned repair shops are available. 








J. J. KALTENBRUN. 





ToP NOTCHER ON THE ROA 


Two Qhio Valleyites 


All Ready for Big Convention, 
Columbus, March 1-3 





T. H. SIEBERT, 
“OLE RELIABLE* 
GENERAL CHAIRMAN 
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What Is a Fair Price? 


Address of Charles E. Williams, Newly Elected President, Before the 
Missouri Shoe Retailers’ Association 


HE best way to play the game is to play it 
square. Let us lay our cards.on the table 
with the public through the Fair Price Com- 
mittee. The Commission here was one which 
commanded the respect and confidence of the St. 
Louis people, and that is the kind of a Commission 
you want in your town. In order to arrive at this 
I sent out questionnaires to 52 retail dealers in this 
city asking for cost and selling prices on $6, $8, $10 
and $12 shoes and 1 asked for quo- 
tations on staple black shoes. 

The Commission had taken the 
stand they were not interested in 
luxuries. The woman who wanted 
to pay $25 for a pair of shoes could 
pay it and welcome; they wanted the 
merchant to make a fair profit. But 
they were interested in staple shoes 
that would keep the feet off the 
ground and out of the weather. We 
got replies from 37 of the dealers in 
this city—and the margin of profit I 
found, to my surprise, on an average, 
to be about 30 per cent—and that 
takes in the highest priced stores, 
giving delivery, etc., down to the 
little one-man store, where the pro- 
prietor lives over the store and prac- 
tically has no expenses. 


Newspapers Are Best Price Regulators 

All of you gentlemen know that no two stores in a 
small town carry the same line of shoes. It is im- 
possible, due to that fact, to fix a maximum price, 
or scale, for selling prices. We take the stand here 
that the newspapers are the best regulators of prices 
that we have. Competition is so keen among us 
dealers for business that no man can make an undue 
profit because the public will not come in and buy 
his shoes when it can buy similar shoes at lower 
price. They have found that 99 per cent of the dealers 
in the United States are operating in a fair way—that 
probably 1 per cent are profiteering or making an 
excessive profit. 


A National Vigilance Committee 
The idea is to wipe out that one per cent of profiteers 
and this plan has been suggested—A National 
Vigilance Committee will be appointed. One member 
of the Committee will be in each state. He will be 
called the State Vigilant and he will work in conjunc- 


CHARLES E. WILLIAMS 


tion][jwith, the, State Fair Price Commission, and 
in all instances where possible he will appoint on the 
Fair Price Commission a member of the shoe trade, 
who will endeavor to the best of his ability to eliminate 
that one per cent of profiteers—one of whom may live 
in your town. That is the plan which will be sug- 
gested to the Department of Justice. — 


Show Shoe and Store Costs 


When you come to have that Com- 
mission organized endeavor to work 
with the District Attorney. The 
Circuit Attorney in your County 
will be most likely appointed Chair- 
man, and get him to appoint a repre- 
sentative shoe man who has standing 
in the community. Then if you are 
one of those men appointed, my sug- 
gestion would be that you play the 
game like we did—show what the 
shoes cost and what you sell them 
for, and also what it costs to operate 
ashoe store. Finally, in deciding on 
the margin of profit to which the 
shoe man is entitled we figure the 
gross margin of profit on the selling 
prices. 

We say this with no ego in the 
matter— but the Department of 
Justice at Washington has said that 
we got out the most acceptable report of any Commis- 
sion now operating. Ido not think we need have 
any fear of trouble with the Federal Fair Price 


Commission. 
Elect Right Men to Public Office 


We should take more interest and see that we have 
the right kind of men to go into our public offices. A 
great many of these Fair Price Commissioners (I am 
going to except Mr. McDaniels of St. Louis, who is a 
very clean man) are looking for political favors—and 
an easy way to do this is to make a big noise about the 
high cost of living—they will rap you shoe men on the 
head, that kind of a man you want to keep out of 
office. 

We want business men in office today because we 
have some great problems to solve ahead of us, and it 
cannot be done by the average type of man who has 
filled the political office in the past. We issued 
liberty bonds to the extent of thirty-one billions of 
dollars and ten billions of it has gone to our Allies, 
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which is all well and good and we are glad to do it. 
Gentlemen, they are not even able to pay the interest 
on the loan today—and so we men running our little 
businesses, we are the fellows, largely, who have got 
to pay the interest charges on this thirty-one billion 
dollar indebtedness; and we have also got to pay a 
sinking fund to retire it out of our profits. It be- 
hooves us as business men to see that the officials we 
put into public offices to collect these taxes and dis- 
burse them are men who will disburse 100 cents on the 
dollar for that purpose for which it was collected. It 
was not done during the war. 


Excess Profit Tax Law Should Be Repealed 

Now the money has to be spent for income taxes 
and excess profit taxes. And that is one thing I tried 
to get through for the Committee in Boston—that 
this National Organization go on record as recom- 
mending a repeal of the Income Tax Law covering the 
Excess Profit Tax as tending to increase the cost of 
living and, particularly, to increase the cost of shoes 
without any increase in profit to the retail merchant, 
no increase in value to the consumer and a very small 
return to the government in form of taxes collected. 

The tanner, necessarily, must add to his product 
what he figures he is going to have to pay in taxes, the 
manufacturer has to do indentically the same thing, 
and it is tacked to the cost of doing business—and 
when he passes his shoe on to the retail merchant it 
carries the excess profit of the tanner, the manufac- 
turer, the retail merchant, and it has added to the cost 
of that shoe 30 per cent—and the retail merchant 
does not get it, the manufacturer does not get it and in 
the process of making up the Income Tax Return the 
government gets very little of it. It adds cost of 
living to the people who buy merchandise. 


Shoe Business Must Assert Its Rights 

I could not get that resolution through because the 
shoe-men (as Congressman Murphy of Ohio said, in 
talking to the National Convention in Boston) did not 
have guts enough to stand up and demand their rights. 
Now is the time when we must stand for our rights and 
stand hard. We are not running a profiteering busi- 
ness, which has been demonstrated. From now on let 
the shoe business stand up and assert its rights and 
demand its rights from the national officers and the 
state officers, and our business will come out, as 
always, with glowing colors. 





Getting Deliveries on Goods Ordered 


A Key Question to Be Considered by the Shoe 
Trade Prior to Easter Business 


That there has been a shortage of supplies and a 
shortage of help in shoe factories is a statement that 


cannot be questioned. 
That transportation facilities have been poor and 
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late deliveries have been due, to some extent, to this 
cause is also a fact too well known to admit of dis- 
cussion. There is doubt in the minds of many mer- 
chants, however, as to whether these two causes 
which are those usually given by the manufacturers 
for delayed shipments or non-fulfilment of contracts 
are the real reasons behind the failure of the manu- 
facturers in many instances to keep their promises to 
the merchants. 

A good, substantial merchant and an officer in a 
Middle Western State association asks this question: 

“Why will manufacturers send their salesmen 
out to take orders for shoes at a certain price? Then, 
after the order has been in the house for three or four 
months, write us advising that, owing to circumstances 
not under their control, the price will have to be ad- 
vanced so much per pair in order to deliver the 
quality of shoes sold.” 

So serious has become the question of deliveries and 
so uncertain is the average merchant of getting the 
goods after he has made a bona fide contract for them 
that another merchant, also an official in a State 
association, suggests that the N.S.R.A. name a board 
who shall construct a form for a contract between 
manufacturers or wholesalers and retail merchants, 
forcing the strict compliance to the terms of the con- 
tract and a just and equitable basis for settlement 
when either party fails to live up to his part of the 
agreement. He adds: 





“The loss caused by delayed shipment is 
terrific. In fact, beyond estimation. If, 
for instance, the merchant bought a thou- 
sand pairs and could have sold five hundred 
of them but was prevented on account of 
non-delivery, he would have lost, not only 
his profit on the merchandise, but he has 
lost prestige and good will, and failed to 
meet the expectations of his trade. 











“The retail merchant should, of course, meet his 
obligations with the same exactitude of promptness 
which he asks on the part of the manufacturer on 
deliveries.” 





“Calf Clubs” 


“Calf Clubs” are being organized in various towns 
in Western New York. Forestville is among the first 
villages in Chautauqua, N. Y., to take steps to form 
such an organization. How much the movement will 
help to bring down the present price of leather no 
person in the local shoe trade seems to be in a posi- 
tion to state. Boys are eligible to membership in 
the “Calf Club.” The parents provide the animal, 
and the boy takes eare of it and makes what profit 
he can. 
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Fair Price Commissions 


Their Purpose and Limitations---Address by F. E. Williams, of Fair Price 
Commission, Before the Missouri Shoe Retailers’ Association 


AIR Price Committees have been appointed 
KF under the authority of the President of the 
United States who has been acting under the 
provisions of the Lever Food Control Act. Now the 
Lever Food Control Act was originally passed in 
August of 1917, 1 believe, and applied to necessaries— 
to food and fuel, and a number of other things. That 
law was in force before the war, at the duration of the 
war and the Act is still in force. Now this Lever 
Food Control Act remains in force until the Senate 
signs the treaty, or until the treaty is disposed of and 
the President of the United States declares, formally, 
the end of the war. In October, 1919, that was last 
year, Congress amended this Federal Food Control 
Act by two or three amendments. 


An Amendment and an Appointment 
Mentioned 


Among these amendments was one which provided 
that the law (I might say that particular phase of the 
law in which the Fair Price Commission is interested 
is this—that it shall be unlawful for any person to 
make an unreasonable or unjust rate or charge in deal- 
ing or handling any necessaries) should not apply to 
farmers, planters and other producers of farm prod- 
ucts. That accounts for the fact that Louisiana 
sugars recently on our market came on at higher 
prices. The restraint had been taken off of the plant- 
ers. However, the law still applies to the middle 
man, to all the dealers. 

Now in November of last year the President 
authorized Attorney-General Palmer to carry out 
certain duties under this Act and among them was 
the appointment of the Fair Price Commissioners and 
Fair Price Committees. Mr. Palmer appointed for 
the State of Missouri as Fair Price Commissioner 
Lawrence McDaniel, whose place I am trying to fill 
here this morning but find I am not wide enough. 
Mr. McDaniel, as Fair Price Commissioner, came into 
St. Louis, Kansas City, St. Joe and perhaps a half 
dozen counties in the State. Now Mr. McDaniel 
gave to the St. Louis Fair Price Commission jurisdic- 
tion over the City of St. Louis and the County of St. 
Louis. 


Plan of St. Louis Fair Price Committee 


Upon this Fair Price Committee for the city and for 
the county he appointed representatives of the people, 
representatives of labor, of the wholesale shoe busi- 
ness, retail shoe business, etc., representative grocery 
dealers, wholesale and retail. I believe there were 18 


on the committee, and there were some representa- 
tives of the housewives, some women on the commit- 
tee representing the different women’s organizations. 
Now this committee met and organized and in its or- 
ganization it provided for sub-committees. For ex- 
ample, there was a sub-committee which consisted of 
Chas. E. Williams here and Mr. P. W. D. Hamilton of 
the International Shoe Company. __ 

These sub-committees prepared reports which were 
submitted to the General Commission and these re- 
ports were discussed thoroughly and then adopted. 
Now I will say that Mr. Williams and his sub-com- 
mittee, and the other sub-committees, spent a great 
deal of time investigating and preparing their reports. 
Mr. Williams here and his co-workers got in touch 
with the retail men of the city. They had some meet- 
ings, they sent out questionnaires, they found the 
situation, they studied the situation, and they made 
their report. 


Maximum Shoe Prices Not Fixed 


This committee on shoes did not fix maximum 
prices. They said on account of the large number of 
lines of shoes and on account of the difficulty with 
which the customer would meet any tracing on the 
kind of shoes that he was buying, the fact that he, 
probably, would not know anything about it to start 
with—it was difficult to fix maximum prices on this 
commodity but arrived at conclusions on the profit or 
percentage of profit, and this in brief is the recommen- 
dation made by the Committee on Shoes. I call your 
attention to this to show you how the committee has 
been ruling. 

The committee rules that no merchant may charge 
a gross profit to exceed 30 per cent on low-grade 
shoes, 33 per cent and 35 per cent on medium-grade 
shoes‘and 3714 and 40 per cent on high-grade and 
fancy shoes—the percentage to be based on selling 
prices. I may say that the committee on clothing, 
dry goods, etc., also made reports similar to that made 
by the shoe committee in that they set margins of 
profit rather than maximum prices. 


Prices Must Be Fair to Consumers and 
Merchants 


In this connection I may discuss for a few minutes 
the authority of this Fair Price Commission, the power 
they have. It is possible that some of you gentlemen 
are members of the Fair Price Committee in your 
town or you may in the future be called upon to serve 
as members of this committee. Now Mr. McDaniel 
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throughout his work has said this—that prices fixed 
must be fair. They must be fair to the dealer and 
fair to the consumer. In other words it is not the 
business of this Fair Price Committee to crush the 
life out of any industry or crush the life out of any- 
body who is honestly working hard to make a living 





The Cost of Nothing 
By HERBERT J. SMITH 


In these days, when prices of most every- 
thing climb skyward and we are very sensi- 
tive to pocketbook leaks, individuals as 
well as business institutions might do well 
in making some calculations relative to the 
high cost of ““NOTHING.” 

NOTHING is an item that unfortunately 
does not appear on the books and yet the 
lack of knowledge concerning its presence 
often spells failure. 

If we do anything that amounts to noth- 
ing, the cost is exactly the value of the 
“something worthwhile’ that we might 
have done. We are always looking for the 
*‘“somethings’’ when it would pay us hand- 
somely if we discovered the—NOTHINGS. 

A small percentage of inventions has a 
commercial value and there are many who 
fail in business because there is just enough 
of ‘““NOTHING”’ in the enterprise to cause 
a failure. Perhaps the organization lacks 
only the ability to sell a product, or perhaps 
a good product only lacks a producer to 
keep up with the sales. Somewhere in the 
business there is that ‘‘“NOTHING,” and it 
always proves to be costly. 

It would be well to keep account of the 
*““NOTHINGS” and perhaps no organization 
would have a clean slate in this respect. 
There is the scrap-pile, and the shipments 
that have gone astray; coffins sent to South 
America when life-preservers were ordered; 
valuable help let go when slackers are kept 
on the pay-roll; the unchecked drawing; 
the contract with a loophole. 

In these days it does not pay to say, “‘It 
is nothing,”’ for, ““NOTHING”’ proves to be 
costly, and can be written in large figures. 











under adverse circumstances. So we want these 
prices to be fair and we have worked on this theory— 
that it is absolutely necessary for this Fair Price Com- 
mission to have the co-operation of the retail shoe 
dealer, of the retail grocer, etc., and the best way is to 
work with them. 
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Public Ignorant of Retail Business 


The fact is, the people do not know anything about 
these particular lines of business. I confess I do not 
know anything about the grocery business although 
I have been buying groceries for some time. This 
Fair Price Committee must depend on this man to 
know his business in order to arrive at the prices that 
are fair and reasonable. Therefore, you will find a 
retail shoe man on this Fair Price Committee. The 
Fair Price Commission or Fair Price Committee has 
authority to investigate and recommend prices. 

It is their business first to find out what is a fair 
price; find out what is fair to the average retailer; find 
out what is fair to the trade—because if you take a 
case into the court the work of the Fair Price Com- 
mittee is subject to review. The work of the Fair 
Price Committee is not final, the jury says finally 
whether the price is reasonable or not, or whether the 
per cent of profit is reasonable or not, or whether the 
rate charged is reasonable or not. 


Commission Aids Retail Shoe Merchants 


It is hard to tell just what good one of these com- 
missions can accomplish. I may say that a Fair Price 
Committee in a city or county is a fact that tends to 
prevent, perhaps, some would-be profiteers from 
profiteering. Then again I believe the work of the 
Commission helps the retail dealer, it helps those who 
are co-operating with the Commission. It is a means 
of education to the public. They find out the really 
small margin the retail dealer is running on, and they 
find out it takes money to run the business. So I say 
to you gentlemen if you have an opportunity to 
serve on a Fair Price Committee, you can do your busi- 
ness and your community a real service in putting 
your work into it, because it will be a means of 
education to the general public. 

I will say further gentlemen that the St. Louis Fair 
Price Commission has received a number of com- 
plaints but we have had really only one complaint 
against the shoe dealer. I found this particular shoe 
man had overcharged this man 6c, and as he agreed 
to repair the shoes at the end of 30 days I thought 
that would cover that. 





European Tannery Sold 


Adler & Oppenheimer Plant in Hands of 
Other Owners 


The large well known tannery of Adler & Oppen- 
heimer, Strasburg, France, was seized by the French 
Government after the allied victory, and has now been 
sold to a consortium of French and Alsatian tanners. 
This tannery produces all kinds of light and heavy 
leathers. The tannery sold for about 32,000,000 
francs. The stock was valued at about 62,000,000 


francs. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
Children’s Shoes. 


DITTMAN SHOE CO. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
Fe ders = Distributors of Mudge Old 
es 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 


Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
— Super-Tred and Billiken 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—“Pedigo Style”’ 


PETERS SHOE CO. 
‘““We immake more fine shoes and ship 
pg Rs wor than any other house in 
e 


ROBERTS, JOHNSON & RAND SHOE CO. 
peeetee, Society and “‘Tess and Ted’’ 


hoes. 


SAMUELS SHOE Co. 
Young omen’s, Girls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD FOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ 


and 
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<\ YOUR MONEY BACK AND A — 
_] NEW PAIR OF SHOES FREE ” 


To the Wearer Who Finds Lm 


PAPER in the Heels.Soles <DSMAITSIYD » 
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or Counters of a pair of BT al 


~S Peters Dianonp Beano noes, 


SHOES WITH THE DIAMOND TRADE MARK ON THEIR SOLES 


There Is a “Diamond Brand” Shoe for 
Every Purpose; a Price for Every Purse. 
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The salesmen for Peters “Diamond Brand” Shoes—One 
Hundred and Fifty-Five Strong—Are Now on Their 
Territories with the Full “Diamond Brand” Line for Fall. 


New styles and a wider range of styles in the different grades are the strong points 
of our Fall line. 


The “Diamond Brand” standard of quality is maintained in all grades and styles. 
Every shoe is honestly made of solid leather throughout and sold under a 
‘“‘money-back”’ warrant of quality. 


For the maximum values at the minimum prices, 


WAIT FOR THE ‘‘DIAMOND BRAND”? MAN 


Pelev. - - St. Louis 


Branch of I. S. Co. 
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THE WORLD'S SHOE MARKET 
Liule PRINCE & PRINCESS Wet 


FOR CHILDREN 












Th eee 


PRINCE 


“RAISE-THEM- ROYALLY" 


What-Does-A-Satisfied-Customer Mean to the Progres- 
sive Merchant-To-day? 
IT MEANS HIS SUCCESS 


The quicker his customers are properly fitted and satis- 
fied, the greater his success becomes. 

Knowing these facts we have produced a line of children 
shoes embodying all the finest qualities known in shoe 
science tc assure our customers a greater success. — 

Little Prince &. Princess Welts for children are shoes of 
character and refinement and reflect credit upon their 


purchasers everywhere. 


BRAUER BROS. SHOE @. 


SPECIALTY MANUFACTURERS 


14th and Pine Sts. St.Louis Mo. 





GIRLS 
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Military Heel 
OXFORDS 


“The most wanted shoe 
-- today” 


Style No. 607 


We can fill your order “from stock” — 
same day your order is received. 


Style No. 607 
Black Glazed Kid, 5 Eyelet Oxford, 
Goodyear Welt, Stitched Tip. 14-8 Leath- 
er Cuban Heel. In stock AA to D. 
$6.50 


Style No. 2503 
Genuine Russia Calf Oxford, 5 Blind 
Eyelets—Welt—1 2-8 Leather Cuban Heel. 
In stock AA to C. 


$7.50 


Style No. 2501 
Same shoe as above in fine Selected 
Black Glazed Kid. AAA to D. 


$7.50 


Leo Gordon Shoe Ge: 


SAINT LOUIS, MO. 
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CSUN 





NOVELTY FOOTWEAR 








Reasonable Deliveries Assured on 


One and Two Eyelet Ties 


in Suede, Kid and Patent Leathers, 
Kid and Patent Pumps 





In Stock 





We suggest immediate purchase of Novelties wanted 


for March and April 

















No. 5924—Black Kid No. 5918—White Kid 
No. 5919—Patent Kid Samples, Prices and Delivery Dates 


$7.25 Pan Furnished Upon Request 


PAIR 


JAMES CLARK COMPANY 


SHOES LEATHER FINDINGS 
ST. LOUIS, U. S. A. 








SUUUUUUUUIUIH 








Little PRINCE AND PRINCESS Welts 
FOR CHILDREN 


are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince and Princess Welts are children’s shoes of character, and refinement, stylish in appearance, 
and will reflect credit to their users everywhere. 


Write us and our salesman will be pleased to call. 








hiv ree 
PRINCE PRINCESS 
FOR Bors POR GIRLS 


““RAISE THEM ROYALLY” 





No. 115 
THE BROGUE 
All Sizes and sg - page 's or Eng. Last 
- ee ee Reeee 2 © * all widths. No. 100 Pat. Lea. 
Ro 4670 ya Oxford. é No. 105 Heavy Kid 
jo a No. 110 Gun Met. 
No. 115 Mahogany 


BRAUER BROS. SHOE. @. °G'24'* 
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TRADE MARK REG.U.S.PAT OFF. 


Ready for You About March | 


Our Spring and Summer, 1920, 


Catalog De Luxe 


of Shoes for Young Women, Girls, 
Boys and Infants 


If you are not on our mailing list we will 
be pleased to mail you a copy upon request 





Our Salesmen Are On The Road 
With Complete Lines Of Fall Samples 


Afcard from"you will bring the man in your territory promptly. Write us if you are not a 
regular customer. It will pay you to reserve your order for one of the following:— 


J. G. SAMUELS 
Large Eastern Cities 
T. R. SAMUELS 
Large Cities of Middle West 
ALEX. LIGHT 
Ill., Inds, Ohio 
MELVIN STEIN 
Mississippi, Louisiana 
WILL NOBEL 
Missouri 
CLYDE ANTHONY 
Arkansas, East Texas 
JEROME LIGHT 
Alabama, Florida _ 
WALTER STORLL 
Denver and West 
GOULD F. DYER 
South and Central Texas 


F. H. MALONE 
Tennessee, Georgia 
W. F. WHITE 
Michigan 
HENRY ZELSMAN 
City of St. Louis 
HENRY BLUMENTHAL 
Southern Illinois, Indiana 
C. T. ASHFORD 
Kentucky and West Virginia 
COLONEL CROZIER 
Kansas 
W. T. BLANKE . 
Iowa and Nebraska 
LEON STEIN 
Oklahoma 
P. M. COHEN 
West Texas 
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' Just the Styles You Need | 
ORDER QUICK! : 


LF 






No. 1892 — 
Glazed Kid One- 
Eyelet Stag Tie, 
19-8 Full Breast- 
ed Heel, Alumi- 
num Plate, ““T-S’’ 
Process Flexible 
ues Sole; made over 
No. 1892 a very new last. 
$7.25 This style is a 
















fe Sa Se ee winner. AA, A, B and C Widths, 2% to 8. 
No. 1886—Exactly Same Style as above in 
Patent Chrome Stock. AA, A, B and C 


Billiken || gretrovrs 


ts Hi OE & : Novelty Shoes In Stock First 
| {\ Tober-Saifer Shoe Co. 


1312 Washington Avenue St. Louis, Mo. 





SLALEILAPILID AS PISA IDES IPD IONS A A ESAAASPEISLASMD 






















SGRGESRTRRECREEGEOERUAERECEREGEGGEEEREREEIE2. © weer 
Se 








































yO Dy | , 
| fut 

i | ub | ¢ 

; “i 

fh : Write or Wire for F 

4 : Billiken Booklet or Salesman : 

: : H 

' A H : 

. | MSElroy-Sloan Shoe Company ff Style B 1723—$7.50 

| ST. LOUIS 1 











Best’’ Bet 









B1723—Patent Vamp, Black Satin Quarter, Theo Tie, Turn, 

















18-8 Full Louis Heel. AA to C..............000005- $7.50 
B1720—All Black Ooze Calf as Above. AAtoC....... $10.00 
B1721—All Brown Ooze. AA to C.......... Ey SE $10.00 
B1722—All Black Kid. AA toC.............cceeeees $8.00 
B161S—All Patent Leather. AA toC.............-05; $7.50 












G. E. LIPPMAN SHOE CO. 


1627 Washington Ave., 7th Floor St. Louis, Mo. 
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DES MOINES © 
STATE CONVENTION 











with a full line of 

Original Tweedies 

FRANK A. MAHLER 
Ind. -- Il. -- lowa 


Chicago Office: 401 Security Bldg. 
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RICHMOND 


© 


| 
@DECATUR | 


ro) 
SPRINGFIELD | INDIANAPOLIS 
STATE CONVENTION 
SERRE HAUTE 








ST.LOUIS 
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RUSSELL’S “NEVER-LEAK’”’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right. 


IGHT-WEIGHT, comfortable and as water repellent as 
L leather can be made. 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed i in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open. 


Suited for every kind of going, they 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their confidence 
isearned by the actual service the boots render in the “going.” 


Catalog and merchants’ price lists yours for the asking. 


W.C.RUSSELL Seeameciianne co. 


BERLIN 


WISCONSIN 


OTOH eM eHeLeH He innit 
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HERE IT IS! 


A TOP NOTCH VALUE 


$7.29 


STOCK NO. 2052 
Russia Bal. Goodyear 
Welt. Wing tip. C and 

D wide. 5%-10 


$7.25 


VISIT TO OUR 
SuowROOMs WILL 
CONVINCE YOU OF 
OUR UNUSUAL 

OFFERS. 


The L. B. SCHINDLER SHOE CO. 


99 Duane Street, 30 South Street, 


New York City Boston, Mass. 
“SNAPPY STYLES ALWAYS IN STOCK’’ 










SCOTCH LAST 











SHOE LACES 





ZOOCH. 


All Popular Colors and Lengths, Flat and Round— 
Mercerized and Silk Fabric Top ed and Metal Tipped, 
Fine Silk Ribbon Paired and i in Rolls 


Fancy Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - = St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 

































THE RIGHT QUALITY 
OF FIRE PROTECTION 


is just as necessary to your success as the right 
quality of shoes. You can get the right quality 
of fire protection of us at a saving of 25%. 
Better look into this before taking out a new 
policy or renewing the old one. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are locally owned 
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TO PRESERVE THE STYLE OF THE TOE IS 
TO RETAIN THE BEAUTY OF THE WHOLE SHOE 


That is why the leading shoe manufacturers everywhere use the VULCO-UNIT 
BOX TOE. Because of its waterproof and perspiration-proof qualities it is the 
most durable box toe known. 

Mr. Retailer :— 


You can obtain the Vulco- Unit Box Toe in all your shoes by simply specifying 
them in all orders to your shoe manufacturer. 


BECKWITH BOX TOE COMPANY 
100 LINCOLN STREET, 3 BOSTON, MASS. 


Process Pat. Aug. 19, 1913 Patented January 12, 1915 Patented January 12, 1915 
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Styles That Will Sell 
This Spring and Summer 





Our Shoes oi the 
Kind the Women 
Come in and Ask for 














Light and Flextble— 
Absolutely 
Anti-Squeak— 














MADE ON OUR NEW AND 
ORIGINAL PROCESS McKAY 


The Homan-Hughes Co. 


CINCINNATI : OHIO 
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Your Copy 


of the snappy, new, 
“‘live-wire’’ catalog is 
now in the mails. 

If it doesn’t show 
up promptly, it’s your 
loss if you don’t speak, 
write or 


Use the Wires 


SSM se hl et ZA LLG er: 

— BLEECKER’ SHOE COZ 

=JHE LIVE WIRE HOUSE: 
ve 4 . 








BROCKTON, MASS. 


R®& Class to our Spring 
In-Stock line of Men’s 
Brockton - Made Shoes and 
Oxfords. 


And at prices that will 
make you believe the 
H (!!!) has been taken 
out of the H. C. L. 





Ask for our Spring Catalogue 





Made and Distributed by 


A. Freedman & Sons 


184 Lincoln St., Boston, Mass. 
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FOR FIT FOR STYLE FOR WEAR 


BEACON SHOES 


THERE ARE NO BETTER 


4 Stock Styles Can Be Shipped with Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


Below we illustrate some of our STOCK STYLES READY TO 0SmP 
(SO STYLES IN STOCK } 
Here Are Two Shoes That Every Dealer Has 
Been Looking For. NOTE THE PRICES 








Stock No. B57 Price $6.55 


Burgundy Russia Oxford Trend Last 
Illustrating B57 Imitation Wing Tip, 8-8 Wingfoot Rubber 
Heel. Sizes B, 6-11; C’andD, 5-11. 


Stock No. B92 Price $7.1214 


Burgundy Russia Bal Trend Last 


‘Imitation Wing Tip, 8-8 Wingfoot Rubber 


Illustrating B92 Heel. Sizes B, 6-11; C and D, 5-11. 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester 
Chicago, Ill. New Hampshire Cuba 
Order from nearest point. Latest catalogue sent on Request 


Havana 


6 ||: _§..~..2.2.. 
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| | White Ties In Stock 


Early Delivery 


AAA-C 
387 I—White Eve'lris Tie, Gaby, Wood Lx........ $6.75 
| 881 I—White Kid Iris Tie, Alice, Wood Lx....... 10.00 
: | | ALSO 
087 I—Mat Kid Iris Tie, Gaby, Wood L.x........ 9.50 
487 I—Black Satin Iris Tie, Gaby, Wood Lx...... 7.50 


UPIIAM BROS. SHOE CO, 


Stouchton, , Mass. 





The GROVER Idea 


It is trite but always true that a satisfied 
customer is the best advertisement. Every 
day’s mail brings to our factory letters 
from satisfied wearers of Grover shoes asking 


“where duplicate pairs may be obtained. 


The women who write those letters know 
the comfort, service and satisfaction that 
Grover shoes have given them. They will 


take no substitute. 


Be prepared to secure their patronage by 
ordering Grover shoes today. 


SOFT SHOES 
FOR TENDER FEET 











J. J. GROVER’S SONS CO. 


LYNN, MASS. 
BOSTON | NEW YORK 
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awe will admire De Luxe lining 

when you see a sample piece— 
but when you see it in a smartly made 
shoe you will enthuse over it. 


% 


De Luxe Lining costs more, but it 
improves the inside of a shoe so 
decidedly that it readily commands a 
higher price. 


“De Luxe Lining Costs More, 


99 


But Performs Better. 


JULIUS KALLMAN CO. 
63-65 South Street 
BOSTON - - MASS. 





The list of “De Luxe” 
Lining users includes 
many of the Best Known 
Makers of Highest 
Grade Shoes. 
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Ready for Immediate Delivery 


Shoe 
IN STOCK 





No. 33 A New “Whitman Special’’ 





A Dark Mahogany Calf Bal. 
Whole Quarter, Thirteen Iron 
Single Sole, “VAN DYKE” LAST 
No. 33, 8-8 inch heel. (Perforated 
Tip, Vamp and Quarter to match.) 
Sizes 7 to 11-A; 6 to 11-B; 5 to 
11 on C and D. 


Whitman & Keith Company 
@ W, vlman 


Ate cet IS NEI eet wang 


Designers and Makers of Men’s and Women’s Fine Shoes 


SPECIAL. 


? High Grade Shoe >) Brockton, Mass. 


Boston New York Chicago San Francisco 























Increase Your Profits 


DOUBLE FELT HEEL 


HIGH GRADE LEATHER 





———<—< =< = = 
— a 


Retailer: 


You can increase your profits with little additional 
overhead by putting in a stock of “The Dayton” 


Cushion Insoles. 
Their comfort and health-giving properties are un- 
excelled. 








— -— 


Write for a trial order. 


The Dayton Felt Products Company 
123 MILL STREET . . . DAYTON, OHIO 








— _s x « 
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HIGH GRADE 
GOODYEAR 
WELTS 
IN-STOCK 


RS ERS Ee ee a 


Es) 
Se a 


Pais sca 
y 


A 163—Mat Kid 3-Eyelet Tie. ~ A22i—Patent Lea. Broadway 
19-8 Lea. Louis Heel. Pump. 19-8 Lea. Louis Heel. 


a, 
ms ond Sips eR as 


sh 


For At Once Delivery 


A 200—New Nut Brown Russia Calf Oxford, 14-8 Mil. Heel, A to D 

A 157—Black Calf Oxford, 14-8 Mil. Heel, A to D 

A 159—Black Kid Oxford, 19-8 LL. Heel, AA to D 

A 158—Black Kid Oxford, 14-8 Mil. Heel, AA to D 

A 160—Hav. Brown Kid Oxford, 19-8 LL. Heel, A to D 

A 185—No. 25 Brown Nubuck Oxford, 19-8 Full Louis Wood Covered Heel, AAtoC.... 8.50 


A 163—Mat. Kid 3-Eyelet Tie, 19-8 LL. Heel, AA to D 
A 161—No. 18 Gray Nubuck, 3-Eyelet Tie, 19-8 Full Louis Wood Covered Heel, AAtoC 8.50 


A 193—Mat. Kid Swagger Pump, 19-8 Heel, AA to D 
A 199—Patent Colt Swagger Pump, 19-8 Full Louis Wood Celluloid Cov. Heel, AA to D 8.00 


A 221—Patent.Leather Broadway Pump, 19-8 LL. Heel, AA to D 


For April 1 Delivery 
A 197—White Fabric Broadway Pump, 19-8 Full Louis Wood Covered Heel, AA to D. $6.25 
A 198—White Fabric Broadway Pump, 14-8 Baby Louis Wood Covered Heel, AAto D.. 6.25 
A 216—White Eve Cloth Oxford, 14-8 Military Wood Covered Heel, AA to D......... 6.25 
A 194—White Nubuck Patsy Pump, 19-8 Full Louis Wocd Covered Heel, Ato D ..... 7.75 


Deduct 25¢ per pair when ordering 36 pair to a width 


nano 


In-Stock Terms 2-10 Net 30. West of Buffalo 19 days extra, Danver to the Coast 20 days extra. 


P. J. HARNEY SHOE CO. 
Factory: Lynn, Massachusetts 
Boston In-Stock Department 


sy * Shoes You Order Hre the Shoes You Get” 


yer 


te 


78 Lincoln Street 


— 
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Colored Side Leather 


SMOOTH and BOARDED 


A wide range of prices in the 
popular shade, a dark tan or ma- 


hogany. 
SEMINOLE and HIAWATHA 


COLOR No. 35 


With the appearance of Calf, and 
a fine break and mellow feel. 


These are the logical leathers to 
use as a substitute for Calf. 


EG, U.S. PAT. OFF 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


ESTABLISHED 1854 


— BRANCHES — 
Milwaukee 
San Francisco 
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Samuel Cohen 


72 Lincoln St., Boston, Mass. 














High Grade Novelty Footwear 


at Reasonable Prices 


ail 
G 
: 


No. 2424—Ladies’ Chrome Gun Calf 
2-Eye. Tie Oxfords. Double Stitched 
Tip, Turn Soles, Wood-Covered Full 
Louis Heels. A, 444/7%, 414/8%; 
B, 314/64, 3314/7, 4/8; C, 3/7, 
3/614, 3144/6%, 4/7. Price $5.50 
No. 2557—Ladies’ Chrome Patent 
2-Eye. Tie Oxfords. Goodyear Welt, 
Plain¥Toe, 18/8 Leather Louis Heels. 
B, 334/64, 3144/7; C, 3/7, 3144/6, 
4/7; D, 2144/6, 3144/6, 3/7. Price, 

$4.75 


No. 2556—Ladies’ Black Kid 2-Eye. 
Tie Oxford. Goodyear Welt, Plain 
Toe, 18/8 Leather Louis Heel. B, 
3144/6, 4/7, 4/8; C, 3/7, ~~ 
4/7. Price 
No. 2340—Ladies’ Black Suede 1- 
Eye. Tie Oxford. Flexible McKay, 
Plain Toe, 18/8 Leather Louis Heel. 
B, 3144/6, 3144/7; C, 3/7, 3144/6%, 
214/6, 3443/7; D, 3/6, 3/7. Price, 
$5.50 


Limited Amounts Only—Sold in Strictly Case Lots 
36 PAIR TO CASE 


Terms Net 30 Days, F. O. B. Boston 


“The House That Undersells’” 
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More Efficient and Accurate Than Ever 


We make this announcement with pride in connection with our improved model of the Clarke Foot Measurer. 
What you have sought for years in a foot measuring device is attained in our machine. The efficiency and accuracy of 


it is unquestioned. 
Its use will increase your sales, reduce your overhead charges, by saving time and labor, and create the confidence of your 


trade. 
The Clarke Foot Measurer is standardized to register a shoe length and width size, which is two shoe sizes in excess 
of the actual foot measurement. 


A Thing is not an Expense that Saves Time and Labor 


ee 


Men’s | . Women’s 
Models Models 
AA AAAA 
to to 
EE E 














—— 


**‘Length and Width at a Glance.’’ 


You cannot be an up-to-date retail merchant without a Clarke Foot Measurer in your equipment. 


Models for Men and Women. Price $20.00 each, net 30 days, 5 per cent 10 days. Special discount rates quoted for 
quantity orders. Send for our new descriptive circular. 


MADE BY 


CLARKE-EMERSON MFG. COMPANY 


Factory at Worcester, Mass. Sales Office, Room 510, 113 Lincoln St., Boston, Mass. 








—— a © —a - © a — 6 ae ae ae 




















Spring Stock Style Catalogue of 
“Keith’s Konqueror” Shoes for Men 
will be ready to Mail March Ist 


Every dealer keen for snappy styles 
at right prices will want a copy. 


Be sure of getting yours by 
sending request for same today. 


THE 


Preston B. Keith Shoe Company 
Brockton (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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ONLY FIVE WEEKS TO EASTER 


AND TRANSPORTATION SUBJECT TO SERIOUS DELAYS 





ORDER NOW 
AND BE SURE! 


No. 256—Patent Eyelet Tie, Lea. Louis Heel, 
Flex. McKay, A-D $6.00 


257—Same in Black Kid, A-D 
“AD. Eyelet Tie, 


209—Same in Patent, A-D 
ay es in Patent, Black Sg 


od ce in Patent Leather, A-D.... 
Similar Styles with Military Heels. 


. 296—Patent Pump, Full Louis ae. Style 296 
00 


291—Same Style, A-D 
294—Same in Dull Kid Turn, A-D 


246—Patent Pump, 
McKay, A-D 


245—Same in Dull Kid, A-D 
Similar Styles with Military Heels. 


. 493—Patent Lace, Mouse Kid Top, Lea. 
Louis Heel, Welt, A~D $8.00 


433—Same style, McKay, A-D 


a Eg Brown Kid Lace, Mouse Kid 
Top, Louis Heel, Welt, A-D 9.00 


411—Same style, McKay, A-D 
a Pag pee Kid Lace, Gray Buck Top, 
Lea. Louis Heel, A-D 7.50 


498—Black Kid Lace, Mouse Kid ~~ 
Military Heel, Welt, A-D 7.50 


No. 491—Gray Kid Lace, Lea. Louis Heel, Welt, 
A-D ~ 00 


ge made with Military Heels. 
459—Same as 461 with extra ankle 


460—Black Kid, 9-in. Lace, Im. Tip, ney * 
Heel, Welt, A-D 8.00 Style 491 








Style_493 


Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE Co. 


564 ATLANTIC AVENUE 
BOSTON (9) MASS. 
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Send For Your Copy of 
“What Does the Public Want?’ 


Certain features—comfort, durability, ‘waterproofness and flexibility—appeal strongly 
to your customers. Shoes with these qualities have big talking points; they are easy 


sellers and move quickly from your shelves. 


The illustrated booklet, “What Does the Public Want?” tells clearly how easy it is for 
you to get all of these features in the next shoes you order. Aren’t you interested? Just 
send us the coupon and a copy of the booklet will be mailed to you, free of charge. 


Armstrong Cork Company, 132 Twenty-third Street, Pittsburgh, Pa. 


ee ee a 


mes ms es ee ee 


Armstrong Cork Company, 
Pittsburgh, Pa. 
copies of ‘“‘What Does the Public Want?” without charge or obligation to me. 


CORO eR EE EEE EEE EEE EEE EOE HEHEHE SHOE HEHE EEE EEE EEE HEHEHE HEHEHE HEHEHE HEHEHE EERE 








Pee eee eee eee EEE eRe HEHEHE EERE HEHEHE HEHEHE HEHEHE HEH EHH HEHEHE HEHEHE HEE EEE HEH OSES 
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UTTRA 
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Rg 
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foxings and facings in~blac 
or tan calfskin in pleasing 
contrast to the white reign 
skin cloth or white bucksLin 


Right up to the minute in 
snap and style --- 1 ee 


~ MOORE- AIAFER’ 
° HOE *° MFG °° CO* | | 
BROCKPORT. N.Y. UA. 

























NEW YORK OFFICE: 606 MARBRIDGE BLOG., BROADWAY AT 34% ST. 
JACK E. JESTER, MGR. 





























There is no place 


Ingthe World with which you do business or plan to do business which our 
service cannot reach. We offer you the best facilities for the prosecution of 
your foreign trade. Our Foreign Department issues Letters of Credit, For- 
eign Exchange contracts, foreign drafts; negotiates bills for collection; and 
transacts promptly and satisfactorily all other foreign financial business. 


Deposits ; $1 79,000,000 
Resources, over . , ; $260,000,000 


Branch at Buenos Aires, Argentina 


This live, up-to-date number 


is one of the many popular lasts made 
in all leathers by the most experienced 
shoemakers in Brockton to retail at 


popular prices. 
Merchants, see our line of Men’s Wells 
before making Fall purchases. 


BROCKTON SHOE MFG. COMPANY, Inc. 
BROCKTON (Campello Station) MASS. 










































































SSETT 
Shoe 


“MAKES LIFE'S WALK EASY” 





MEDIUM BROWN CALF OXFORD—PRADO LAST—IN STOCK—No. 188 





reads on page 70: “The dealer in your locality 
who handles Crossett Shoes has a line of lasts 
that are based on sound fitting quality 
him up and be convinced that shoes can be both stylish 
and comfortable.” 


T= Saturday Evening Post issue of February 21 


If the agency is open for your town write us for catalogue 
and further information regarding our dealer co-opera- 
tion plen. 


CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A. GROSSETT CO. 


Address all communications to 
NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 463 Pacific Bldg. 58 Lincoln Street 
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“Everything New That’s Good” 









The Howard & Foster 
line of men’s and women’s 
welts 1s ready for Fall. 






Howard & Foster Company 


Brockton, Mass. 
Boston Of fice, 183 Essex Street 
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@ Mak 8, IES 6) 
SMITH-BRISCOE SMART SHOES 


_ S time goes on and shoe prices "wus & 
show no signs of lessening, ~~ 

you who are trying to give 
your customers the best possible 
“run for their money” should be 
more than ever attracted to the 
“STEADFAST” line. 


We believe in sharing with our 
H/ customers any economies we can 
Wj effect by fortunate purchasing of 
materials. 


Now is none too early to be writing 
for an early appointment with one 
of our salesmen to view our new 
Fall samples. 


SMITH-BRISCOE SHOE CO. Inc. 


Makers of Good Shoes for Men? 
LYNCHBURG, - - - VIRGINIA 










i | 1101—Men’s No. 4 ae 
a | Norwegian Steadfast 
ru | Brogue Bal Oxford 
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Buyers Of Shoes Do Not Confine 
Themselves To One Grade 
That Is Why 

















* ind Their Place In Every Line 


Calf Skins, Veal Sides, Sides 
In Most Every Known Finish 


For High Grade Street Shoes 
For Just a Grade Under 
For Medium Priced Street Shoes 
For Work Shoes 








The Gniess Pfleger Tanning Co. 


Tanneries: Chicago—Waukegan, III. 
CINCINNATI, 810 Sycamore St. BOSTON, 179-193 South St. 
CHICAGO, North Branch, Halstead St. NEW YORK, 178 William St. . 
Cable Address: GRIESS 
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the latest colors now being shown in || 
HH 


Brown’s Quality Calfskins i 


Shoes made from these leathers conform to the dictates of fashion and have a richness 
of appearance that appeals to customers. Among the most popular “‘Sunpru” colors are: 


BROWN OOZE 
KOKO 4 OTTER 12 RICH TAN 11 


BLACK OOZE will also be very popular during the coming season. For the Export 
Trade, No. 15, Plain or Boarded. 


Samples Sent Upon Request 


C. D. BROWN & CO.,, Inc. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER. N.Y 


50 SOUTH ST. 


a | 





























HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 

THEY SELL —> ni 

HUB GORE—INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 
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L. E. GROSSMAN, INC. Coburn 


94 READE ST., NEW YORK Trolley Ladders 


N. Y. are simple, efficient, in- 


A SPRING 9 gga Praag 


OFFERING THAT Get estimates—send us a 

WILL WIN YOU rough — of vt store 
terior, i t 

EASTER BUSINESS Page a gor: grat 


you the cost. 
IN STOCK Catalogue on request. ¢ 


$4.50 Coburn Trolley Track Mfg. Co. 


ning, Cand D. 3to8 ath RA senenanann SODUOEEEROROGEOEOOEE Ty t 
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1912 OUTPUT CAPACITY i 1920 OUTPUT CAPACITY 
600 PAIRS A DAY 7,503 PAIRS A DAY 


WHERE 9000 LEAD 
ONE MAY FOLLOW 


T’S your lookout, but we’re making it ours too—that you rely on the house 
of unquestioned strength these days. For that reason, we tell you of our 
tremendous patronage, as a final proof of the advantages offered through 

our goods and service. A record of continued service, year in and year out 
for these folks, shows they have already found that help which you may be 
looking for. As a test we offer this new style for comparison. 


IN STOCK 
Speedway 


No. 535 
$6.85 


RUBBER HEEL 
ATTACHED 
Over 100 other popular 


e 
Oxford and Shoe Styles on 
hand. 


Dark Tan Side Bal, Whole 
Quarter, Speedway Last, 
Half Rubber Heel, B, C, 

514 to 10 


Same in Gun Metal Side No. 531—$6.25] 
TRIAL PAIRS GLADLY SENT PREPAID 


New Spring and Summer A Traveler Will Call with Our 
Catalogue on request Factory Line, If You Say So 


wuenesgee, AND UNION SAE WELTS 
anaee cost auc MO ae ui 
‘T MUCH MO! 
BRANCH IN BRANCH IN 


PHILADELPHIA CLE 
BALTIMORE DETROIT 4 
PITTSBURGH ia CHICAGO 

FACTORY 1 FACTORY 2 


MONTELLO CITY OF 
BROCKTON BROCKTON 
HOME OFFICE STOCK HOUSE SALES ROOMS 


196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 








fant 








PENNINGTON-CROW ELL 
QUALITY WELTS—FOR MEN 








SPECIFICATIONS 
No. 1826 (Above) 


Panama “Lotus’’ Calf Blu- 
cher, High Grade Leather 
Facings and Trimmings, 
Full Sixe Felt Lined Tongues, 
““Wing Foot”? Rubber Half 
Heels, High Quality Full 
Grain Six-Iron Innersoles, 
High Quality First Grade 
Outersoles, Channel Welt, 


Price $7.00 


Less Discount 





We are ready to make any 


Continued in opposite — 








N unusual line of good looking, good fitting, 
well made men’s welts that are quality 
built from top facing to box toe. 

We are making our proposition to you on this 
page. Here are the lasts and a full description of 
the leathers that can be selected with the price 
of each. We guarantee honesty of workmanship 
—closest Rees oe pow of every shipment made— 
and a cheerf djustment of any misunder- 
standing Should ona an occasion arise. 

We are experienced manufacturers and you will 
do business with us direct. You will find us 
willing to stand back of our product in every 
way, shape and manner. 

Can we bid for your business? 








SPECIFICATIONS 


No. 1815 (Above) 
Tremont Last, Lotus Calf 
Bal, Same Material and 
Construction as No. 1826, 
Described in Opposite Panel. 


Price $7.00 


Less Discount 














HERE ARE THE SALESMEN THAT ARE SHOWING THESE QUALITY WELTS 





E. s “Van Pattan, Missouri and Kansas 
Edward A. Gray, Philadelphia and Penn. c. va roy ds 
Martin J. McDonough, Pennsylvania 


Charles Johnston, Kentucky 


B. L. Ho Georgia 
E. W. Kennedy, North 
Percy diy prs New York City, Brooklyn 


and Connecticut 
ar New York State 
Rufes A. Gilbert, Oklahoma and Texas 


and Florida 
Charles A. Schmidt, Penn. and W. Virginia 
and South Carolina Paul Forbes, Massach husetts ss 


Laird, Pennsylvania 
A. Z. Shaw, Mich. and Northern Ohio 
W. M. Wilson 


» Indiana, Illinois and Ohio 





PENNINGTON- 
MANCHESTER 


CROWELL SHOE CO. 
NEW HAMPSHIRE 








‘IN STOCK 
Uérrect Dodge- 


FOR ALL OCCASIONS 























Stock No. X292 


Sizes and Widths: AAA, 4%-8; AA, 4-8 
A3%-8; BC2%-8 


SIDE SEAM SATIN PUMP 


THE MARKS OF A THOROUGHBRED IN 
EVERY LINE 


BF ii ay. 


4 *P 


a 


f{Z \ i 
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Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 








Buyers’ Easy Reference Directory 


“Those totally different shoes ° 


Women’s Brogue Oxfords 


IN STOCK n,. 4s59— 


Pfister & Vo- 
el’s Russia 
alf Brogue, 

Goodyear 
Welt, 12-8 inch 
eye eel, 


Heavily _Per- 
forated. Widths 


A to D. 
Price. . . .$7.00 


173 SUMMER STREET 
BOSTON, MASS. 


No. 4559 


BLUESTEIN BROS. 











72e Kos 

‘Welt Footwear \~ 
for Women |} 
WELCH, MOSS & FEEHAN CO, 


HAVERHILL, MASS. 
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HOW 
BPE Cotte 


147 LINCOLN STREET 
BOSTON, MASS. 


“THEO”, TIES 


THE BIG SELLER FOR STHE NEXT 90 DAYS 


MMe Men Ue ene Mid 


IN STOCK 


At Once Delivery 


No. 676—Black Suede Ooze Calf, 

2 Eyelette Ox. Welt, Full Louis 

Wooden Covered Heel, A-D, 
$8.00 


Complete Stock Catalog On Request 


EIGNER SHOE COMPANY 


173 Summer St., Boston, Mass. 














advertised 


—distributed 
internationally 


A representative 
will call at your request 


RD FELT COMPANY 
CALIFORNIA 




















AN ATTRACTIVE} OFFERING 


FOR AT ONCE BUSINESS 


IN STOCK NOW 
4189 Men’s Oxford—Mahogany Tan, Wing Tip, 
Brogue Pattern, English Last, Wing Foot 
Rubber Heel Attached. - 5% 
to10, Cand D. $8.15 


Same in Whole Quarter Pattern, Regular 
Straight Tip. $7.50. 


LANDE - RUTKIN SHOE ‘CO. 


104 READE STREET NEW YORK, N. Y. 


7tol0on 


4191 




















Kistler, 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke 


332 Summer St., 


St. Marys 


Boston, Mass. 


Muskegon | 








We Make Translations 
of all kinds from French to English and 
vice versa, including letters, pamphlets, 
catalogs, etc. 


We do the translation work of The Export 
Recorder, 207 South Street, Boston. 
Write them. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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IN STOCK 


“CRAWFORD’’ OR UNBRANDED 


No. B 529—Cherry Calf Bal, Pointer Last. 


This narrow English toe model will be in 
big demand. It has all the merits that make 
Crawford Shoes profitable sellers. Order at once. 





See our line at the Pennsylvania State 
Convention, Penn-Harris Hotel, Harris- 
burg, Pa., March 7-8. 











CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—183 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street : DETROIT—461 Book Building 
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Don’t get a “‘grouch”’ on because 
of poor leather. Order 


MONARCH OF THE OAKS 
SOLE LEATHER 


from your jobber and you'll smile, 
too. 


CALIFORNIA OAK 
fBARK VAT TANNED 
FROM PACKER HIDES 


KULLMAN),SALZ & EO. 


Tanners of Real Leather 


82 FULTON ST. WELLS FARGO BLDG. 220 W. LAKE ST. 
NEW YORK SAN FRANCISCO CHICAGO 








r 
NOW READY! 
With prices of children’s shoes at their present — 1920 DIRECTORY 


the buying public naturally expects quality. 
Mates will sell on their reputation for sterling worth. OF 











Shoe Manufacturers 


saienaee = Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


Patent Strap Pump Pony Kid Oxford jobbers included. 


5-8 814-12 5-8 814-12 Price $2. ; 
$3.50 tose $3.80 $4.45 | rice $2.00 Postpaid 


Maxim W d D dabl alit . ‘i 
page 3 oy eee aap Shoe Trades Publishing Co. 


» ° 683 ATLANTI AVE. 8 
Williams, Hoyt & Co. - oe 
ROCHESTER, N. Y. 
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THIS Smashing, Full Page Ad in the March 
Munsey’s Magazine (Now on the Stands) 


Is Just a Starter 


In Our Great Campaign of 


PUBLIC EDUCATION 


Numerous other full page-ads will follow in the leading magazines of national circulation 
and the next one will be announced very shortly in these pages. It is our intention to 
keep up this intensive campaign of education until everyone knows all about 


Practipedics 


and has learned to appreciate the Prac- 
tipedist at his or her full value. We 
have started out to place this profession 
upon the high plane of professional 
standing it deserves to occupy, and we 
will keep on telling the public about 
it, in no uncertain way, until our full 
purpose is accomplished . 


Are Youa 
Member? 


If you are one of the few who are eligible, but have 
not yet joined with your fellow-Practipedists 
in this great movement for the betterment of all, 
stop a moment and think. You do not want 
others to make your path for you, do you? You 
do not want to be a leaner. You want to be a 
doer, like the rest of us. Then, come in with 
us and help. It is by each of us doing our 
little that the vast total result is achieved. 
Do your part, so you can be proud with 
the rest of us. If you haven’t one of our 
booklets, send the coupon and 
receive one free. If you 
have one, send in your 
re \14 application without 
Association 3 — letting another day 
practipedis ; pass by. Do A 


a fe \\ it now! Book 
SS About It 
Sent FREE 


International Association of 


Address: Practipedists, 
1533 Unity Bldg.,. ;: Chicago. 


International Association Kindly send me your booklet and give me 


ve ‘ complete information about the Association. 
of Practipedists 


1533 Unity Bldg. 
CHICAGO 
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| You Will Please Yourself 

| and Your Patrons By Buying 
| 
| 
| 
5 | 
| Like the famous “One Hoss Shay’’ | 
| They are good in every way— | 





Because— 


| 


In Fit, Finish, Wear, Dressiness, | 
Value and Salability 


Made by Expert Operatives in Welt and Nailed, 
Lined and Unlined, For Men and Boys, 


| ve | 
| ALBERT H. WEINBRENNER CO. | 
| MILWAUKEE, WIS., U.S. A. | 

| 


Send for Salesman, Catalog or Samples, or Call at Factory or Branches 


| New York Branch Pittsburg Branch Chicago Branch 
| 148 Duane St. 424 First Ave. 112-114 So. Wells St. 


Quick Service from Factory or Branches | 


EER ee 
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Dullness Continues 


No Activity to Buying, but Little Change in Prices 
in Spite of Talk of Weakness--- 
Wajting Policy General 


Conflicting accounts of leather mar- 
ket conditions seem to have gotten 
around and while dullness does prevail 
to some extent we fail to find the break 
in prices which some reports would have 
us believe. A weaker tone is prevailing 
in the raw material market and there 
has been another week of continued 
quietness in the hide and skin centers. 
It is reported that good sized sales of 
Chicago City calfskins were made last 
week at 65c per pound. Quotations 
are now given at 50 to 65 cents per 
pound, although the quality is not what 
it should be at a better season. The 
range a year ago at this time was 35 
to 55 cents per pound, so it is to be 
noted that we are still fear above last 
year’s prices. 

It has been urged by tanners that 
there must be a lower level to hide and 
skin values or else leather would have 
to be higher. Quietness has certainly 
continued in the hide and skin market 
as tanners refuse to make bids. Be- 
tween this and the foreign exchange 
situation there.may be some outlook 
for lower prices in some classes of 
leather, but we do not see today either 
in sole leather or upper any material 
change in prices asked. 

A well known glazed kid tanner says 
that in his opinion it is a mistake to 
talk about glazed kid selling as high as 
$1.50 to $1.60 per foot. This conveys, 
he says, a wrong impression, for while 
we could pick out certain stock, a very 
small percentage which might sell at 
this high price, it would be more cor- 
rect to say that the price is around 
90c to $1.00 per foot, and on medium 
grades 65c to 75c. 

The range is so very wide as between 
the highest grade upper leathers and 
the lowest grades that any set of quo- 


tations might be to some extent mis- 
leading which did not include every- 
thing. It is true that there is glazed kid 
bringing as high as $1.60 and some at 
$1.75 per foot, but this by no means 
represents the market. There are more 
than a thousand selections of goatskins 
and the finished leather varies accord- 
ing to the nature and quality of the 
skin, and also in the matter of the tan- 


her Market 
ew of Leather 
Supplies and Prices 
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There are no concessions noticed in 
sole leather. The railroad situation has 
improved and some leather is being 
received from the tanneries. Some large 
shoe manufacturers in the East were 
more than two weeks without receiving 
any freight and it can be imagined what 
a handicap this was to the manufactur- 
ing business. 


Calfskin Leather 


There is little change in the market, 
while the best grades bring in prices 
from $1.00 to $1.50 per foot. Colors 
are in excellent demand and the next 
season’s footwear will carry many 
samples in the darker shades of calf- 
skin. There is an excellent call for the 
various velvet finishes which are so 





nage, so that one might be a very weak, 
poor piece of leather as against the 


popular in women’s highest grade 
very finest product, hence the wide ’ 


footwear. 
(Continued on page 150) 


range. 
CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Sole Leather 
1910 1919 1920 
Cents per pound 
Hemlock sole, heavy, No. 1............... 25 @26 56 @57 56@ 58 
Hemlock sole, seconds, mid............... 23@23 54@55 54@ 56 
Cue aole, MG. 1 Tiss oo 5c ick kc ice cas 45@— 85@92 1.05@1.15 
Oak sole, No. 1 backs, all weights......... 43@— 80@85 90@1. 00 
AE Ce ee 33@35 84@85 88@ 90 
I RG eS. 5. o Sales akinccalace 80 @83 90@ 92 
OS a erry 17@18 156@— 
Offal, hemlock bellies............... Peeks 23 @25 20@ 22 
Offal, hemlock shoulders................. 38@40 36@ 38 
NED IE PN as ba 68 5 5.555.050 6 ase ane Ba 24@25 21@ 22 
UM IE I Sis is cts as sco awoke oes 27 @28 25@ 27 
Cents per foot 
Chrome, S. A. dry hide, 714 to 10 iron sides 43 @50 60@ 65 
Chrome, green hide, 6 to 8 iron sides...... —@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 


Hides and Skins 


1911 1919 1920 
Cents per pound 
Heavy native steers........ et Wee es | — @13 28@29 —@ 40 
ee re ar 12 @12% 26 @27 —@ 40 
eh I id a 6 os 25 35 oh ca seceene 10 @10% 19@20 25@ 28 
Chicago City calfskins................... 1534 @16 35@55 50@ 65 
Syiis GUIS So adc dbo ce Sec cede cess 21 @23 37@39 49@ 51 
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For “At Ques ” and Fall, 1920 | 











MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS | 





PRICE LIST? 








HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 


aA 


GE RSI RIS IS SS IIE 
Boudoir Slippers 


IN STOCK 


























OTEL 
IMPERIAL 


Broadway at 32nd Street 
NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 
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At Once Delivery 


Blacks $1.75 
Colors $1.90 
Less 5% 10 days 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 


VPVO SOI SOSCOSOVOS 


QRARQAAQAA 
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and 
in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


Midway Between Both Railroad 
Terminals 
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WALL. DOYLE & DALY. INC. 


BROCKTON, MASS. 


MEN’S FINE SHOES 


MANUFACTURED EXCLUSIVELY 
FOR WHOLESALE TRADE 


UNION MADE 


100% 


with 


WING |B roor 














WALL, STREETER & DOYLE CO. 


NORTH ADAMS, MASS. 


We Manufacture 


Streeter Shoes for Men Who Stay Young 
and 
J. M. O’Donnell & Co. Shoes ‘‘Your Old Friends.” 
Character Shoes of Quality 
Union Made 
Made With 
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When the U. S. Walrus is held un- 
der a faucet or pump, every trace 
of mud washes quickly off its 
smooth rubber surface. 


One of the Season’s Successes 
—increasingly popular with dealers everywhere 


FROM Maine to Califor- 
nia, we’re telling farmers 
this Winter about the new 
overshoe that’s ready for 
them at their dealers. 


And from California to 
Maine, men are saying to 
their dealers, ““Show me a 
pair of U. S. Walrus!’ 


It’s just the overshoe that 
farmers and outdoor men 
have been waiting for: warm 
and handy as an arctic, with 
the smooth rubber surface of 
a boot. 


We were. sure there would be 
a tremendous demand for 
such a type—if men only 
knew about it. That’s why 
we decided to give it national 
distribution, backed by 
coast-to-coast advertising. 


Results have proved conclu- 
sively that we were right. 


Dealers who handle the U. S. 
Walrus are delighted with its 
rapid turnover—its steadily 
increasing sales. 


United States Rubber Company 
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Rubber Fo ear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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BOOTS AND SHOES 


Demand Greater Than Ever Before 
for All Classes of Rubber Foot- 
wear—Big Storms Have De- 
pleted Supplies 


The idea that real Winter was some- 
thing that belonged to the ‘“‘good old 
days” of our grandparents’ time has 
certainly been somewhat dispelled in 
the Winter of 1919-1920. Winter 
seasons fluctuate in their severity but 
the present one is illustrative of the fact 
that it is not safe to carry too light 
rubber stocks in the belief that severe 
Winter is a thing of the past. Storms 
have succeeded storms all Winter and 
many stores find their stocks depleted 
of most everything in the shape of 
rubber footwear. There has not been 
so great a demand before because there 
were not so many people to use rubber 
footwear, and producers will have a very 
busy season in catching up with the 
demand, for jobbers as well as retailers 
have a big gap to fill and will not wish 
to be caught without goods again. 

The large cities have passed through 
but few worse experiences and the situa- 
tion has been especially hard in view 
of the widespread epidemic of influenza 
and pneumonia. Health Commissioner 
Copeland in New York carried on an 
unceasing campaign of publicity to get 
people, especially women, to wear 
rubbers. 


Advised to Buy Rubbers 

Dr. Copeland found himself flatly 
contradicted when in the course of his 
campaign he said: “Let it be borne in 
mind that one-half the people in New 
York City have no overshoes and can’t 
afford to buy them.”” The Sun-Herald 
promptly took issue with the Com- 
missioner: 

“If that statement should suddenly 
become true we should see the failure 
of thousands of dry goods, furniture 
and candy stores. It would mean that 
3,000,000 persons had become too poor 
to buy anything except food and lodging. 
Fortunately the statement is about 99 
per cent exaggeration. When a pair 
of rubbers can be bought as cheaply as 


a pound of candy it is absurd to say 
that half of New York has to go with 
wet feet.” 

The Sun-Herald closed up its editorial 
with the prophecy that “‘the Twenty- 
Ninth Amendment to the Constitution 
will compel the use of rubbers when the 
precipitation is more than one-half 
of one per cent of a blizzard.” 

Buying of rubber footwear became so 
extensive that many retail merchants 
were obliged to turn customers away and 
considerable shopping had to be done 
to secure the right kind and size. One 
of the large companies has made this 
situation the text of a talk to retailers 
on the subject of getting in orders early 
and carrying a full stock especially at 
the time when everybody is clamoring 
for goods and it is virtually impossible 
for manufacturers to handle rush orders. 


For Outing Wear 


Indications favor an extensive use of 
rubber footwear for all forms of out-of- 
door and in-door athletic purposes and 
for outing wear during the coming 
season, and the fact that prices of 
rubber shoes are more easily within the 
reach of the consumer is likely to add 
still more to the demand for this class 
of goods. Then again much effort has 
been made in the direction of style and 
fitting qualities, so that attractive as 
well as durable footwear is now be- 
coming more and more available. 
There is every appearance of more 
extended operations in the manu- 
facture of all classes of rubber goods. 


CRUDE RUBBER 


Concessions Have Not Tended to 
Allay Dullness—Exchange Situa- 
tion Delays Business 


The principal activity has been the 


result of short covering and the market 


has not recovered from the depression 
due to the exchange situation. Other 
concessions made by holders of planta- 
tion grades do not stimulate buying 
interests and the market was dull with 
an easy undertone most of the week. 
London cables report an easier mar- 
ket for plantation rubber with sellers 
at 334d New York against 34d later. 


The market was sensitive, respondin® 
to influences either way and activity by 
factory buyers would likely cause an 
upturn of prices, but renewed weakness 
in sterling would be as likely to cause a 
decline. Quotations at the end of the 
week on standard grades were 46 4c for 
spot, 4634c for February-March ar- 
rival, 4714c for March-April, 484c for 
April-June, 49%c for July-September, 
49%{c for the last half of the year. 
Paras were easier and some lower 
without much buying interest. Nominal 
quotations prevailed for Centrals which 
were neglected. 

First latex pale crepe 

Smoked sheets............ 
Brown crepe 

Upriver fine para 

Upriver coarse 

Island coarse 

Caucho ball upper 
Caucho ball lower.......... 


SCRAP RUBBER 
Continued Dullness with Spring 
Outlook Better 

Dullness continues to prevail in the 
scrap rubber market which has been 
an outstanding feature for some weeks 
past. Reclaimers are withholding 
orders for goods not immediately 
needed but a better season is looked 
forward to with the opening of Spring. 
Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 


A Correction 


Chicago Display Room Number of 
Regal Is 1512 

In the last issue of the “Boot and 
Shoe Recorder” a typographical error 
occurred in the double page spread 
advertisement of the Regal Shoe Com- 
pany. 

The room number of the Regal 
Company’s new Chicago Display Room 
in the Republic Building was published 
as .55. The correct room number is 
1512, 209 So. State Street. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me i joincne Chas, I. Qecivccas:s 
Brockton, Mass nn, Mass 

Cincinnati 708 Broadway Marlboro. Mass 

eee 18 South Market Milwaukee 

Haverhill, Mass 145 Essex 
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Articles in this Issue Worth Noting 


Increasing Hosiery Sales 165% 





Story of a Student of Practipedics 





Show Card Writing 


An Effective Easter Display 


Figures on Shoe Repairing 





News and Notes of the Findings, Equip- 
ment and Repair Fields 
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The Actual Profit 


on each sale of a standard article need not be great. 
It is the Frequency of Profit—the high rate of 
turnover of a weil-known brand that means large 
returns on a moderate investment. 


~ 


“Onyx” @ Hosiery 


is known to the buying public for its style and 
service. Over three decades of satisfaction have 
built up a Good Will which means rapid sales 
and large returns to “ONY X”’ Dealers. 


Emery & Beers Companylne 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


210 Pearl Street, Mutual Life Building 
Buffalo, N.Y. 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 


aim of “EAGLE BRAND” production. 


“EAGLE BRAND 


“A Perfect Dressing for Every Shoe” 







Quality is always a “repeater.’”? And you want to sell a polish 
that is well known and has merit. 





| 
All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 









The American Shoe Polish Company 
CHICAGO, ILL. 


105 



















Boot and Shoe Recorder FINDJNGS, EQUIPMENT and REPAIR DIVISION, Feb. 28, 1920 


The importance of Se wand Geno Sou on that tog, 


When the CORDO-HYDE Lace was introduced, it was supposed that 
it would, like all worthwhile articles, eventually have imitators. 





To make CORDO-HYDE distinctive from the ordinary lace and easy to 
distinguish, we adopted the method of tieing and tagging. 


The counterfeits now offered “as the same as CORDO-HYDE” are 
tied and tagged in a similar manner, so that it is necessary to advise our 
customers to be sure the laces they receive have the little yellow and black 
tag with the trade marked name CORDO-HYDE. 


The CORDO-HYDE process is exclusive, and it is impossible to make a 
lace its equal without the CORDO-HYDE material and method of 
manufacture. The imitator can resemble CORDO-HYDE somewhat in 
appearance—but not in service, and as proof of this we ask that you make 


the test in your own shoes. 


If you are not yet acquainted with the CORDO-HYDE Lace, ask us 


about it. 


And remember to look for ‘‘Cordo-Hyde”’ 
on the little yellow and black tag! 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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Findings, Equipment and Repair Division 


OF THE 


BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 


February 28, 1920 


Opportunity in Findings Department 


Increase Your Profits on the Same Overhead---Findings, Hosiery 
Display Point the Way 


do not overlook the little ones, the extras, 
the plus profits that lie in the findings and 
repair department of your business. 

The market may change on shoes, but there is 
always a long margin on findings, which makes it the 
real velvet of your business. Findings are the 
equivalent of two or three times the volume of shoe 
sales for the same net profit. 

The repair department makes big profits on a sur- 
prisingly small investment. It does not have to be 
placed on the main floor. Ingenuity will find a place 
for the repair department. Once located you will see 
how nicely it dovetails in with the rest of the business. 

Business has been good, profits long, but do not 
recline on what you are, you may become a‘‘has been.” 
Things are changing fast. One change is the realiza- 
tion of the importance of the findings department 
on the part of progressive merchants. Salesmanship 
does not begin and end with the salesman. It begins 
with the window display, then the interior—good 
equipment and fixtures—impressing the customer as 
he enters, then the salesman, and finally service— 
shoe repairing and findings requirements. Every 
feature that leads to efficiency and appearance helps 
sell your customer the idea that you have the store. 

Get the habit of reading the Findings, Equipment 
and Repair Division of the “Boot and Shoe Re- 
corder.” It will endeavor to act as a dispenser of 
ideas and information, that you can trade for cash. 
This section will try and show you how to pull your 
customers inside by the window display, and keep 
that pull working with your service. 

The grocer is selling blacking and the cobbler is 
selling shoestrings that should be sold by you. Keep 
findings on your mind, and you will sell your customer 
everything he wants to buy. 

Think of the opportunities for increased sales that 


\ N T HILE you are occupied with the big things 


lie in hoisery. You carry a stock on hand. Whena 
customer buys a pair of shoes how easy to suggest 
just the hose that matches. With Spring coming, 
low shoes will be the vogue, and the women will 
think more about the appearance of their ankles. 
Cash in on this very common human weakness, or 
the big department store across the street will. 

One shoe retailer stated that he was going to put 
in a line of belts, not women’s, but men’s. That is 
no suggestion of the Findings Division, but it goes 
to show what a range you have. 

Arches and foot comforts can play an important 
part in the cash receipts, and they will improve the 
salesman’s knowledge of foot anatomy, thereby 
helping him sell better shoes. A surprisingly large 
number of people need arches and do not know it. 
They limp about or break down from nervous ex- 
haustion after pounding over hard sidewalks in ill 
fitting shoes. Intelligent advice from the shoe sales- 
man will cause him to purchase a pair of arch supports 
and other foot comforts, that would leave a nice profit 
with the retailer, besides impressing the customer 
with the competency of the salesman. 


What Are You Doing? 


Are you doing anything to increase the sale of 
Findings? What success have you met with in your 
repair department? Perhaps hosiery is your long 
suit. Is one of your salesmen selling more blacking 
than any of the others? Is that window display of 
yours holding up traffic? 

There are many pointers in your business that would 
interest the readers of the Findings Division. Send 
them along. Just give us the facts, and we will 
dress them up. Send along a photograph or two. 
What you do to help make the Findings Division 
interesting will stimulate others to furnish articles 
of interest to you. 
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Long Profit in Findings 


One Retailer Explains the Secret of Findings 
Profits 


The Findings Department of your business is a 
winning card. Play it, and gather in your stakes. 
At least so thinks one man. Here is what J. J. Grey, 
manager of the J. J. Long & Co., Woonsocket, R. [., 
said regarding it: 

“The Findings Department of our business aver- 
ages ten per cent of the total sales. We figure the 
profit on such sales at fifty per cent net with a turn- 
over of ten or twelve times a year. At that rate the 
original investment in findings will earn a handsome 
dividend, and the net profits figure higher than ten 
per cent on the total net profits on the business.” 

“How do you do it?”’ was asked of him. 

“By keeping our minds on findings as well as shoes. 
When a customer comes into the store with a scuff 
on her vici kid shoes, I take a crayon of the color 
corresponding to the color of kid, rub it on and leave 
the shoes looking as though they had never been 
scratched. The result is the sale of a crayon, and 
a customer who thinks a real service was rendered 
her.” 

Part of this man’s success is owing to the fact that 
he has studied practipedics which enabled him to 
sell foot specialties as well as fit shoes more intelli- 
gently. 

The J. J. Long & Co. sell a large volume of hosiery 
and garters. Every sale of white shoes offers an 
opportunity to sell white dressing. Later they state 
a line of belts will be added to the stock. 


Increasing Hosiery Sales 165% 


There Is Always a Way—Make One Man Re- 
sponsible for Results 


E. W. Grout, manager of the Walk-Over Shoe Store 
at Baltimore, has the following to say in regard to his 
findings and hosiery department that will interest 
every reader of the Findings Division. It proves 
that there are more profits in these departments, and 
that therein lies your opportunity. 

“We have always enjoyed a good findings and 
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hosiery business, but still not as large a volume as 
we should have,” he said. 

“‘We have offered various inducements to stimulate 
the sales, but without increasing the volume to any 
great extent. Feeling that someone that was in 
contact with these lines every day might have some 
better ideas to increase this volume, we turned the 
findings over to one salesman, and the hosiery to 
another. They were to work out their own plan of 
sales. If they increased the volume 20% over last 
year, they were to receive a prize. 

“Working along virtually the lines we had tried 
before, that is, commission on sales, they have succeed- 
ed in January in increasing findings sales 105% and 
hosiery 165%. I feel it is just their personal con- 
tact with the sales force that has made these increases 
possible. 

“One very noticeable result of this’ experiment is, 
that men can be developed to assume greater respon- 
sibilities in the store in store management.” 





Hosiery Sales 
Some Mixed Conditions Prevail 


Shoe merchants who handle hosiery find mixed 
conditions, ranging all the way from the prediction 
of stockingless styles for Summer to a reasonable 
assurance of increases in sales of woolen hosiery for 
next Fall and Winter. 

Some think that the stockingless fad is too silly 
for serious consideration. However, it may be, as 
the French say, a protest against high prices of foot- 
wear. Yet, on the other hand, the sale of silk stock- 
ings never was greater. And it promises to increase. 
Ninety dollars was the price paid for a pair of stock- 
ings for an Easter bride, according to a recent story 
from New York. And higher prices for finer stock- 
ings are quoted. 

There is reasonable assurance for the sale in 
considerable volume of woolen hosiery in the Fall and 
Winter. A leading manufacturer of men’s shoes, 
speaking at a recent trade convention, presented 
letters from his customers stating that their sales of 
low shoes and woolen stockings, for Winter wear, 
showed a slow but steady gain, and that they expect 
a further gain the coming cold season. 
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A corresponding statement is had from a maker of 
women’s shoes. A shoe merchant speaks of the 
fashion of some young women, who wear woolen 
stockings over silk stockings, and who take off their 
woolen stockings when they go to a dance, or a party. 
They wear low shoes, of course, because the low shoes 
can be quickly taken off, or put on. There also is a 
fashion among school children of wearing woolen 
stockings and storm boots, or light shoes and arctics. 

The growing popularity of Winter sports also adds 
to the demand for the heavier weights of hosiery. 





Selling More Blacking 
Real Salesmanship Is Required 


This is the way in which M. C. Bouve Company of 
Boston sells more blacking. The management decided 
that every customer was a potential buyer of shoe 
polish, and proceeded to construct its policy to in- 
crease that end of the business. 

The polishes, blackings, etc., were displayed in neat 
little showcases down the side of the store, set flush 
with the shoe shelves. At any position in the store in 
which the customer happened to be seated, his eyes 
would rest on the display. 

After a sale was made, the salesman suggested that 
a tin of blacking or dressing would do much toward the 
upkeep-and appearance of the shoes. The reminder 
generally resulted in a sale. It was the only means 
of increasing this man’s purchases and represented a 
good profit. C.F. Johnson of the above concern 
explained his method as follows: 

“T don’t tell a man to buy blacking. I make him 
want to buy it. If the customer looks like a man who 
makes a nickel do double duty, and is looking for 
ways to economize, I[ tell him that a bottle of good 
dressing will help preserve the leather and lengthen 
the life of his shoes. If the customer is wearing a $75 
suit, and looks like a man who would never bend his 
back to shine his shoes, I examine them and ask 
where he got the sticky looking shine. I warn him 
that the cheap dressings used by many shining 
parlors are detrimental to the appearance of his 
shoes. By appealing to his vanity, I am able to make 
a sale.”’ 

The store in which Mr. Johnson was employed of- 
fered a small commission for every item of findings 
sold. The interest which the salesman consequently 
took in the sales resulted in a large volume of find- 
ings being sold in the year. 


As Spring store cleaning is done, make sure that 
there are metal cans for the waste. Store rubbish, 
thrown into wooden barrels, or boxes, may start a 
fire. With shoes at $10 a pair, a fire is wretchedly 
wasteful. Put the rubbish in a metal can, and keep 
it covered. 





Brushes and Their Uses 


The Service Department Considers Points for 
the Merchandising of Them 


What is the best brush? Well, there’s no fixed 
rule. It’s up to the merchant to get, and sell, the 
brushes that will suit his class of trade, and the styles 
in shoes, too. There are, let it be remarked, several 
excellent kinds of brushes. 

Brushes are of the wire, wool, straw and rag 
variety, as well as of the familiar bristle sort. Besides, 
there are patented brushes, with special features. 

A wire brush is recommended for cleaning suede 
leather. Shoes of suede leather are coming into 
fashion, especially for Fall. So a few wire brushes 
in the findings department are timely merchandise. A 
good wire brush, suitable for suede leather, has wires 
about as fine as the hairs of the head. It’s a trifle 
stiffer than a pompadour haircut. It combs the 
fibre of the leather, and makes it clean and smooth. 
It should be used if the leather gets dusty, or muddy. 
If muddy, allow the mud to dry before using the 
brush. 

A straw brush, like the familiar whisk broom, is 
good for cleaning fabric shoes, especially white canvas 
or white buck shoes. Such shoes always should be 
brushed as clean as can be, before the tleaning com- 
pound is applied. The cleaner the surface of the 
cloth, or leather, the better the cleaning compound 
will make the shoes look. The same is true of the 
use of blackings. 

A wool brush, made of woolskin, is good for putting 
a final gloss on black or tan shoes. A rag brush also 
serves well for the same purpose. A polishing rag 
is better. Some tanners of calf leather, by the way, 
have objections to the polishing rag for putting a 
final polish on tan shoes. They say that the boot- 
blacks use it with such speed and strength that they 
develop enough frictional heat to burn the leather. 
Leather, generally speaking, won’t stand a tempera- 
ture of more than 115 or 120 degrees. 

The bristle brush is the common brush for cleaning 
and shining shoes. Every home should have a good 
one. There’s the real big opportunity for the shoe 
merchant to sell brushes. A good bristle brush 
has bristles firm and fine enough to get into the pores 
of the leather a bit, and pull out the particles of 
dust. That cleans the leather, so that it will “take” 
the blacking, or, in other words, allow the blacking 
to sink into the leather. The same fine, firm bristles 
also will ‘‘set’”’ the blacking into the leather, as well 
as polish up a bright gloss of the leather. The 
shine that is “set” into the leather is the shine that 
lasts best. 

There’s a knack in using a brush that can be had 
only from experience. Traveling men say that they 
get the best shines in shoemaking cities. That’s 
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because the shoe shine men of those cities know more 
about the use of brushes and blackings. Thousands 
and thousands of brushes are used in the making of 
shoes, and the atmosphere of a shoe city is full of 
information about the best brushes, and the best way 
to use them. So a findings clerk will find it worth 
while to practise with a shoe brush, to gain informa- 
tion about the best way to use it. Then be can 
impart that information to his customers. 

It’s good merchandising for the clerk to recommend 
a brush to a customer who buys a pair of shoes, or 
even a box of blacking. It takes a good brush to 
make the shoes look right, and wear right. Not 
even the best dressing will put a good and lasting 
polish on a pair of shoes unless aided by a good brush. 

For these reasons, gentlemen, we recommend to 
you more attention to brushes. Incidentally, good 
brushes pay good profits. 


Laces Look Good 
A Strong Lace Holds the Shoe in Place 


Lace standards have gone up because shoe stand- 
ards have gone up. In other words, it takes a good 
lace to complete a good shoe. 

More than that, it takes more than a pair of good 
laces to wear the life of a good pair of shoes. So sell 
another pair and the customer will have a pair of 
laces handy when his old laces break. 

A lace, properly drawn and tied, holds the shoe 
securely to the foot. It holds the shoe so securely at 
the waist, that the heel and the ball keep in the heel 
seat and in the ball of the shoe. 

And, the foot fitting properly in the shoe, the shoe 
wears longer and looks better. So fetch forth the 
laces and demonstrate the correct use of them, par- 
ticularly the laces of the better sort. 


Gold Shoe Lace Tips 


What next! Gold shoe lace tips is the latest 
wrinkle. The humble string is now to be trimmed in 
gold. Certainly this is the last word in luxury. 

The gold tip follows the regular lines of the Grip- 
per-Tip manufactured by the What Cheer Braid 
Company of Providence. There is only a limited 
supply on hand at present—possibly two or three 
pairs. Quantity production has not begun as yet. 
Someone suggested they would make excellent stick 
pins. At any rate they made a hit at the last Shoe 
Retailers’ Convention in Boston. 


Opens New Office 
William Reynolds, Jr., Inc., has opened a New York 
office which is to be in charge of Mr. Charles T. Getz 
at 47 West 27th Street where a complete line of shoe 
laces, ornaments, and their specialty, the Buck-el-on, 
can be seen at any time. 











Becomes Valuable Salesman 
Study of Practipedics the Reason 


August W. Small of Springfield, Lllinois, is a firm 
believer in the value of practipedics as a help to sell- 
ing shoes and foot specialties. The study of this sub- 
ject has not only helped him to be of more value to his 
employer, but has enabled him to be of real service to 
customers who came to him in a serious condition on 
several occasions. 


In a letter to 
the American 
School of Practi- 
pedics he relates 
his progress and 
success as a result 
of graduating of 
their course. He 
writes: 

“I found that 
selling shoes was 
not nearly so hard 
whenIcouldprop- 
erly fit my cus- 
tomers, and I am 
pleased to say 
that since I have 
completed your 
course I have re- 
lieved the tired, 
aching feet of 
many a man and 
woman. If every young man who is interested in 
the shoe business would take this course I am sure 
we would have no trouble in fitting his customers’ 
feet. 


“Since taking this course I have added any number 
of friends to my list. This, alone, is very gratifying 
as it has strengthened me with the concern for which 
I work. 


“T have had some very interesting cases of foot 
trouble, one in particular comes to my mind at this 
time. About two months ago a lady came to see me 
about her feet. They looked as though there was a 
kidney on each side. After hearing her story, I fitted 
her with a Tru-Span-Arch, and to date I am very well 
pleased with the result. She has been relieved 
greatly. She weighed about 210 pounds, so you 
see it was necessary for her to have something 
strong. 


“I have had many more cases as bad and worse thaa 
the above, but it would take too much time and space 
to relate them all, much as I would like to. I am 
looked upon as a foot specialist, and consider 
ee time spent in study as very much worth 
while.” 


AUGUST W. SMALL 
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A big, broad educational compainn-—daectill to the thousands of foot sufferers who 
can find relief in your store—through Dr. Scholl’s Foot Comfort Appliances. 


Of such absorbing interest will this campaign be that the response will be tremendous. 
And: you'll find your customers insisting upon foot comfort appliances bearing Dr. 
Scholl’s"endorsement. 


How much benefit you get from this nation-wide campa will depend entirely upon 
how you identify your store with it. The use of Dr. is holl’s Display Material in 
your windows or interior of store will bring you the full effects of our national adver- 
tising—new customers. and added profits. 


THE SCHOLL MEG. CO. 


213 W. iy ahaa ares Set _ 339 Broadway, New York 
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Get in “Under-the-Wire”/ 

























The price of our attractive 
Show Card Service is going up 
March 15th ~ the quality can't 
go up~ we won't let it go down. 

We know you would gladly pay more than #4% 
per month if you could iy Fully appreciate 


their value, by seeing’ our springtime cards 
in your windows and noting their sales results 


We want to be fair with you 


Mail your inquiry TODAY and we wwill give 
you. the opportunity to join our “business~builder” 
show card service for the original price. 


To get in“Under the Wire’ 
means money to you. 


STANDARD SHOW CARDSERVICE Inc. 
56 W. Washington St. Chicago, Illinois 





“AT YOUR SERVICE” 
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Griffin Polishes (aay Leather Insurance 
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GRIFFIN RAPID BLACK DYE GRIFFIN “SUPREME QUALITY” 











For converting chep-wors Tan Shoes into SELF-POLISHING DRESSING 

a jo odor—No Poisonous F P 

Oil of Myrbane. For ladies’ and children’s shoes—Softens 
ea OE ee 2 oes: Lar, and preserves the leather. 

Size, $22.30 gross, $2.00 doz.; Quart, $1.15 


each; Gallon, $3.75. 5 os. Size only, $24.00 gross, $2.15 doz. 3 oz. Size, $21.00 per gross, $1.80 per doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - = -“-NEW YORK, U.S.A. 
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Easter Decoration of Edwards Store of Rochester, N. Y. 


Attractive Easter Display 
Prize Winning Window Offers Good Suggestions for Easter 


HE work of E. J. Short, window decorator for the 
T Edwards Store of Rochester, N. Y., which has 
recently been awarded first prize in various 
window trimming contests, is worthy of more than 
passing mention in the “Boot and Shoe Recorder.” 
Mr. Short’s most effective work deals particularly 
with the arrangement of footwear in such a way that 
business is directly traceable to the many hours 
spent in artistically arranging men’s, women’s and 
children’s shoes. 
Mr. Short injects into his efforts a bit of human 
interest, the life and soul of compelling store windows. 


A Pleasing Trim for Easter 
“Those Better Shoes’’ from John Kelly, Inc., are 
given especial attention in the Easter exhibition 
planned for the Edwards Store of Rochester, N. Y. 
In this particular trim green and red form the color 
scheme. In the midst of artificial pampas plumes, 
green vines and artificial roses and hydrangeas women’s 


115 


tan, black and white oxfords and pumps reveal 
fashion’s most fascinating features. One-half of the 
window is devoted to white shoes both high and low. 
To one side is a cane-backed mahogany chair with a 
streamer of red velour tucked through one arm. The 
shoes are displayed on glass topped standards and 
the display is set off by drape of green velour. 





Color Calendar for March 


Once a month the Findings Division will give a 
summary of the colors suitable for the coming month. 
The events calling for color and the particular colors 
suggested by the season will be given. 

The season suggests the palest shades of pink, 
gray and gray green, Purple, lavender and yellow 
should. be used prior to Easter. 

March 17, St. Patrick’s Day—Kelley green. 

March 28, Palm Sunday—Green and Purple. 

April 2, Good Friday—Purple and yellow. 
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Gilco Shoe Retainers 


PUMPS NEED NOT 
SLIP AT THE HEEL 


Because your customers are anxious 
to overcome that slipping and because 
they know not how to do it, the credit 
will be yours and the profits, too, for 
suggesting Gilco Shoe Retainers. 


In fitting pumps or oxfords and im- 
pressing your customers with your 
ability to give shoe comfort, this incon- 
spicuous and comfortable device pre- 
vents all slipping at the heel. 


No stitching or use of tools required. 
Suitable for either men’s or women’s 
shoes. Colors: Black, White, Tan or 
Gray. 


Price $1.75 per dozen pair. 


If your jobber can’t supply you write 
to us. 


E. T. GILBERT MFG. CO. 
ROCHESTER, N. Y. 
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At Last! 


promos You can get an authoritative-carcarg 
book on 


Shoe Window Trimming! 
ee 
uni 


Send for a copy of this book — it’s $2.00 
post paid — you'll find its pages packed 
with concise, valuable information. 


First edition now coming off the press— 
get your order in! 


FRANK P. TAYLOR 
381 Washington St. - - Boston, Mass. 














ORDER 











TRUFIT 











SPATS 



















NOW 


We still have some 
of this season’s 
lines and 
the prices 
on them 
are unchanged. Figures on next season’s 
goods will show decided advances. 


We have some stocks in all wanted colors in box cloth and 
felt but cannot guarantee complete delivery on all lines. 


We will send samples and prices 


Laing, Harrar & Chamberlin 


43 N. 3RD STREET, PHILADELPHIA 
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Good Show Cards Increase Business 


The Show Card Has the Last Word to Say in the Window Display---It 


Gives the Final Invitation 


look at the merchandise. Next day place a card 


display, but it means almost as much as the 
printed word does to paper. Blank sheets of 
news print will not sell shoes. A display will not be 
quite so helpless without a show card, but it loses 
much of its value. The show card and the price 
ticket are essential to efficient salesmaking. The 
show card. gives the customer a thought, drives it 
home and leaves him something to remember. The 
price ticket answers a multitude of questions. Both 
have necessary functions in the window and interior 
display. 
Anyone who doubts the utility of a show card can 
easily test its value. Take every card out of the 
window for a day. Count the number who stop to 


) dip card writing is merely incidental to the 


prominently in the display, and count the number of 
people who pause to read the card. It will be found 
that the card wins. 

Every store should have someone in its employ 
whose particular business it is to look after the show 
card writing. It is an art that can be readily learned. 
By getting in touch with concerns supplying brushes, 
paper and material, also requesting their catalogs, 
many good ideas can be obtained. 

An article appearing in the next issue of the Findings 
Division will show with illustrations just how the 
strokes of the show card writer are made. There 
are many pointers on the care of brushes that will 
be well worth noting. The man who assumes the 
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THIS 


—is Buck-E]-On—a simple 
device — readily understood 
and appreciated the moment 
it is seen. 














—and this 


is what it will do: increase shoe 
ornament sales by its wonderful way of 
holding the buckle in place, comfort- 
ably and securely, without the slightest 
possibility of loss, without the slightest 
defacement of the pump. 
























We have a little circular that tells the whole story in a few words. It will take you a minute to read 
it—but you'll be cashing in on a big idea when you realize what a story it tells. rite for your copy. 


= Pro 












Specify that your shoes contain counters cut from 
West Virginia Fibre Board. 


Investigate the standing of our organization before 
specifying your next order for fibre board. 

















West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York Chicago, Ill. 
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responsibility of handling the show card work will 
learn the rudiments of a paying profession. 


























A Simple but Effective Display 


The above is a simple display which serves to illus- 
trate the principles of composition utilized in its 
building. It consists of a lamp, an oil painting, jar 
of flowers, stand, velvet drapery and shoes. 

The chief ‘‘attention getter’ is the lamp, attrac- 
tive itself and radiating a soft glow, without the raw 
glare of a direct electric light which would hold the 
eye, and divert it from the rest of the display. It 
would also take away the richness of color in the pic- 
ture and the velvet. 

The objects in the display are arranged in an oval 
shaped composition as shown in figure 2. Every 
object in the dis- 
play comes within 
the lines of com- 
position A. The \ 
result is that at 8 / : 
whatever point i } 
the eye is first at- / ! 
tracted, it easily \ } 


follows the lines \ y Pa Nye 


A 


— 
- 7. 


- 
. 
/ *, 
‘ ‘ 
/ 7 
/ 
‘ 
, 
/ 














of composition, = #-= ve 
and finally rests 
on the shoes, 
which should occupy a vital point in the arrangement. 

If any object of the picture were placed out of the 
lines of composition as shown in figure 2, the eye would 
be diverted from the general display, and not find 
its way down to the shoe so readily. Likewise if one 
of the shoes, as shown in figure C, were placed out of 
the lines of composition the attention would scatter, 
and a less pleasing effect be produced. 

The velvet serves as a background and resting 
place for the object of the display, thereby helping 
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to bring out the shoes in relief. Its richness and color, 
together with the character and color of the balance 
of the display, surround the shoes with an atmosphere 
of elegance and refinement, which create the desire 
to possess on the part of the observer. Finally the 
showcard placed behind the shoes carries the fina[ 
suggestion which furnishes the impluse to enter the 
store. 

Other forms of composition in window trimming 
will be analyzed in subsequent issues of the Findings 
Division. 


New Book on Window Display 

The “Boot and Shoe Recorder” has received many 
calls for a book on window trimming. Unfortunately 
up to the present time the “Recorder” has been unable 
to advise the inquirers. Now, however, it can announce 
with a degree of definiteness that the long-felt need 
can soon be supplied. 

Frank P. Taylor, the New England display manager 
for the W. L. Douglas Shoe Company, will publish a 
comprehensive survey of window decoration in a 
book to be known as “Frank P. Taylor’s Book of 
Shoe Window Display.” It is expected that Taylor’s 
work will be off the press about March 20th. 

The book will treat on all the features and require- 
ments necessary to good window trimming. Speciel 
articles have been prepared by specialists in the p~ 
ticular lines that they represent. The principles u. 
well as the material of window decoration will be 
thoroughly covered. — 





Combination Floor Machine 


The floors play an important part in the appearance 
of the store. It would be foolish for the shoe mer- 
chant to invest hundreds 
of dollars in attractive fix- 
tures and then to have 
the general effect spoiled 
by poorly kept floors. 
The flooring should not 
only be clean but have a 
polish that gives a luster to 
the whole interior of the 
store. Besides the appear- 
ance, the care of the floors 
adds to the life of the hardwood or linoleum. 

The Kent Vacuum Cleaner Company of Rome, 
N. Y., manufactures a combination scrubbing, polish- 
ing, and sandpapering machine called the Utility. 
The several uses of the Utility make it a very prac- 
tical adjunct to a shoe store. 








_ Stew ee 
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Now ready for distribution—our vest pocket edition of Shoe 
Window Trim Ideas—showing actual photographs of many varied 
shoe displeys. Every shoe man who trims windows should write 
for copy—sent gratis. 


Trim Your Windows 
Attractively 


Here is a shoe trim that will add character and 
selling power to every store front. It is our new 
Colonial fluted design, finished in gray and gold— 
or any other style to harmonize with background. 


? 


Our catalog of “Display Equipment for Footwear 
shows many other styles of modern shoe fixtures, 


Send for copy. 


Shoe merchants are invited to visit our attractive 
show rooms, where. a new innovation in arranging 
displays permits you to make a careful and accurate 


selection. 


Curtis-Leger Fixture Co. 


226 W. Jackson Blvd. 
CHICAGO 









































Palm Shoe Stand, No. 5 

Everything in window fixtures to build up 
smart displays 

Write for Catalogues 


J. R. Baye | s Sons, Inc. 


NEW rw BOSTON a Sateens 
Phe wing iva. Baltimore 3t. 














West 
36th Street -— 


Fine MercerizeD 
Suoe Laces 


Round and Flat Tubular 


Manufactured by 


M. M. Rhodes & Sons Co. 


TAUNTON, MASS. 
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with color paper. 


The Latest Step in Window Trimming 


The above illustration portrays a simple design for window background built of wall board, and backed 
The supports on which the flower urns rest are ‘about eight or ten inches square. 
window setting can be placed in front of a hardwood background and removed with ease. 


This 


Leland W. Pollock of the Win-Deco Display Service Explains the Use 
of Colored Paper 


windows has evolved through several stages. 

Many country stores are still in the first 
stage—the glass is never washed and the huge, dusty, 
square space is a catch-all for everything that lacks 
a better place. 

Some rural store windows illustrate the second 
stage—one specimen of everything in stock is exhibit- 
ed in the window as if it were a big visible table of 
contents for the store. It is so confusing it is never 
looked at at all. 

Realizing that it was not attracting, the merchants 
next tried to force the undigested mass upon people’s 
attention by dressing the window profusely with 
streamers and flounces and frills of the gayest and 
loudest crepe papers. 

Soon many managers grew self conscious about so 
much cheap, gaudy finery, and as soon as they be- 
came sufficiently prosperous they tabooed it all, and 
covered the floor and backgrounds of their windows 
with mahogany and circassian walnut, all beautifully 
parqueted and interspersed with mirrors. 

It is now realized that the window trimmer is the 
most important salesman in the store. Half the 


fhe attitude of merchants toward their show 
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rent is for his windows. A store on a side street rents 
low. A store with exactly the same space just one 
hundred yards away around on Main Street will rent 
for almost twice as much solely because attractive 
displays in its windows will catch the attention of 
the passer-by and draw him in to buy goods. A corner 
store goes still higher, though the space is exactly the 
same, for its windows can attract from two sides. 
Therefore, when the manager turns the windows, 
half the entire rent, over to the display manager it is 
natural that results should be expected. The dis- 
play manager should never turn down a good idea 
because it costs a trifle more money. He will win no 
favor by cutting down expense. He was not hired to 
save money. He was hired tomake the windows produce 
results; if they produce results he will be voted a 
success and his bills will never be questioned. The 
manager should give him free rein on expense. How 
unwise it would be to pay all that money for the 
window and then lose it all by not employing an 
expert to trim them or by quibbling with the display 
manager over a few dollars more or less for high- 
grade material. 

But the hardwood window is not the last step in 







































Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, Feb. 28, 1920 


TWO DESIRABLE STYLES 
THE E-Z WALK ARCH SUPPORTS 








It is a close attention 
to details such as your 
arch support business 


that creates the favor- THE STEP-RITE 


THE REINFORCED able reputation you Having many special features and 
embodying the Best Ideas in Arch 


Well Shaped, Practicable, Economical. want for your store. Support Construction. 
$9.50 Dozen $18.00 Dozen 














The E-Z Walk line makes certain that you are able to meet the requirements 
of your most particular customer in the best way—for E-Z Walk Arch Sup- 


ports are better. 


THE E-Z WALK MFG. CO., Ine. 


62-70 W. 14th Street New York City 








“CRYSTALIZE” YOUR 
DISPLAY WINDOWS 










X-33 





-33 
Hundreds of progressive shoe merchants are “crystalizing’’ their 
windows with Crystal Fixtures. 
The Crystal Fixture needs no introduction—it is used by the best 
stores in the world for displaying men’s, women’s and children’s 
ae shoes to the best advantage. 

The Crystal Fixture is the only complete and interchangeable glass 

fixture on the market. 

Manufactured and sold only by the 
Catalog No. 9 fully describes and 
illustrates this bright, clean and 
populer line of Crystal Fixtures. C R Y “ TAL F I xX T U R E O * 
Write f q 
ener eee 359 MONADNOCK BLDG., CHICAGO 
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window trimming. Many stores, especially shoe 
stores, are just now taking the next step. The goods 
exhibited by some men are attractive in themselves, 
and will make an attractive window even when in 
front of a dull hardwood background. But shoes in 
a hardwood window will not attract attention. Over 
and over shoe retailers have realized, with sinking 
heart, that folks were walking right by their long 
planned hardwood windows, and have discovered 
that they must attract attention to the window by 
dressing the background frequently in some attractive 
way. Pictures and curios detracted from the goods 
(the windows should show to sell, not be a side show). 
The best way to attract they discovered was by the 
use of color. Colored cloth draped beautifully, but 
it was so expensive, especially considering how quickly 
it faded, that they could not afford the quantity and 
quality needed to really change the effect of the win- 
dow as often as it should be. So they hit upon the 
expedient of tacking colored paper on the back of 
hardwood screens built to fit the window. The screen 
at the rear corner of the window is built to resemble 
a pair of French doors and behind it a beautiful out- 
door scene is arranged. The whole thing costs very 
little, yet it enables them to blossom out one week all 
in a beautiful Spring color. Next week they return 
to cloth and hardwood, and the following week out 
comes another colored paper. The sume paper is 
laid flat on the floor of the window, sometimes 
fastened to a piece of beaver board, though this is not 
essential, and a strip of the beautiful flooring is left 
uncovered to give a sort of rug effect, a piece of ribbon 
of some harmonious shade is fastened along the edge 
of the paper “rug” to give it a finished appearance. 
If they do not care to go to the expense of building 
the screens they frequently paste the paper in the 
center of the panels already at the back of the window 
or they just use the paper on the floor and on the tops 
of all the shoe rests in the window. Any way to 
liven up the window by the addition of color in this 
inexpensive form. 

Several varieties of really beautiful and unique 
fancy paper have recently appeared on the market 
as if in response to this need. So many stores which 
felt that any papers heretofore available were too 
cheap looking are now finding papers artistic enough to 
be in keeping with really first-class window work and 
are rejoicing in increased sales through more attrac- 
tive show windows. 





Advance the cash register to the front of the store, 
and make a bid for cash business. The tinkle of the 
cash register is much sweeter music than “Charge it, 
please.” It’s easier to count cash than to collect 
bills. The cash register is an automatic reminder for 
the customer to pay cash. 


Fixing Up the Store for 
$40,000 Gain 


A Small City Merchant Will Improve His Store 
Service to Solve a Big Problem 


The manager of a small city store has got to 
make a gain of $40,000 in business this year. 
His best previous gain was $20,000. So he 
has got to double his best previous efforts. He is. 
calling store service to his aid, all the way- from the 
shiny windows on the front to the bundle wrapping 
department in the rear. 

He will have to get 10,000 more people to come to. 
his store this year than last year, in order to get $40,- 
000 increase in business. That is one-tenth of the 
population of the community in which he does busi- 
ness. 

Hence he is going to advertise more inten- 
sively, not extensively, for advertising costs more 
money than ever before. So every “ad’’ has got to 
hit the bull’s-eye. No waste ammunition! 

He will have to sell $4 worth of goods to each of the ° 
10,000 customers, to make that gain of $40,000. Now 
that’s going some, even with the fair prices where they 
are today. 

A good many people are coming out of that store 
without buying goods even as they come out of many 
another store. The merchant knows this. So he is 
improving his store service, like an automobile driver 
is improving time while the roads are good. 

He is putting in new equipment. He is showing 
shoes in a sales-convincing way. Clerks are making 
every minute golden. Not a customer will come out 
of that store without some sort of a bundle, if the art 
of selling goods can make them bundle carriers. 





Keep an Emergency Closet 
It May Prove Mighty Useful in Time of Need 


To have an emergency closet isn’t a half bad idea. 
Articles for use in an emergency may be kept in it, 
such as a first-aid kit, in case a clerk cuts his finger, or 
a customer gets his foot scratched on a lasting tack. 
Or a lantern, or some candles, may be useful if the 
lights fail. In New York, the other day, the lighting 
systems got put out of commission by a street ex- 
plosion and the store-keepers rushed to the depart- 
ment stores to buy kerosene lamps. If the store has 
no janitor service, a kit of repair tools would make a 
good addition to the emergency closet. Cotton 
waste, cloth, an oil can, and a score or more articles 
which will occur to the merchant according to his 
circumstances may also be added to the emergency 
closet. 





Are you making money on 
Shoe Ornaments ? 


‘TH Fishson Shoe Buckle Catalog shows a 
variety of attractive designs in enamel, 
Sterling and Silverite. Put in this live line 
and make an added profit. Write for the 
catalog today. Our representative will call 
upon request. 


Jenny NN Fishel &-Oons 


126 West 22nd Street, New York City 


DON’T TURN AWAY YOUR CUSTOMERS SUFFERING FROM BUNIONS 


N 
or ENLARGED JOINTS by FISCHE 


Carry an assortment of FISCHER SELF-ADJUSTING 
BUNION PROTECTORS, afford- ON OIE 
ing your customers comfort and PR 
style while wearing their regular 
size shoes. 
It yields you a good margin of 
profit, besides being a_ valuable 
aid in moving your stock. 

# p Ask your findings Jobber or write 


aa withou! Normal appearance of . 
riscres sumon =, guar ted ihe 6 us direct. 


The Fischer Manufacturing Co. Milwaukee, Wisconsin 





Window Trimmers All Over The Country 


are forming up their boot tops with ‘“‘“AJUSTO” Boot Top Forms and 
their overgaiters with ““AJUSTO” Spat Forms. They multiply the 
attractiveness of your windows by giving your footwear that smart 
snappy, smooth, graceful appearance. Quickly and easily adjusted: 
The slide does the trick—it expands the form and removes all un- 
sightly wrinkles. Model No. 2 for A and B width boots. Model No. 3 
for C and D widths. Model No. 5 for Spats, sizes 1 and 2. The cost 
is small but results are great. Only $3.00 the dozen, f. 0. b. Pittsburg, 
Kansas. If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 
DEPT. A PITTSBURG. KANSAS 
Paani ita ~~ (And remember it’s KANSAS) 











Figures on Shoe Repairing 


The Shoe Retailer Should Obtain His Share of 
Increased Business 


Figures are always convincing. A few of them 
will carry more weight than pages of words. Figures 
will prove that the shoe repairing business is there 
for you, there in far greater volume than ever before, 
and that if you do not get it, others will. 

Five years ago the total amount of shoe repairing 
in United States was estimated at $100,000,000. 
Today it is estimated at $300,000,000 per annum. 

This tremendous increase in shoe repairing is the 
result of first, the high price of shoes; second, the 
increased efficiency of shoe repairing machinery. 
It is now possible to do work well and speedily, 
supplying the public demand for “while you wait” 
service. 

More figures—here they are in reference to a 
question that immediately arises in your mind. “What 
will it cost to install a shoe repair outfit that will 
answer my purpose?” The average size outfit 
including stitcher, trimmer, buffer, scourer, jacks, 
patching machine, buffer, tools, etc., will cost in the 
neighborhood of $1,000. Terms are made by some 
companies for as low as $200 down and $15 per month. 

If an outfit is installed, how is it going to be run, is 
the next problem. Concerns manufacturing these 
machines will train operators, and render a main- 
tenance service. The rear of the store, the base- 
ment or a balcony will serve as a place for installation. 
Besure, however, to place a sign on the display window 
calling attention to your shoe repairing. 

Again—more figures—an outfit like the one men- 
tioned can repair 300 pairs of shoes in ten hours. At 
that rate your shoe repair department would run 
about $1,000 per month. 

Besides the money return there are other reasons 
why you should install a repair department. It 
enables you to render the full service to your customer. 
He buys a new pair of shoes. You-can mend his 
old ones at once, and save him an extra trip to the 
repair man; besides, you can tell him just when they 
will be done instead of having to rely on the work and 
material of a repair man outside of the store who is 
beyond your control. 

You are entitled to every profit in a pair of shoes, 
the profit on the original sale, and for two repair jobs, 
which the shoes will ordinarily stand. This continued 
contact with your customer will help to make him 
better acquainted with you. 

There are about 1,000 shoe retailers who have 
installed repair departments. The number is con- 
stantly growing. It is the logical development of 
modern machine methods of quality repairing and 
desire to render the maximum service to one’s cus- 


tomers. 
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Repair Department of Harper Shoe Co., Philadelphia 


Re-Making the Heel Seat 


One Little Repair Job That Will Comfort 
Many Customers 

A 200-pound salesman travels a lot in Boston and 
vicinity. He puts his foot down hard at the heel. 
So he quickly wears out the heel pad, and soon his 
foot rests on the nails of the heel. He doesn’t like 
those nails. So he buys a pair of insoles, cuts the 
heels from them, and skives them down and fits them 
into the heel of the shoe. He does this himself. He 
says that he hasn’t yet found a repair man who can 
do it right. 

Another salesman also wears out his shoes in the 
heel seat. He gets a piece of patent leather, and cuts 
heel seats from that. He puts the leather into the 
heels of his shoes, with the patent side down. The 
warmth of his foot sticks the patent finish to the shoe. 
So he gets a new heel seat in a simple manner. 

There’s a chance for repair men to do some good 


‘work on repairing heel seats. A little publicity 


campaign, advising people not to let their heels rest 
on the heel nails of the shoe, would help. 





Southeastern Shoe Finders 


The next meeting of the Southeastern Leather and 
Shoe Finders’ Association will be held on Monday 
and Tuesday, March 15-16, in Memphis, Tennessee, 
at the Chisca Hotel. A full attendance is desired. 
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For Your Next Window Trim 


TRY 
Mayhew’s Invis- 
ible Top-Tree. 


















This article will 
remove all 
wrinkles from tops 
of shoes; it’s worth 
trying for your 
Spring boots. 


FREE SAMPLES 
Price $6.00 the 


Doz. Pair. 
(24 Trees) 






































WATCH 






W. L. Douglas Shoe Co., Portland, Me. 
Furnished with 
American Interlocking Shoe Store Chairs 







We are coming 
out with a real 
Pump Tree, one 
that will fit them 
all, no sizes, it’s 
adjustable. 







Some of the advantages of these chairs are: 
Greater Seating Capacity—Chairs Interlock. 
Greater Comfort—Spring, stuffed or full-roll plain seats. 
Economy—They cost less and last longer than wooden 
legged chairs. 


AMERICAN SEATING (OMBANY 


CHICAGO, ILL. 
1016 Lytton Bldg. Room ool 19 v Moth St. 


















WATCH 
FOR 


er 


JAMES N. MAYHEW CO., Inc., Minneapolis, Minn. 


NON-POISONOUS Trade Mark Reg. U. 8. Pat. Of. 
TRUCKS 
é6 SILVERSHINE 993 Are a necessity around a factory. They 
are built to give convenience to your em- 
ec ll last a life time; they" re built 
NEW YORK’ S best known and only of sturdy angle steel, menerege braced. 


° . ° Write for catalog ‘F’. It illustrates and 
non-poisonous wie ee and polishing describes our full line of factory and shop 
Cleanser for Silver Slippers. 


Price $4.50 per doz. $48.00 per gross. No, 218 D T C 
Angle Steel Stool Co., Otsego, Mich. 


BY 
NUMBERS 


































trucks as well as our other equipment, in- 
cluding stools, chairs, tables, cabinets, etc. 
Each the leader in its line. 








We will send you 1 doz. Express pre- 
paid; if after trial you will find it not 
satisfactory, you may return it at our 


expense. 
Non-poisonous “GOLDSHINE”’ for 
GOLD SLIPPERS | 

Doz. $5.00. Gross $54.00. | Blind Eyelet 


Shoe Laces 
The laces which have the call this 






















SILVERSHINE COMPANY ' " Spring. Superior quality of mercer- 
127 Duane Street < ee Nas ig sellers. Liberal 











a 


NEW YORK # Ask your jobber. Write us for samples. 


The Narrow Fabric Co. 
READING, PA. 








Agent for LYONS & CO. 
New York and Vicinity 122 Duane Street 
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Your Copy is 
Ready to Mail! 


Right now is the time to send for your free copy of our 
“Guide to Better Window Displays!” 


It’s full of the latest creations in artificial flowers, 
decoratives and wicker-ware—and contains a multi- 
tude of new window display suggestions that will 
prove real business getters. There are so many. 
original conceptions you will find it difficult to choose. 














Simply request your copy on your business station- 
ery—we'll mail it immediately—it will end your 
display troubles! 


The Adler-Jones Co. 


206 S. Wabash Ave. 








CHICAGO 
































Positively 
Prolongs 


the Life ;; 
of Leather 


EEPS heavy leather soft and pliable, thus preenrvinie 
kK its life indefinitely. Work shoes particularly can be made 

to give the wearer greater comfort and satisfaction by 
the use of 


DAV shoe DRESSING 
The Tanner's OwnDressing 


This dressing is a mixture of the same animal oils and greases which 
we put into our heavy leathers to give them life and durability. " @ 
thoroughly protects the leather—making it sbed water and resist 
barn yard acids which destroy the leather fibres. 
Mf, e; 














25c size, $2.00 per doz.; $22.00 per gross 

15c size, 1.25 per doz.; 14.50 per gross 

Samples .50 per doz.; 5.00 per gross 

Recommended faut sold by wet a manufacturers of Heavy s 
Shoes. Shoe Findings and Harness Jobbers. MY ZL 


PFISTER S VOGEL LEATHER CO. 


MILWAUKEE: : - WISCONSIN 
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sone aeus| TIME NOW TO CHECK UP 
eave! ON SHOE POLISH AND SEE 
ee temi's| IF YOU HAVE ENOUGH OF 
waco! ““WHITTEMORE’S” ON HAND 


PASTE. 
































Also Nobby Brown Combination (large) It is no help to your reputation 
Jewel Brown Gemibnation Gm ne as a dealer to recommend good 

4 shoes to your customers and 
fail to mention ‘““Whittemore’s”’ 
as the best polish to use to 
perpetuate shoe beauty and 


| MAK Y wear. 





rs 
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All its name implies. 
Harmless to the finest 
leather and _ fabric 
shoes. The ease witb | 
which this cleaner can | 
be used is a strong | 
inducement to 


inet, 





eee 


This preparation 
for cleansing white 
shoes has always 
been a good seller. 
It is a generous 
quantity of a qual- BOSTONIAN CREAM — The 
ity product. ideal-cleaner for kid and calf. You'll 
yP need a good stock of the brown 
sa = for brown glazed kid and mahog- 
____ any calf—also the cordo-tan for 
cordovan leather. Then there’s the 

white Bostonian for all colors of 
oo Russia calf, vici or dongola 


Whittemore B Bros. Corp., Boston, Mass. fia" ‘ester ited “scotia 
and dark gray and any other color 


i Ask your jobber salesman or write us for complete catalogue |" *"*“°- 





ner meat ald en aaa cee eae oo 


Se he 


“ladies” to buy it. 
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“HUBTIP” “Xo MeMi tie” SHOE LACES 








APPEAL’ TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’ s Women’s or Men’s 
27 in. per gro. Strings J 36 i in. per gro. Strings = in. per gro. one: .. $3.85 
| Sat GR RTE OEE vee. 3.60 gBryil ss 1. 4.30 
Men's 63 in. per ero. Strings... 4.80] G ASSORTMENT CABINET = ASSORTMENT CABINET 


5.26 36 pair 36 in 
F ASSORTMENT CABINET] 34, Pat 36 in 
48 pair 36 in 12 
: ee: ; A ASSORTMENT CABINETI“— 
E ASSORTMENT CABINET] 46 pair 36 in. ORDER A TRIAL CABINET 


36 36 i with 
36 Pt as 7 ars COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 


Shounnncnsnsvevanuonecengnevvsusnncensnsgyvcuosneceegscoconneeceeenesonouseneneegoonoauonneeegagigasnoasseessvevonsonseeen.ocvcsssnseegenoounnsserevasst 
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SHOE RETAILERS— 
Increase Your Profits 


The public demands longer shoe wearability. Thousands of live retailers are already 
“cashing in” on this demand. Very likely—right now—in your locality—more business, 
more customers and more profits await YOU. 


Install a Goodyear Welt Repair Outfit! 


A Goodyear Welt repair outfit remakes worn cludes all the parts necessary for the complete 
shoes. It does not cobble, but rather rebuilds rebuilding of a shoe. The frame is of rigid, 
them, adding months of wear and new appear- substantial construction, which insures smooth 
ance, while retaining the comfort and ease of operation and lasting dependability. Each unit 
the old shoes. People know this. They eagerly can be run separately, thus insuring operating 
patronize shops where Goodyear Welt repairing economy, cleanliness and proper lubrication. Write 
is done. Such shops prosper. Why not decide us—today—for particulars of our various size 
on an installation—now? Outfit illustrated in- outfits, and of our plan. 


UNITED SHOE REPAIRING MACHINE COMPANY 
4 Albany Street, Boston, Mass., and 


80 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill Columbus, Ohio Lynn 

1 So. Market Street 124 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicage Johnson City, N. Y. Auburn, Me. Rochester Marlboro 

1423 Olive Street 301 American Casualty 258 Fourth Street 221 No. 13th Street 216 Chartres Street 
St. Louis Bldg., Reading, Pa. Milwaukee Philadelphia New Orleans 


708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
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5000000 People Each 
Month are Directed to 


Shoe Stores where Expert 
Shoe Fitting is obtainable 


Our National advertising campaign is far away from the 
aim of merely selling Wizards. It is being carried on with 
the definite idea of helping YOU to sell shoes—by offering 
to your public a superior shoe-fitting SERVICE, as a part 
of which relief from foot troubles is assured. 


The campaign has been greatly increased in size. We are 
using large space in Saturday Evening Post and Ladies’ 
Home Journal regularly, to reach 5,000,000 readers monthly. 
They are directed to shoe stores for EXPERT SHOE FIT- 
TING. The idea is emphasized that where Wizards are 
sold there is a satisfactory shoe-fitting service—SHOES 
entirely comfortable can with certainty be procured. 


Think what this means to you! Think of the tremendous Our course in Orthopraxy of the Foot trains your salesmen 
to be experts in relief of foot troubles. Our weekly cut-and- 


force it puts behind YOUR store for building a bigger, copy service fits right into your regular local advertising 


better shoe business. It is broader than mere merchandis- and makes it better SHOE advertising. Our window cut- 
outs, display stands, counter cards, slides, etc., all co- 


ing of a foot appliance. It is COOPERATION WITH ordinate with your local work in advertising your store— 
YOU FOR YOUR BENEFIT—and merits your hearty and while costing you nothing, are a mighty power for 
; Ai ey building up your SHOE business. Let us explain our 
interest and acceptance of the opportunity it affords. plan in detail. 


Wizard Foot Appliance Company 


1707 Locust Street 933 Marbridge Bldg. 
St. Louis, Missouri New York City 


THEY HELP You Buiip A BiGGER SHOE BUSINESS | 
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THE RETAIL TRADE 


Cold Weather Stimulates Sales of 
Winter Merchandise 


A recent sharp down turn in the 
temperature took considerable of the 
developing interest out of the advance 
Spring and Summer styles which were 
being put forward by some of the local 
retail merchants and shoe departments 
and by the same token added interest 
to the offerings of Winter goods which 
were being discounted in order to clear 
up existing stocks. - Aside from this 
the retail situation in the shoe business 
was rather devoid of interest of special 
character. Retail merchants, however, 
are beginning to notice and comment on 
the fact that while their sales show a 
gain in cash over similar preceding 
periods, there is not the same gain in 
numbers of pairs, in fact, in more than 
one instance reports are being made of 
fewer pairs sold, all of which is giving 
rise to conjecture as to whether the 
point of “saturation” has not been 
reached with the public disposed to 
watch outgo a little more closely. It 
has been noticeable for some time that 
the fixed salary class has been practical- 
ly forced to watch expenditures and it 
is becoming noticeable that many of 
those well able to pay high prices are 
not so ready to spend. This leaves 
the pressure of the present demand 
largely to the new rich and to the earners 
of big wages who have not yet re- 
covered from the spending habit de- 
veloped by war conditions. 


IN THE FACTORIES 


Much Activity Noted—Spring Ship- 
ments Being Cleared Up 

In the factories of this shoe market 
there is no cessation of activity and 
there is now every prospect that the 
plants will run steadily through until 
the usual Summer vacation with pros- 
pects of that being minimized very 
materially if advance Fall orders, as 
the men go out, assume anything like 
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News in arts Markets 


and Merchandisi 
ments in America’s Shoe 
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St Louis 
former proportions. The new samples 
are pretty well out of the way and the 
salesmen have very generally been 
posted as to the new season plans and 
prospects from the factory and head- 
quarters view-point. Staple goods 
which are largely handled in the 
country plants are coming forward 
steadily, but it is admitted that more 
labor could be utilized if obtainable. 
The aggregate of output is still only 
about 70 per cent of capacity. The 
shipments for the Spring season are 
being cleared up rapidly by both the 
big in-stock houses and by the specialty 
concerns as well, which latter are be- 
ginning to take on a few more orders 
as they see possibilities of getting the 
goods out of the plants in time for 
retailers’ needs. 


INCREASE OF CAPITAL 


To $100,000 by the Howard-Hulme- 
Dittrich Shoe Co. 


The Howard-Hulme-Dittrich Shoe 
Co. at Carthage, Mo., which was 
recently established to specialize in the 
manufacture of children’s footwear, has 
increased its capital to $100,000, having 
found that the demand for additional 
product as well as the higher invest- 
ment required in these days of high 
prices necessitated greater capital for 
operation. 


AT TEXAS 


St. Louis Well Represented by 
Booths and Addresses 


A number of St. Louisans made ad- 
dresses at the Texoklaha Convention 
in Dallas, Texas, February 23, 24 and 
25. Among them were Frank C. Rand, 
president of the International Shoe Co.; 
Harry Vinsonhaler of the Vinsonhaler 
Shoe Co., and others. A considerable 
number of St. Louis concerns wil] make 
exhibits of their products in connection 
with the convention and will draw in 
the salesmen of the territory to look 
after the displays. 
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NINE STORY BUILDING 


The James Clark Leather Company 
Completes Arrangement 


The James Clark Leather Company, 
now situated at 1601 Washington Ave., 
has completed arrangements by which 
it will be housed in a new building to 
be erected directly across the street 
to the east, on the northeast corner of 
Washington Avenue and Sixteenth 
Street. A nine-story building of modern 
construction will be built on a lot 
100x132 feet with three street frontages. 
The lot and the building will be financed 
by D. R. Francis, American ambassador 
to Russia. Walter G. Battle represented 
the Clark Company in the negotia- 
tions and the structure will be equipped 
with every convenience for modern 
needs. 


IN AUTOMOBILE BUSINESS 


John A. Hutcheson Heads Hutche- 
son Motor Car Co. 


John A. Hutcheson, whose prime 
interest has always been in the retail 
shoe business and who now operates 
an exclusive men’s shoe store in St. 
Louis, has lately taken up a high class 
line of automobiles and will, through a 
company of which he is the head, di- 
rect an agency in automobile row. 
Associated with Mr. Hutcheson will be 
Benj. Rennerd, a Cleveland automobile 
man, and William E. Junge, who has 
been associated with Mr. Hutcheson 
in other ventures. The new concern, 
to be known as the Hutcheson Moter 
Car Co., will have handsome quarters 
in automobile row. 


HOMES AND HOUSING 


Local Association Completes Work- 
ing Out of Insurance Plan 


The Home and Housing Association 
of St. Louis, which is to-build homes for 
industrial workers, for sale to them on 
easy terms, has completed the working 
out of a plan whereby purchasers may 
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Where to Buy 


Women’s Shoes 





ee THAT ARE WINNERS 


HART PMAN SHOE COMPANY 


VERHILL, M 





TIMSON BROS. Inc. 
Beston, Mass. 








PHILLIPS-CRAM CORP. 
NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 


Patent Chrome Hand- 
Turned Pumps, 
17-8 Covered Louis Heel, 
Cc,D. 2-7. 


$4.50 











Tannacecccecensesenceree 


Black Kid Hand Turned Seam- 

less Opera Pumps, cl As Breasted 

ar geagteapemeat eel, $5. 50 

Same in Patent .. . 5.10 
Terms 2%-10, net 30 


BARNETT SHOE CO. 


12 Summer St. Boston, Mass. 








In Stock Boudoirs 


No. 202, ios. + 4 
No. 200, Red 

No. 201, Tan . I 7s 
No. 203, Pink . 1.75 
No. 204, Blue . 1.75 


THE WESTCOTT <WHITMORE co. 


Syracuse, 








High-Grade | Black Boudoirs 


$1.50, $1.55, $1. aan .A1-T5. 81 85 Grad 

Blue, Tan, Red -70, $1.75, $1. 30. 
$1.85, $1 90, $2.00 p 1, 
Terms 3% 10 x = Best workmansbip. 


Clean linings. I heels. Quilted socks. 
THE ORIENTAL BOUDOIR CO. 
69 Eesex St. Haverhill, Mass. 








COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 





Factory, 118 Pheenix Rew 





iBesten Office, 110 Lincein St. HAVERHILL, MASS. 
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take out insurance at the time of their 
purchases and so include them in their 
payments so that in case of death the 
property becomes the possession of 
the heirs. The plan will also protect 
the finances of the company in the 
handling of the time payment plan. 
By the rotating plan of financing the 
company expects to be able to build 
2,000 homes the first year and a total 
of 10,000 ultimately. Large options on 
sites have already been taken and some 
of them have been exercised with a view 
to beginning construction with the end 
of freezing weather. 


BUSINESS CHANGE 


Julius Glaser & Co. Moves to 
1113 Locust Street 

The tearing down of buildings to 
make room for a new $2,500,000 build- 
ing for the Rice-Stix Dry Goods Co. 
has compelled the removal of Julius 
Glaser & Co., handling threads and 
other shoe supplies, to 1113 Locust 
St., just around the corner. The new 
location is larger and better equipped 
for the business of the concern. 


ST. LOUIS NOTES 
Live Wire News of Shoe Men and 
Events 


D. J. Gordon, formerly of the Gaines- 
Gordon Shoe Company, New York 


Milwaukee 


SUBSTANTIAL GROWTH 


Continues—Evidenced by Increased 
Capitalization and New Con- 
cerns 

The healthy state of the boot and 
shoe industry in Milwaukee and vicinity 
as well as the substantial growth which 
it continues to experience is demon- 
strated by the increases in capitaliza- 
tion by many existing concerns and the 
organization of new ones. This was a 
distinct feature of the manufacturing 
business of this territory during the 
latter part of 1919, and it is continuing 
at such a rate that it appears as if 1920 
will exceed even the wonderful record 
of last year in this respect. 


Instances Cited 


Three large and representative boot 
and shoe industries enlarged their 
capitalization in the last few days. The 
Edmonds Shoe Company, which has 
just completed its new plant, raised the 
amount of capital from $350,000 to 


~ $1,000,000, making it truly a “big 


leaguer” of the Quality First Market. 
The Ogden Shoe Company, 1019 Cold 













City, has associated himself with Leo 
Gordon Shoe Company. Mr. Gordon 
will take charge of the selling end of 
the organization. 


Schroeder-Lampe-Goldman Shoe Co.. 
509 N. 12th Street, is one of the lates: 
acquisitions to the St. Louis shoe field 
This company has just recently been 
organized and will carry a complet: 
line of young ladies’, misses’, children’ s 
and infants’ shoes. The members 0! 
the company are H. J. Schroeder 
W. H. Lampe, D. B. Goldman an: 
E. J. Goldman, all of whom were former 
ly connected with Johnson-Baillie Sho. 
Company, Millersburg, Pa., and ar. 
well known to many shoe merchant: 
and buyers. 























J. Cozeman is a late addition to the 
selling force of Leo Gordon Sho 
Company. He will cover Michigan. 







Another new shoe house is the 
Liberty Shoe Company, located in th» 
remodelled building at 1615 Washin:- 
ton Ave. This new house will carry 
regular lines of men’s, women’s ani 
children’s shoes and will specialize in 
novelty shoes for women. They will, 
for the present, cover Southern Illinois, 
Oklahoma, Missouri, Arkansas and 
Texas. The officers are: J. Boonshaft, 
president; J. M. Smith, vice-president; 
N. M. Sterneces, secretary-treasurer. 














Spring Avenue, has fixed its new capital 
at $350,000, an increase of $200,000. 
One of the newest of local industries, 
namely, the Jocelyn Shoe Company, 
2218 Clybourn Street, increased its 
capital stock from $50,000 to $100,000. 

Albert W. Zuelsdorf, proprietor of the 
Milwaukee Shoe Repair Company, 
140 Grand Avenue, is among the 
incorporators of the Twentieth Century 
Burial Shoe Company, having a capital 
stock of $25,000. Charles L. Nair and 
Thomas W. Cushing are associated with 
him in the enterprise. 























INCREASED RAILROAD FACILI- 
TIES 


Business Men Draft Plans—A Big 
Consideration Mentioned 









The remarkable expansion of in- 
dustries in Milwaukee in the past year, 
more especially since July 1, 1919, and 
the brilliant prospects for further 
prodigious expansion of this producing 
center have forced immediate action 
in the direction of providing more ade- 
quate railroad facilities. A new ad- 
ministration elected by the Milwaukee 
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Association of Commerce early in 
February has undertaken the project 
in a Vigorous manner and already has 
created a strong committee of five big 
business men to draft plans. Milwaukee 
is the terminal of two great railroad 
systems, the Chicago & Northwestern 
and the Chicago, Miliwaukee & St. Paul, 
with the Soo Line coming into the city 
on the Milwaukee road tracks. Since 
it is practically impossible to bring more 
roads directly into the city, it is planned 
to construct a municipal terminal and 
belt line around the city, to connect with 
the Chicago outer belt line. One of the 
big considerations involved in the proj- 
ect is that the trackage of the belt line 
will provide hundreds of splendid factory 
sites for new and existing industries and 
relieve the congested condition within 
the city. 


ANNUAL STYLE WEEK 


Second Event Scheduled for March 
8-13 


Retail shoe dealers of Milwaukee are 
working hard to make a big success of 
the second annual Style Week, scheduled 
for the week of March 8 to 13, and 
supported by every retail merchant and 
department store in the city. Last 
year the event was confined to the 
downtown stores, but this year the 
spirit of the thing has been extended 
to the shops in the outlying districts as 
well. At a meeting of the general 
committee of merchants on February 20, 
it was decided to adopt as the official 
slogan, ‘“‘A Style Show for Every Store.” 
Milwaukee wili be made one vast Style 
Show, consisting of special showings in 
every establishment where merchandise 
is sold. Fifteen great banners will be 
spread across the streets in the out- 
lying as well as downtown districts. 
F. H. Stover, one of the leading shoe 
dealers of the city, is serving as chair- 
man of the executive committee. He 
did splendid work last year and is given 
much credit as one of the originators 
of the idea. 


WOODEN SHOES 


Theune Bros. Start Factory at 
Oostburg, Wis. 


To meet the peculiar demands of a 
certain class of trade, a new factory for 
the manufacture of wooden shoes on a 
quantity scale is being erected at 
Oostburg, Wis., by Theune Bros., who 
have been making such goods on a 
small scale for many years. Oostburg is 
the center of a large settlement of 
Hollanders and Belgians in Eastern 
Wisconsin who still cling to the native 
idea of wearing wooden shoes for tilling 
the soil. 
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BADGER BRIEFS 


New Shoe Stores Change in Repair 
Shop Ownership 


A new retail store and repair shop 
is being opened at Augusta, Wis., by 
D. D. Kirks and P. A. Monarsky, who 
have had long experience in both 
classes of business. The shop will be 
equipped with electrically-operated ma- 
chines. They will stock men’s, women’s 
and children’s shoes. 

John Madar, who was engaged in the 
cafe business at Kenosha, Wis., for 
many years, is rebuilding his place of 
business into a men’s furnishing store, 
carrying a complete stock of boots, 
shoes, clothing, etc. The location is 
at 113 Milwaukee Avenue. 

The J. W. Myers Company has been 
organized at Colby, Wis., and will open 
a general merchandise store about 
March 1. The partners are J. W. Myers 
and Elmer Langjahr. Shoes, clothing 
and dry goods will be the principal de- 
partments. 

The Wausau (Wis.) Shoe Repair 
Company, 107 Washington Street, is 
now owned and conducted as Roller & 
Roller. Frank Roller bought the 
interest of B. F. Quade and becomes a 
partner to his brother, Arthur Roller. 


CONVENTION WORK 


Promoted by Wisconsin Retail Shoe 
Dealers’ Association 


The Wisconsin Convention of 1920 
and the National Convention of 1921 
were two leading subjects considered by 
the board of directors of the Wisconsin 
Retail Shoe Dealers’ Association at its 
quarterly meeting in Milwaukee last 
week. The dates of the State convention 
which will be held at Madison, the 
State capital, are August 17, 18 and 19. 
W. G. Schumacher of Madison was 
present and told of the elaborate 
preparations being made by the newly 
organized local merchants’ association. 
The Milwaukee association was tendered 
the utmost co-operation in the workYof 
caring for the big N.S. R. A. convention 
which conies to Milwaukee in January, 
1921. 


Sub Debs in Galoshes 


Chicago Has a New Combination 
of Fashions 


“Sub debs are wearing galoshes,’’ 
writes a Chicago correspondent, and 
Winter boots are staying on the shelves 
of the merchants. ‘Sub debs” is new 
slang for young women of the moment. 
Galoshes is a good old term, coming 
from galosh shoes, and now commonly 
known as arctics. 


Where to Buy 


Women’s Shoes 





WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
a 


L. py eee fw eg co. 
73 South St. Boston Mass. 








QUALITY 
Boudoir Slippers 


and 
Men’s Sli ualit; 
Always. je AM eed 
ABBOTT SHOE CO., No. Reading, Mass. 








HOUSE SLIPPERS 
In Stock 


Baker Shee Co. 
Turn Sole 280 River cies. 
Sizes 24 to 8 Haverhill, 








Turn Comforts—In Stock 








ALGIER SHOE M’F’G CO. 
ier Phoe 


PANS WEN YORE 


Highest Grade Women’s Shoes Turns and Welts 











IN STOCK 


Patent Leather Hand 
Turn Full Louis Heel 
Pump. B,C, D. 2 to7 


$5.50 


LION SHOE CO., INC. 
New York, N. Y. 











umith 
BENCH MADE 


BALLETS MSUMNERSMITH 





CHICAGO 







































































Where to Buy 
Men’s Shoes 
ey ey // ae 
JOHN RPHY 
HOE 
y be 4 -4# 








SMOEMAKERS 
BROCKTON 


















































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
































































PELELO 


Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 

















FoR JIEN 


who care to dress 
well~ ‘~ 


TDBARRYCO 


Brockton, Tass. 









































STYLE and 


m SHOES for MEN 
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| and SERVICE 
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Chicago 


SPRING MERCHANDISE 


Including Pumps and Oxfords— 
French Lasts Have Little Sale 


Many of the Chicago shoe stores are 
featuring new Spring pumps and ox- 
fords in their windows. The- extreme 
short stock of French lasts is apparently 
cutting very little figure in Spring 
merchandising judging from the very 
limited number included in the dis- 
playing. Russia oxfords with welt soles 
and Cuban heels are features on dis- 
play. 

Several prominent stores have di- 
vided up their window space and are 
devoting a section to boots which they 
are closing out at cut prices. 


IN BOSTON 


Dave Davis, Treasurer of National 
Shoe Travelers 


Dave Davis, treasurer of the Na- 
tional Shoe Travelers’ Association, 
spent last week in Boston in connection 
with business for Thompson Bros., 
whom he represents in the middle West. 


CHICAGO VISITORS 


Knight, R. M. Baker and 
Gene Moore 


Wm. Knight, R. M. Baker and Gene 
Moore of Portland, Oregon, were in 
Chicago a few days during the past 
week en route to Eastern markets. 
Mr. Knight is president of the Oregon 
Retail Shoe Dealers’ Association and 
one of the best known merchants on 


Wm. 
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Baker has 
charge of the misses’ and children’s 
departments in the Knight store. Mr. 
Moore is manager of the shoe depart- 
ment of one of the largest department 
stores in Portland. 


the Pacific Coast. Mr. 


LOCAL TRAVELING MEN 


At Factory Getting Fall Samples— 
Will Start March 1 


The traveling men of Chicago shoe 
factories are coming in to get thei 
Fall sample lines and will start on their 
trips about March 1 as usual. 


BI-MONTHLY CATALOG 


Of In-Stock Styles Issued By 
Novelty Shoe Company 

This year the Novelty Shoe Company, 
32 South Wells Street, Chicago, is 
deviating from its former policy of 
issuing an in-stock catalogue once each 
season and is instituting a new policy 
in the presentation of its lines to its 
customers. On account of the keen 
interest in present day styles and the 
constantly changing style tendencies, 
Dave W. Saifer, sales manager of the 
Novelty Shoe Company, has decided 
to issue at regular intervals of every 
two months a completely illustrated 
style book which will show the latest 
developments in footwear fashions. 
Among other features contained in 
this book there will be complete list- 
ing of in-stock merchandise. The first 
edition of this book will be ready for 
distribution March 1. 





Cleveland 


TRADE CONDITIONS 


The Bad Weather Retards Sales of 
Spring Footwear 


Retail shoe merchants in this city 
report a drop in the volume of business 
in the last few weeks. They blame the 
condition to the weather rather than 
to any change that means a general 
business slump. 

The Winter has been the severest 
Cleveland experienced in many years, 
followed by a thaw that brought sloppy 
sidewalks and muddy streets last week. 

Dealers assert that the weather is 
such that the consumer is not ready to 
buy a new pair of oxfords and venture 
out in them; nor is the consumer 
going to invest in a new pair of boots 
at this season of the year. The result 





is a tendency to get along on the shoes 
at hand temporarily. Many are still 
buying rubbers and arctics, and these 
goods have enjoyed an abnormal 
demand. 


AT POCOCK-WOLFRAM’S 


New Pumps Shown with Spats in 
New Shades 


At the Pocock-Wolfram store it was 
argued that extreme novelties in colors 
would not be so popular in the coming 
Spring as they were in the previous 
year. At this store the management is 
preparing for a big run in black, tan 
and satin low shoes. The buying has 
been confined largely to these colors. 
This store, when certain improvemen's 
under way are completed, will be on: 
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of the handsomest and most com- 
modious shoe stores in the country. 
At this store they are showing new pat- 
tern pumps in patent or dull kid. 
They are almost as plain as an opera 
pump and yet with a touch of variety 
to bring them in harmony with the 
tailored costume. The lightweight sole, 
the high arch and the full French heel 
all combine to make a well balanced 
pump. In order to help along the sale 
of the pump now that the weather is 
inclement, spats are shown. They have 
pearl buttons, invisible buckles and ere 
in new Spring shades. 


AT HIGBEE’S 


A List of the New Spring Offerings 
Noted 


At the Higbee Co. shoe department 
among the women’s new Spring shoes 
shown are the following: Carlton pumps 
of rich black mat kidskin with one 
eyelet bow effect, turned soles and full 
Louis heels; walking oxfords of brown 
kid, with welt soles and perforated tips. 
These are shown in 1% inch military 
or 1 3-4 inch Cuban heels; dress ox- 
fords of black mat kid in four eyelet 


model. These are designed in blucher 
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effect, are welt oxfords with full Louis 
covered heels; pump of black satin in 
new model to be worn with or without 
buckles for street or evening wear. 
Turned soles and full Louis heels are 
other features; patent dress pumps in 
plain pump effect with turned soles 
and full Louis heels; walking oxfords 
in black kidskin, black or brown calf- 
skin with 14% to 1% inch Cuban heels; 
black kid oxfords with welt soles and 
full Louis heels; five eyelet effect with 
plain toes; patent leather pumps with 
short vamps, turned soles and full 
Louis heels. 


OTHER STYLES 


For Spring Noted at Chisholm’s 
and the Ames Co. 


At the Chisholm Stores the display 
is largely of one and two eyelet pumps. 
Black suede, patent and kid, with a 
plentiful sprinkling of tans are to be 
seen. 

At the Ames Co. new oxfords with 
four-inch vamps and slender French 
heels may be seen. Copper brown 
calfskin is the color featured. The shoe 
is blucher cut with specially designed 
arch and effect to fit the ankles. 


& Francisc 
Mr. Katschinski states that the plan 
was indorsed by the various convention 


heads in Boston and has been forwarded 
to Attorney-General A. Mitchell Palmer 


“A SHOE PARTY” 


Local Shoe Merchants Help Furnish 
Footwear for Needy Children 


A “Shoe Party” for needy children 
of San Francisco was an interesting 
feature of the month of January. Under 
the combined auspices of the San 
Francisco retail shoe merchants, the 
Associated Charities, the Affiliated 
Catholic Charities and the ‘‘Examiner”’ 
a fund was gathered together which 
purchased $2000 worth of new shoes 
which were distributed to some of the 
needy children of the city at Polk Hall 
in the Civic Auditorium on January 17. 
Competent shoe clerks were provided 
free of charge by the various retail shoe 
establishments who fitted the children 
properly and saw that holders of tickets 
entitling them to shoes were given the 
necessary attention. 


VIGILANCE COMMITTEE 


Advocated by A. Katschinski of 
Philadelphia Shoe Company 


Upon his return from Boston, where 
he attended the National Shoe Retailers’ 
Convention, A. Katschinski, of the 
Philadelphia Shoe Company, advocated 
plans for the formation of a Vigilance 
Committee to “Police the shoe business.” 


for approval. It is Mr. Katschinski’s 
opinion that 99 per cent of the shoe 
merchants in the country are honest 
and that the members of the trade 
making up that 99 per cent proposed to 
find out if the other one per cent were 
profiteering. 


NEW SHOE STORE 


Pechner’s Shoe Den to Open Here 
March 1 

A new shoe store is to be opened in 
San Francisco about the first of March 
at 695 Market Street, to be conducted 
at Pechner’s Shoe Den. The shop’s 
specialty will be tbe original Packard 
shoes for men. 


FLORSHEIM STORE 
Second Establishment Opened at 
120 Powell Street 
The second Florsheim shoe store 
was opened during the early part of 
February at 120 Powell Street. The 
new shop is exceedingly attractive 
in appearance and enjoys one of the 
best. locations in that section of the city. 
Two large windows admit of unusual 








Where to Buy 


Men’s Shoes 























Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Sh Factory Salesroom 
Abovethe Mark Breckton New York, N.Y. 








THE “TOQUGAS” sHOE 


BETTER THAN THE BEST 
Strengthen line with the fast-selling 
= we can send you. In stock. 

le 


GEO. N. TOUGAS SHOE CO. 
161 Summer St., Boston 








FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons. 
Maximum style at minimum price. 
FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 








Stock Dept. 5 ¢¢% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Where to Buy 


Men’s, Women’s and Children’s Shoes 
and Rubbers 




















Our Turn Shoes page re 


SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., Brooklyn, N. ¥. 


Boston Offi 207 Easex St. 
G. W. PFEIFFER, Rep. 
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| Where to Buy 


Children’s Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















WC. G@ood¢cer 


Manufacturer of 
Children's Dlexible Durn Shoes 
89 Allen St., Rochester, V->7 















SOFT SOLES 
A Wonderful Line for the 
Wholesaler 





in 
and colors, 1 — 
and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mass. 








Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 








“ELAM?? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. Y. 











H.H.FREELAND 








Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


H &Co. 
enry Kleine 











UESTIONS 
ANS ED QUICKLY 


in ‘‘Where to Buy” columns—a 
growing directory for all the trade, 
answers briefly to cur- 








rent problems in merchandising. 
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display facilities. The color scheme 
of the store is gray and white. 


REGAL NOTES 


Excellent Business Reported—New 
Store Front at Seattle 

R. H. Hibberd, manager of the 
Pacific Coast Regal stores, reports 
excellent results from the San Francisco 
store in regard to 1920 business. The 
Seattle store of the Regal company is 
now being remodeled and renovated 
throughout. A new front will be in- 
stalled among the numerous improve- 
ments. Mr. Hibberd states that the 
alterations will be completed by the 
first of March. 


EMPORIUM NEWS 


Managers Back from Boston—Con- 
gratulations to Hatfield 


H. Grossman, manager of the Em- 
porium Shoe department, arrived in 
San Francisco shortly after the first of 
February after a two-months’ pur- 
chasing trip. H. A. Marks, head of the 
basement shoe department, and Miss 
K. Roche, manager and buyer of the 
Children’s department, returned at the 
same time. All three attended the 
National convention at Boston. 

F. D. Hatfield, floor manager of the 
Emporium shoe department, is re- 
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ceiving the congratulations of his many 
friends and business associates on his 
recent marriage to Miss J. Foley of this 
city. Mr. Hatfield has been a member 
of the Benedicts’ club since January 24. 


PACIFIC COAST BRIEFS 


Regarding O’Connor, Hill, Tieburg 
and Heim’s Shoe Store 


Billy O’Connor, manager and buyer 
of the women’s shoe department of 
the Philadelphia Shoe Company, is 
back after a purchasing trip to the 
Eastern market. 

Jake Hill of Hili Bros. Shoe Com- 
pany, Spokane, Wash., recently spent 
several weeks vacationing in San Fran- 
cisco. Mr. Hill was a guest at the 
Travelers’ luncheon. 

Paul Tieburg, managing director of 
the Royal Shoe Company of this city, 
has been spending the last month in 
the East, attending the Shoe Fashion 
Show in Chicago on January 8, where he 
made an address, and the National 
convention in Boston. 

Heim’s Shoe store in Powell Street 
has been undergoing a period of re- 
modeling and is now completed. The 
interior is greatly improved in ap- 
pearance and Mr. Heim has made 
several important additions to the 
stock. 


Haverhill 


DEATH OF FORMER SHOE 
MANUFACTURER 


Prominent Citizen of Haverhill 
Passes Away 


General Stephen H. Gale, formerly a 
leading shoe manufacturer of Haverhill, 
died last week at his home in this city 
in his 74th year. Until recently, 
General Gale resided in Exeter, N. H., 
where he removed 25 years ago when 
he established a shoe manufacturing 
business in that town. He retired 
about 12 years ago from active business. 
He leaves a daughter and five grand- 
children. General Gale was born in 
East Kingston, N. H., in 1846. At the 
age of 17 he came to Haverhill and 
entered the employ of William M. 
Chase, a shoe manufacturer, as assist- 
ant bookkeeper. He acquired a 
knowledge of the business, and about 
a year later he was employed by his 
brother, John E. Gale, who was then 
manufacturing shoes in Haverhill. In 
1864, with the assistance of his brother, 
he began making shoes with a small 
capital, cutting the uppers and sending 
them to adjoining towns to be made up. 





In 1869 he formed a partnership with 
his brother, John E. Gale, to manu- 
facture shoes under the name of Gale 
Bros. The business continued until 
1884 when a factory was established in 
Exeter, N. H. 

General Gale took over the manu- 
facture of the Exeter plant, the con- 
cern being known as the Exeter Boot 
and Shoe Company. Six years later 
the Exeter factory was doubled in 
space and the Haverhill business trans- 
ferred there. The Gale Shoe Company 
of this city is the outcome of the former 
concern. 


HEEL MANUFACTURERS’ 
MEETING 


Banquet and Election of Officers 


The Haverhill Wood Heel Manu- 
facturers’ Association held its annual 
banquet in this city on February 16. 
The following officers were elected: 
President, Sidney C. Baker; vice-presi- 
dent, William P. R. Estes; treasurer, 
B. N. Witham; secretary, Arthur 
Mullen. Following the banquet the 
new officers were presented by the re- 
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tiring president. President-elect Baker 
spoke briefly in appreciation of the 
honor conferred upon him. An enter- 
tainment concluded the evening’s pro- 
gram. 


REPRESENTING WOMEN’S 
WELT CONCERN 


Salesmen Out with Fall Lines 


W. P. Merrill will represent the 
coming season Welch, Moss & Feehan 
Company of this city, taking this line 
of women’s welts in connection with 
the Bliss & Perry line of women’s 
turns which he has previously repre- 
sented. Mr. Merrill will cover Michi- 
gan, Indiana, Illinois, Iowa, Wisconsin, 
and Minnesota, also Kansas City and 
Omaha. This is his first season with 
Welch, Moss & Feehan Company. 
He says the line looks mighty good to 
him. 


BOXMAKING A PROMINENT 
INDUSTRY 


Numerous Plants Established in 
This City 


Haverhill is one of the leading cities 
in Massachusetts for the manufacture 
of boxes. These include both paper and 
wooden containers. A large part of the 
output of the nine box manufacturing 
plants in this city is taken by local shoe 
manufacturing concerns. A_ recent 
advance in the wages of Haverhill 
boxmakers gives them for the next year 
an increase of practically 25 per cent 
over former wages, with an arbitration 
clause included in the agreement as a 
means of avoiding labor troubles. 
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WILL SEPARATE FACTORIES 


Concern to Divide Production of 
Heels 


W. E. Bixby Company, a long es- 
tablished concern in this city, making 
heels and leatherboard, will remove 
part of the business to Athol, Mass., 
where they have purchased a factory. 
The members of the firm are Messrs. 
W. E. and George S. Bixby. They are 
one of the oldest concerns in New Eng- 
land in their line of work and prominent 
in the business life of Haverhill. 


REMOVE TO NEW QUARTERS 


Cut Sole Concern Has Changed 
Location 


Howe & Fenlon, manufacturers of 
cut soles, who have been for several 
years located at 52 Washington Street, 
have removed to larger quarters on 
Wingate Street. The store which they 
vacated is to be occupied by C. H. 
Seavey. 


TO MANAGE BOSTON STORE 


Retail Shoe Man Will Locate 
Elsewhere 


William J. Desmond, until recently - 


manager of a local retail shoe store in 
this city, has taken a position with the 
Vorenberg Shoe Company, a retail 
shoe house of Boston. Mr. Desmond 
was, for 23 years, a clerk in the Butler 
& Holmes retail store of this city, and 
for three years was manager of the 
shoe department of the Simonds & 
Adams department store. 


Brockton 


BUYER FROM SOUTH AFRICA 
A Visitor from Far Off Land 


P. Rutovitz of Pretoria, South Africa, 
was a visitor in Brockton last week. 
He is a native of South Africa and 
received his education in England. He 
recently arrived in the United States 
for the purpose of buying shoes. The 
fact that America is now a large exporter 
of footwear caused Mr. Rutovitz to 
visit the United States on a buying 
expedition. He called at several of the 
local shoe factories and later will visit 
shoe cities in New York and other States. 
Mr. Rutovitz expressed surprise at the 
high prices prevailing in this country 
and said that goods are much cheaper 
in South Africa. Notwithstanding this 
fact, he said, the purchase of shoes 
from the United States was necessary 
because there is no other country thet 


is now prepared to meet the require- 
ments of the South African trade. 


SALESMEN FOR BROCKTON 
CONCERN 


Will Cover Territories the Coming 
Season 


C. A. Eaton Company have their 
line of Fall samples in the salesmen’s 
hands and their representatives are 
starting out in their respective’ terri- 
tories with Spring line of Crawford 
shoes. These traveling men and their 
territories are: M. W. Belcher, New 
England; Fred S. Brill, New York 
State; Sidney J. Zeffert, Pennsylvania; 
I. D. Zeffert, New York City and New 
Jersey; W. H. Mairs, Maryland, 
Virginia, West Virginia, and North 
Carolina; Tinsley Ragland, South Car- 
olina, Georgia and Florida; W. M. 
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95 South Street, Boston 
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Where to Buy 
Engraving, Printing and Dies 

















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out Dt of ad and mail for yy of 
jpecial Printing Service for 
— the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 














Where to Buy 


Shoe Cuts 

















orrex FREE USE 


Of Shoe Cuts, Covers, Se, for your 

Booklet, Catalog or Folder if lace the 

priatiog with us; or we will Sell we Electron ot 
SEND FOR FULL PARTICULARS 

N. H. GROVER CO., R 63, 161 Summer St., Boston 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
eed journal in the world pub- 
hed for the shoe merchant. 
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Wiggers, Kentucky, Tennessee and 
Illinois; S. S. Marlin, Alabama, Missis- 
sippi; J. J. Buckley (a new representa- 
tive this season), Southern Missouri, 
Arkansas and Louisiana; Al Wiskochil, 
Michigan; J. J. Kaltenbrun, Ohio, 
Indiana; N. D. Loud, Missouri, Kan- 
sas, Nebraska; S. G. Wright, Western 
territory; J. B. Harper, Northwest; S. 
Hamilton, Kentucky, Tennessee; John 
La Prelle, Oklahoma, Northern Texas; 
J. Talbot La Prelle, Texas; Phil H. 
Harris, Pacific Coast. 


DOLLING UP CUBA 
Fancy Footwear for the Island 


That the men of Cuba will go the 
limit as regards fancy footwear is 
evident from an order for several 
hundred pairs of this class of goods 
which is going through one of Brock- 
ton’s factories. These are on bal and 
oxford patterns, of white buck with 
trimmings of either patent or dark 
brown calf. These trimmings are em- 
bellished with 12 rows of stitching from 
the tops to the throats of the vamps 
and have numerous perforations as well. 
The shoes will answer the most insistent 
call for loud footwear. ‘“‘Sporting men 
of Havana and other cities in Cuba will 
wear these shoes,’’ said a member of 
the Brockton concern, “‘and will pay 
the retail merchant from $20 to $25 a 
pair for them without making .a bit 
of fuss.” 


TO BUILD FACTORY 


Plant to Be Constructed the Pres- 
ent Year 

The Puritan Shoe Company, one of 
Brockton’s young shoe manufacturing 
concerns, will, in the near future, build 
a five-story factory of modern mill 
construction. The land on which the 
new structure will stand is directly 
opposite the firm’s present location on 
North Main Street. The new building 
when completed will have a capacity of 
about 125 dozen pairs daily. It will be 
of reinforced concrete with large win- 
dows to admit light on all sides. The 
officers of the Puritan Shoe Company 
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are: President, Constantine Condikey; 
vice-president, O. F. Emery; treasurer, 
Charles M. Counelis; secretary, C. G. 
Fields. Salesmen have been engaged 
to cover the retail trade the coming 
season as follows: T. M. Bernstein, 
New York City; P. J. McNally, 
Kansas, Iowa and Nebraska; Wallace 
Gay, Southern States; B. N. Mooney, 
New York State and Pennsylvania; 
O. F. Emery, New England. 


CUBAN DEMAND FOR SHOES 


Reported as Good by Returning 
Manufacturer 

Samuel Stone of the Liberty Shoe 
Company of this city recently re- 
turned from a month’s business visit 
to Cuba. Mr. Stone says that his trip 
was successful as regards the securing 
of orders and that he was favorably 
impressed -with Cuba as a market for 
men’s goods. While on the Island he 
made arrangements for local represen- 
tation of the Liberty Shoe Company’s 
line of men’s footwear. 


SHOEMAKER—PAINTER 
Self-Taught Artist Who Works at 
His Trade 

W. L. Heffernan, a Brockton shoe- 
maker, is also a successful landscape 
painter. Although practically a self- 
taught artist, he has recently had the 
honor of having some of his paintings 
exhibited at the Brockton Public 
Library. He is a shoemaker, working 
regularly at his trade. While he carries 
art as a side line, as it were, he is never- 
thelesss counted, in local art circles, as 
a coming landscape painter. 


COMBINATION LASTS _ 
In Fall Lines of Men’s Shoes 


Brockton manufacturers are paying 
special attention in their Fall lines to 
the showing of combination lasts in 
men’s welt samples. These shapes 
have been demonstrated as thoroughly 
practical from the fitting as well as the 
style standpoint and* merchants will 
take special interest in them for the 
coming season. 


Charleston, 8.C. 


RETAIL MERCHANTS START 


Campaign on Drop Letter Postage 
and Advertising 


M. A. Condon, of James F. Condon 
& Sons, president of the Retail Mer- 
chants’ Association, announces that 
the association is inaugurating a cam- 
paign that, if successful, will mean 


much to all retail merchants in all lines. 
The movement is for a one-cent drop 
letter rate. The executive committee 
will hold a meeting at an early date 
and if the plan is endorsed, which is 
practically certain, the matter will be 
immediately taken up with Senator 
Dial, of this state, who is a member 
of the post office committee. 
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The association is also planning to 
put on an extensive advertising cam- 
paign. Funds will be provided to pay 
for display advertisements in the 
country papers, calling attention of 
rural residents to the advantages offered 
by Charleston merchants in all lines, 
whether shoes or clothing. 


THE RETAIL TRADE 


Business Satisfactory — Spring 
Goods Arriving on Time 


Local shoe merchants are experienc- 
ing the usual dull period between sea- 
sons just now, though all report that the 
amount of business being done is very 
satisfactory. Shipments of Spring goods 
are arriving and are now being placed 
on display. It is stated that shipments 
are arriving according to contract, and 
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the outlook for a splendid Spring 
trade is excellent. 


CHARLESTON BRIEFS 


Morris Ellison in North—Hanover’s 
New Home 


Morris Ellison, of the Ellison Shoe 


Stores, is now visiting the Northern 
markets in the interests of his house. 
This concern specializes in the John 
Kelly shoes for women, and the With- 
ams, Kneeland and Crawford shoes for 
men. This store enjoys a lucrative 
patronage, being one of the most popu- 
lar shoe establishments in the northern 
section of the city. 

The Hanover Shoe is now occupying 
a new home, having recently moved to 
349 King Street, the change being made 
necessary through the sale of the 
premises formerly occupied by them. 


Boston 


PRICES AND SUPPLIES 


Spring Season Starts With Sound 
Trade Conditions 


Prices and supplies of shoes are lead- 
ing topics in Boston market. Many 
different opinions are expressed in 
regard to each one of them. A maker 
of fine kid shoes for women will ad- 
vence his prices $1.00 a pair for the 
coming season. A maker of men’s 
shoes says that he will shut down his 
shop before he wi'l increase the price of 
his shoes a cent, either through ad- 
vances in prices of leather or labor. 


The advance in the prices of fine kid 
shoes may not be a fair barometer of 
the general market, for it appears that 
such shoes are only a small percentage 
of the total number of shoes worn by 
the great and general American public. 
One tanner recently remarked that 
only five per cent of his product is made 
up of leather suitable for fine shoes, and 
that the remainder is suitable for me- 
dium and low price shoes. 


SALESMEN ON TRIPS 


Predictions for Summer, 1920, Are 
Optimistic 

Salesmen are out with samples for 
the coming season. But reports as to 
how they find the retail merchants 
have yet to come in such volume as to 
make a reliable barometer of market 
conditions. There sre men of caution 
these days; also there are men who be- 
lieve that the shoe trade has been ad- 
vanced to high standards, and that it 
will maintain these standards during 
1920. 


The coming Summer, by the way, 
will be a big one in Boston market, for 
the buyers will come to Boston to buy 
shoes, and many of them will bring 
their families to look over New England 
300 years after the Puritans came over, 
wearing buckle shoes, the original 
colonials. 


EASTER DISPLAYS 


Being Made Ready—-St. Patrick’s 
Day Sales, March 17 


March begins the Spring, unofficially, 
but shoe merchandisely, in Boston. 
Merchants are showing advance Spring 
novelties, and are getting ready for 
elaborate Easter displays. St. Patrick’s 
Day sales come in the middle of the 
month. They will be a strong feature 
in Boston. 


FASHION WEEK 
Is Scheduled for March 8 to 13 


The ‘Fashion Week in Boston” 
comes March 8 to March 13. Lively 
and leading merchants will co-operate 
in brilliant displays of Springtime 
styles, and some of the shoe merchants 
expect that they can show some new 
shoe styles that will be even more 
attractive than the Easter hats. There 
will be an extensive publicity campaign. 
“Do your Easter shopping early’’ will 
be one of the slogans. 


RUBBER SHORTAGE 


Belated Snowstorm Causes Big 
Sales of Arctics 


A belated snowstorm delayed the 
parting of the seasons in Boston shoe 











Where to Buy 


Miscellaneous 











SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 
F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
i Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes too. 


A. H. Riemer Shoe Co. 


MILWAUKEE, WIS. 
Established 1887 





Manufac 
OF 8 A ok EREES 
Exclusive ~ ? y 


D. Ww. COULTAS CO. 





THE BEST IN 
Detachable Pump Straps 


(Many Styles and Designs) 


LEATHER BOWS 
Covered Buckles Colonial Tongues 
Beaded Buckles 


THE VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 








Accounts of Shee and Leather Firms Solicited, 


41 BEDFORD STREET, BOSTON 











ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 

to latest fashionable and permanent cordovaa 

shades. NO PAINT! 

Write us for full information. Send pair for 

“show.me” demonstration. It will pay you! 

on SESS PPTL. 
en ton St. 

ton, Mass. 





1lO2 W 34° St 


an 


1e mark of 
reTerelemerelemsiicarirn, 
ever since l9Q5 


L. ALTERSON & CO. 


New York City N.Y. 








DISPLAY MEN 


Whatis “WIN-DECO”? 


100 wonderfully attractive, novel s 
ferent fans papers fox windows, (floor and b back: 
ments, ete. Free samapies Will prove it. 
WIN-DECO DISPLAY PAPER CO. 
93A Federal St, Bosten, Mass. Axencies Wanted 
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Where to Buy 


Miscellaneous 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 
14-inch boots, high lace 
boots and shoes. Write 
for catalog. 

REECE SHOE COMP,ny 
Columbus, Nebraska 


vow ERE'S A BOOK YOUJNEED! = 


The er book of its 





kind! Get it today 
—$2.00 post paid. 
FRANK P. TAYLOR 
381 Washington St. 
BOSTON, MASS. 
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Where to Buy 


Shoe Polishes 




















ae 
Best In Thetr Class 


WHITE Wea 


CREAM UNBURNABLE 


for white buck, ete. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 











The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Ce., Inc. 
67-69 Murray St. 
New York 














Where to Buy | 


Shoes at Auction 


W 
— ——— 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday’and Friday 











markets. There simply weren’t enough 
rubber shoes to go round. Even snow- 
shoes were all sold out by many a 
store. Judging from what wholesalers 
say, a million and more arctics could 
have been sold over and above what has 
been sold. 


RUBBERS AND FELTS 
Sales of Them Both Go to the Peak 


A hundred cases of arctics were put 
into a Boston wholesale store the other 
afternoon. Within half an hour they 
were all sold. A retail merchant went 
to a New England maker of rubber 
footwear for some women’s arctics. 
“I could sell 500,000 pairs if I had 
them,”” the manufacturer replied. A 
Boston business man stopped at all the 
stores from his office to his suburban 
home, seeking a pair of arctics for his 
wife, and he sought in vain. 


Rubber Men Cheerful 


These instances give an idea of the 
way in which rubber footwear has suld 
in Boston market this month. The 
production of rubber footwear was as 
large as ever. The sales were larger 
than ever. That’s because the big 
storms came down. Arctics sold best. 
Many rubber boots also were sold, 
especially in the small town stores. 
The workers on railroads and streets 
also bought many rubber boots. Sales 
of light rubber also were good. 

The rubber men feel pretty cheerful 
over business so far this year, and they 
are saying that the sales of their rubber 
sport specialties for Summer will be as 
big as their sales of arctics and rubber 
boots in Winter. 


Felt Shoe Sales 

Felt shoes also have sold exceptionally 
well lately. The demand for them has 
been growing steadily the past two 
years. This stormy Winter started a 
demand for them in Boston and New 
England, for people stayed at home, 
after the day’s work was done, and 
exchanged their rubber footwear for 
fireside comfort shoes of felt. 


EDISON-ROSEN SHOE CO. 


**The Right Shoes, at Right Time, 
at Right Price”’ 

This is the slogan which the newly 
formed Edison-Rosen Shoe Company 
adopted when it opened its doors to 
the shoe people of the world. 

H. Edison of Boston and Atlanta, 
Ga., and George H. Rosen, heretofore 
connected with several of Boston’s 
largest jobbers, form the personnel of 
the new firm. Mr. Edison was the H. 
Edison of the well-known Edison Shoe 
Company. It is his years of wholesale 
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and large-scale retail operations, coupled 
with Mr. Rosen’s wide experience in 
every phase of the wholesale shoe 
business, which gives the concern a 
complete understanding of every need 
of the trade; and it is that under- 
standing based on those years of success- 
ful experience which enables the new 
company to deliver “the right shoes, 
at the right time, at the right price.’ 

The Edison-Rosen Shoe Company, 
with a general line of shoes, is catering 
especially to the mail-order department 
store and large retail trade—and on the 
large quantity and small profit margin 
They are located in one of the 
most convenient spots of the Boston 
shoe market, on the street floor of the 
Albany Building, just opposite the 
United States Hotel. 

A cordial invitation is extended to 
all visitors to the local market. 


ELIOTT SHOE CO. 


Will Move into Larger Quarters at 
677 Atlantic Ave. 


The Eliott Shoe Company have 
found their present quarters at 210 
Lincoln Street of inadequate size to 


‘handle the ever increasing amount of 


business. They are about to move into 
larger quarters at 677-679 Atlantic 
Ave., opposite South Station and near 
the Hotel Essex, having added facili- 
ties which will bring to a state of actual- 
ity an aim to continually develop and 
improve the already demonstrated 
good service of the company. 


Policy of Development 


This policy of development and im- 
provement is reflected in the business 
acumen of Morris I. Eliott, president 
of the organization. Mr. Eliott, for a 
number of years previous to 1917, con- 
ducted a retail shoe establishment 
at New London, Connecticut. In 
1917 he came to Boston with the 
purpose of establishing a distributing 
agency. Mr. Eliott has had a phenom- 
enal success, having built up his busi- 
ness from practically nothing to a 
million-dollar organization in the short 
period of three years. 


David M. Kasanoff 


David M. Kasanoff, treasurer of the 
organization, has been a resident of 
Boston for the past thirty years. He 
is owner of the Kasanoff Baking Co., 
and for the past eight years he has been 
a trustee of the Medfield State Hospital. 
Mr. Kasanoff was one of the first 
incorporators of the Grove Hall Savings 
Bank and is now one of the institution’s 
directors. During the war, Mr. Kasa- 
noff voluntarily gave his services to the 
Massachusetts Food Administration 
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Rissa Bal: 


STYLE 
No. 967 


Price $9.25 


i#i Rough weather calls’ for sturdy shoes. Brogues are jf 
| popular as wear-without-rubber shoes. Replenish your ff 
l| stock from the “Barry” line. Hlere’s a good one. Im- 
#} mediate deliveries. Order today. Single pairs 25c extra. 


~T D. BARRY COMPANY 


BROCKTON, MASS., U.S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. 
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will establish this new, attractive, 
business-getting department in your 


store. 


DR. POSNER’S | 
Scientific HOSIERY— 


‘“‘As good as the shoes and 
completing the service they 


chandise offered to the trade—at 
prices which are 33% lower than 


factory cost. 


Carried in Stock for “‘size-ups’”’ —% 
dozen boxes, each pair in a separate, 
sanitary envelope. } 





Find out why so many shoe 
stores are pushing this line. 


| render.’ | 
The finest line of specialized mer- : 











DR. A. POSNER, SHOES, INC. 


140 West Broadway, NEW YORK CITY | 


Factory: Roebling and Hope Streets, Brooklyn 








Trade Mark 
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Board. Throughout the country’s 
emergency he was the deputy and right- 
hand man of Henry B. Endicott. 


Direct. Exporting 


The Eliott Shoe Company not only 
distribute shoes all over the United 
States, but have gone quite extensively 
into‘ direct exporting. At present, due 
io the disturbing exchange situation, 
their foreign trade is being confined to 
those countries having the more normal 
xchange. 


VISITOR FROM NORWAY 


Viember of Foreign Shoe Trade in 
Town’ 


Karl Aslaksen of Stavanger, Norway, 
who represents in that country Wall, 
Streeter & Doyle Company, of North 
Adams, Mass., and Plant Bros. Com- 
pany of Manchester, N. H., was in 
this city recently on a business visit. 
Mr. Aslaksen is a native of Norway, but 
resided in Michigan for ten years. 
He has, however, spent the past few 
vears in Norway. He formerly repre- 
sented English lines of shoes, but is 
now identified entirely with American 
made footwear. On this point, he 
says: ‘“‘Norway is much in favor of 
American shoes and they sell better in 
our country than shoes made elsewhere. 
Shoes made in the United States have 
the style as well as the quality which 
please our trade.”’ 

Regarding the exchange rates be- 
tween the United States and Nurwegian 
money, Mr. Aslaksen says: “In normal 
times an American dollar cost 3 kroner, 
72 oere. Now the American dollar 
represents 5 kroner, 85 oere in Norwe- 
gian money. This, of course, is un- 
favorable from the standpoint of Nor- 
way, but we believe that in the near 
future this condition will much im- 
prove. I am doing a good business with 
Norwegian concerns in selling American 
footwear and expect its continuance 
during the present year.”” Mr. Aslak- 
sen is an old subscriber to the “Boot 
and Shoe Recorder” and is appreciative 
of the assistance which he obtains 
from its columns. 


WASHINGTON BIRTHDAY 
SMOKER 


Held by Boston Shoe Travelers’ 
Association 


On Saturday, February 21, the Boston 
Shoe Travelers’ Association held, in the 
large dining room of the Boston Shoe 
Trades’ Club, the final of a series of 
luncheons and smokers which have been 
conducted during the season. About 
100 traveling men were present. They 
partook of a good lunch and listened to 
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some excellent addresses. Guests of 
the afternoon were Waldo M.: Oakman, 
president, and Dave Davis, vice-presi- 
dent, of the National Shoe Travelers’ 
Association. 

There was an excellent musical en- 
tertainment followed by addresses. 
President Sid L. Curry of the Boston 
Association presided. Rev. Chester J. 
Underhill of the First Baptist Church 
of Lynn, who served as Chaplain of 
the 5th and 6th Marine Regiments in 
France, and Hon. Joseph C. Pelletier, 
District Attorney of Suffolk County, 
were the speakers. Both delivered 
inspiring, patriotic and instructive ad- 
dresses. 

At the business meeting plans were 
made for the annual outing of the 
association in July, which will be held 
at the Recreation Park of the United 
Shoe Machinery Company at Beverly, 
Mass., by courtesy of that organization. 
Various committees for the outing were 
appointed, including sports, banner 
and outing book. 

Committees for the year were named, 
including: Membership, with George 
J. Lovely, the Dalton Company, Inc., 
chairman; entertainment, Thomas A. 
Delany, T. D. Barry Company, chair- 
man; publicity, John J. Whalen, 
Condon Bros. Shoe Company, chair- 
man; educational, Thomas A. Delany, 
chairman. The Boston Shoe Travelers’ 
Association was recently affiliated with 
the National Council of Traveling 
Salesmen of America. Four delegates 
were chosen to represent the organiza- 
tion at the sessions of the Council. 
These are President W. M. Oakman of 
the National Shoe Travelers’ Associa- 
tion; President John J. Whalen of the 
Pennsylvania Shoe Travelers’ Associa- 
tion; President Sid L. Curry, and Vice- 
President T. A. Delany of the Boston 
Association. 

An advisory board was formed to 
consist of the eight past presidents of 
the Boston Association, with A. L. 
Chase as chairman. 


NEW FACTORY 


The Greene Shoe Manufacturing 
Company at 75 Northampton 
Street, Boston - 


The Greene Shoe Manufacturing 
Company, which recently began the 
manufacturing of misses’ and. children’s 
welts and stitchdowns, has located in a 
modern brick building at 75-87 North- 
ampton Street, Boston, which is ad- 
mirably suited for the purpose of 
manufacturing shoes. 

At present only the portion of the 
building at 75 Northampton Street is 
being used, but the company intends to 
take over the entire building within the 
coming year. . The production at pres- 
ent averages about 1,200 pairs a day, of 
which amount 75 per cent are stitch- 
downs and the rest welts. As soon as 
the entire building is taken over the 
production will be incresed to 5,000 
pairs a day. 


The Personnel 

P. H. Greene, president of the Greene 
Shoe Manufacturing Company, was for 
ten years one of the chief salesmen of 
the Greenberg-Miller Shoe Company, 
Inc., of Allentown, Pa. Mr. Greene is 
thoroughly conversant with the trade 
requirements of today. 

J. A. Slosberg, superintendent, for 
fifteen years held the position of super- 
intendent of three floors of the Thomas 
G. Plant Company, and held the same 
position for five years with the Green- 
berg-Miller Shoe Company. 

S. R. Greene, treasurer, is also presi- 
dent of the Greene-Hamilton Company, 
which has its office at 10 High Street, 
Boston, and is also president of the 
American Cotton Waste Exchange, 
which has its offices and members all 
over the United States. 

P. H. Greene stated that the Greene 
Shoe Manufacturing Company was 
capitalized for $100,000 and that $50,- 
000 had been paid in. He also stated 
that the company was asking no credit 
and would discount all bills. 


New York City 


WOMEN’S BOOTS 


Leading Merchants Say 30 Per Cent 
Will Be Ratio Sold for Fall 


Bad weather for the past week in 
New York has hindered the free move- 
ment of the season’s tag end of shoe 
stocks. Reduced prices have been the 
rule, but the shoppers, largely because 
of the inclement weather, failed to re- 


spond to the bargains offered them 
The greatest reductions have been made 
in women’s boots, on which the mer- 
chants found themselves overstocked 
when the season took a decided swing 
toward oxfords and pumps. Having 
learned their lesson, the retail merchants 
are preparing to carry smaller stocks of 
boots than ever for the next Fall and 
Winter season. Leading retail mer- 
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Twenty-fifth Anniversary Banquet Baltimore Shoe House, Inc., Baltimore, Md., February 3 


Baltimore 


TWENTY-FIFTH ANNIVERSARY 
Baltimore Shoe House, Inc., Hold 
Banquet and Dance 

The Baltimore Shoe House, Inc., 
Baltimore, Md., held its twenty-fifth 


anniversary banquet and dance on 
Tuesday, February 3. 

A silent tribute was paid to the 
memory of the late I. Levinstein, who 
founded the business in 1895. 


The present officers of the company 
are: President, Mayer L. Bloom; vice- 
presidents, Jacob Blum, Samuel Meri- 
can, Louis Berman, Joseph Nathanson; 
treasurer, Henry Abrahams; assistant 
treasurer, Jacob S. Klein; secretary, 
George J. Cohen; assistant secretary, 
Joseph Abrahams. 





chants here figure that not more than 
30 per cent of the women’s shoe business 
next Fall will be done on boots. 


SALES INCLUDE 
Pumps and Evening Slippers with 
Long Vamps 

Not all of the sales have been con- 
fined to high boots, however. Several 
of the department stores have offered 
bargains in pumps and evening slippers. 
These are mostly the extremely long 
vamp type, which the merchants say 
are waning in popularity already. New 
stocks show vamps from 3% to 3% 
inches in length. 


RECENT GOOD VALUES 


Offered in Men’s Shoes at Various 
Retail Stores 


Among the recent good values offered 
the public in shoes were men’s shoes at 
Lord & Taylor for $11.75, including 
some Spring styles; men’s boots at B. 
Altman & Co. at $9.85, and Gimbel and 
Welbred shoes at Gimbel Brothers for 
$7.75 and $9.75. Because retail mer- 
chants believe that there will be few 
changes in the models of men’s shoes for 
next Fall, they are inclined to carry over 
stocks rather than sacrifice them now as 
they are doing in women’s shoes. 


REAL ESTATE DEALS 
Shoe Trade Is Active in Fifth Avenue 
Section 

The New York shoe trade is active in 
real estate deals in the Fifth Avenue 
section. Last week Cammeyer’s 
leased the former home of Brigadier- 
General Cornelius Vanderbilt on Fifth 
Avenue between Fifty-third and Fifty- 
fourth Streets. The lease is for a term 
of years at an aggregate rental, $1,500,- 
000 for the first term. A _ six-siory 
building will be erected on the site by 
Cammeyer’s. The site has a 50-foot 
frontage on the avenue and runs /)ack 
100 feet. 
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Hanan”& Son also have leased a new 
site on the avenue at the southwest 
corner of Fifty-sixth Street. The taking 
of these new locations by prominent 
shoe stores is another step in the north- 
ward drift of business on America’s best 
known shopping thoroughfare. 


POPULAR SPRING STYLES 


Show American Lasts—Real 
French Pump Not Popular 


The most popular Spring styles so far 
are pumps of the French tie style made 
on American lasts. The real French 
pump is going out and several of the 
retail merchants declare that they are 
buying no more of them and are about 
ready to close out the stocks they have. 
So far, though, no radical reductions 
have been made in the French pumps 


here. 
SOME CRITICISM 


Leveled at Department Store in Re- 
cent Shoe Sales Methods 


Considerable criticism has been 
leveled at a prominent department 
store here for the method pursued during 
a recent shoe sale. It appears that the 
store employes, rather than customers, 
were served first in the bargains offered. 
Customers were told in many instances 
that their particular sizes were not 
available, at the same time tbat clerks 
from other departments in the store 
were being served. 


WASHINGTON’S BIRTHDAY FIRE 


Thousands of Shoes and Rubber 
Boots Destroyed 


Thousands of shoes and rubber boots 
and shoes were destroyed on Monday, 
Washington’s Birthday, when fire broke 
out in the five-story building at 142 
Duane Street, occupied by the Emerson 
Shoe Company, the Converse Rubber 
Company and Samuel Thompson’s 
Nephew & Co. The building was com- 
pletely gutted, but owing to a holiday 
no lives were: lost. Shoe stocks of 
Nathaniel Fisher & Co., in a building 
next door, were damaged by smoke and 
water. Hard work by the firemen pre- 
vented the flames from destroying this 
building. 


SEVENTY-NINE YEARS YOUNG 


Henry Lilly Active in Business for 53 
Years 


Henry Lilly, of the shoe auction house 
of Henry Lilly Company, celebrated his 
seventy-ninth birthday on Monday, 
February 23, and of that good, ripe life 
53 years have been actively associated 
with his present business. Mr. Lilly 
rarely misses a day of even more than 
ordinary activity even now. 
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Speaking in a reminiscent tone a few 
days ago, he said, as far as he knows, the 
house of which he is the head is the only 
one in the country, or in the world, that 
is an auction house devoted exclusively 
to the sale of footwear. The business 
goes back over 50 years and has always 
shown steady growth and new cus- 
tomers. Asa matter of fact, within the 
past 20 years he has never had a sale 
without one or more new customers ap- 
pearing on the books. The sales, which 
are held semi-weekly, are always largely 
attended, and the sales are of value not 
only to the customers, but to the jobbing 
trade as well, since shoes are sold for the 
most part in case lots, and as later sizing 
up of general merchandising stocks is 
required, this, of course, brings business 
to the standard wholesale trade as well. 


WHOLESALE LEAGUE MEETS 


Present Conditions Will Continue 
Uncha xged Until 1921 


An affair that is always of interest to 
the members of the wholesale shoe 
trade was surely living up to its past 
reputation when the eighth annual din- 
ner of the Wholesale Shoe League was 
held at the Hotel Astor on Thursday 
evening, February 19. As usual the 
dinner was preceded ‘by the annual 
meeting of the association at which the 
attendance was quite representative. 
The election of officers resulted in the re- 
election of Daniel T. Mefritt as presi- 
dent; Emil Fried, vice-president; Louis 
M. Taylor, secretary and- treasurer. 
The reports of the officers showed the 
activities of the league during the past 
year and marked very clearly the use- 
fulness of the organization in the trade. 

The membership list. shows that fully 
90 per cent of the wholesale houses of 
the city are members of the organiza- 
tion. The dinner itself, which was 
served at 7, was the most largely at- 
tended in the history of the organization. 

President Merritt presided and the 
guests of the organization were the Hon. 
A. S. Kreider, ex-president of the Na- 
tional Shoe Manufacturers’ Associa- 
tion, member of Congress of Pennsylva- 
nia, and president of the A. S. Kreider 
Shoe Company; George E. McElwain 
of Babson’s Statistical Organization, 
and Albert L. Blair, a well-known 
Brooklyn newspaper man. 


The Possible Price Trend 


Mr. Kreider talked first on the growth 
of the co-operative idea and gave in- 
teresting examples of the lack of co- 
operation in the trade in the earlier days, 
drawing his examples particularly from 
the shoe manufacturing industry in 
Central Pennsylvania before the forma- 
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tion of the Central Pennsylvania Shoe 
Manufacturers’ Association. 

In discussing prices and _ possible 
price trend, Mr. Kreider stated to really 
say anything with authority would be 
absolutely impossible because there is 
no way of knowing what future market 
conditions will be. Times in the past 
have shown that when all indications 
would be toward advances, there have 
been reductions in prices, and when con- 
ditions would naturally seem to indicate 
a falling, the situation has been marked 
with still greater advances. So that 
with the data at present available, it is 
nothing more than guesswork to say 
whether conditions will be toward 
higher prices or lower ones. 

The speaker entertained his hearers 
for quite a period with an account of his 
experiences on the other side in the war 
zone where he had gone with other 
members on a congressional mission. 
He concluded his address with a ringing 
definition of Americanism as he defined 
it. 

No Change Until 1921 

Mr. McElwain’s talk largely dealt 
with the possible economic changes of 
the future especially as they bore upon 
the relations of labor and capital. In 
a general way he anticipated present 
conditions to prevail about as they are 
until at least the middle of 1921, after 
which he looked for a falling off in 
prices and a greater opportunity on the 
part of the producer to meet the cur- 
rent demand and also accumulate a 
reserve that has been impossible under 
present conditions. Nothing but 
laxity would be likely to produce a 
slump at this time, but as shown by the 
charts covering the period of years 
going well back into the past century, 
it has been demonstrated quite clearly 
that pronounced downward conditions 
have almost universally occurred when 
conditions had apparently no particu- 
lar bearing upon them. So that even a 
proxy of this kind is not altogether 
certain. 

Altogether the meeting is one that will 
long linger in the minds of those who 
attended as a most interesting one. 


NEW JOBBING HOUSE 


Schwartz & Rockman, 106 Reade 
Street, Are Specialists 


A new jobbing house has been added 
to the downtown shoe district, that of 
Schwartz & Rockman, 106 Reade 
Street, who will specialize in women’s, 
children’s and boys’ shoes. They. will 
cover the Metropolitan section and 
near-by States. Mr. Schwartz was con- 
nected for four years with J. Slobodien 
& Brothers of Perth Amboy, N. J. 
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NEW OFFICE 
Opened By Degen-Lipp, Inc., 
New York 
Degen-Lipp, Inc., manufacturers of 
women’s high grade turn shoes and 
whose factory is located at 133 Floyd 
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Street, Brooklyn, N. Y., opened an 
office in New York City on the first of 
February, at 110 W. 34th Street. The 
office is in charge of George H. Gardiner, 
where a complete line of samples will 
be shown. 


Rochester 


“DOLLAR DAY” 


Featured by Local Merchants and 
Proves Business Puller 


The many things that a dollar will 
still purchase were called to the at- 
tention of thrifty shoppers of Rochester 
by the merchants on Friday, February 
26, when the second trade event of the 
year was held. Rochester merchants’ 
“Dollar Day,” “an event which is 
commended and encouraged by the 
United States Government because of 
the thrift and economy which is therein 
contained, proved a business puller for 
merchants in all lines. The Retail 
Merchants’ Council of the Chamber of 
Commerce plans to hold one feature 
event each month to stimulate business. 


OPPOSE FARE INCREASE 


R. A. T. S. Debate the Local Trolley 
Situation 


It was ‘‘some” debate that the 
Rochester Association of Traveling 
Shoe Salesmen put up at their weekly 
luncheon meeting at Powers Hotel 
when they discussed the Rochester 
trolley situation from every angle. 
They had all filled up on pigs’ feet or 
short ribs, washed down with the kind 
of stuff they ‘put under bridges’’ and 
topped off with pie a la mode, and then 
sat back to listen to the pros and cons 
on the question of paying more money 
to ride on the street cars or grow old 
waiting for a car to come along. 


The Affirmative Side 


Frank Cahill acted as the friend of the 
trolley corporation and piloted the five 
traveling salesmen in an effort to show 
why the company was rightfully en- 
titled to an increased fare. It was 
whispered that Frank holds a block of 
stock in the transportation company. 
Mr. Cahill opened the battle by saying 
that the fact that the street car company 
had made thousands of dollars in the 
past should not be allowed to enter 
into the discussion. He asked that the 
words “under present conditions” be 
insefted into the question under dis- 
cussion. 

The Negative Side 

Clark B. Rowley, who has been at- 

tending the meetings of the Public Serv- 


ice Commission in order to fortify 
himself with facts and figures on the 
topic of the day in Rochester, combated 
the contentions of his opponents and 
argued that as long as the company 
was giving the city ragged service and 
was packing patrons into cars much 
closer than sardines are packed these 
days they should not receive extra 
remuneration. He was sailing along in 
fine shape when Joe P. Byrne, chairman 





CLARK B. ROWLEY 


and timekeeper, banged his gavel to 
give warning that Rowley’s time was up. 


ARGUMENT IN RHYME 


Effectively Presented by Sky Parlor 
Anderson 


One by one the orators presented 
arguments for and against the increase 
in fares. Secretary Edson read off 
nearly two pages of typewritten facts 
which he obtained from the car com- 
pany, and “Sky Parlor’ Anderson 
delivered his argument against an in- 
crease in rhyme that ended up some- 
thing like this: ““The railway folks have 
goods to sell—its service and I’m here 
to tell the whole damn works to go to 
b-—,”” 
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ROWLEY AND COHORTS 


Win the Judges’ Decision in Favor 
of Negative Side 


Rowley and his cohorts who cham- 
pioned the negative side of the debate 
won the judges’ decision. Joe Byrne 
maintains that the company had many 
an argument in its favor, and the 
possibility is that he will challenge the 
winning team single handed: Charley 
Briggs worried so darn much about the 
momentous question that he was satis- 
fied with a light lunch of a plate of 
“thick” soup and a dish of peas 
smothered with butter and grade ““B” 
milk. 

A REAL ARGUMENT 


When the Cars Run Three in a 
Bunch 


(By Sky Parlor Anderson) 

Oh, yes we live in a real live town 
Where nothing ever is upside down. 
We don’t cut up like a circus clown, 

We do things here with a punch. 
We’ ve beautiful streets all full of snow, 
Assessments high but our tax rate low, 
And almost every old place we go 

The cars run three in a bunch. 


Our street railway is where we shine, 

We’ve three old cars on every line, 

Stay in one place, you get along fine, 
But start to go home to lunch 

You stand and freeze in the frosty air, 

You cuss the whole damn works for fair, 

And Andy Hamilton gets his share, 
When the cars run three in a bunch. 


You wait an hour and then at last 

A car in sight, but it zipps past. 

The next one packed goes just as fast 
The third one takes a hunch 

And stops and takes on all there is, 

From sassy Sam to lonesome Liz, 

And that conductor sure gets his 
When the cars run three in a bunch. 


You’re asking me is a nickel fair 
Enough when you're squeezed like a 
teddy bear 

On the sardine specials every where, 
While the cars run three in a bunch? 

The railway folks have goods to sell 

Its service and I’m here to tell 

The whole damn works to gé to h— 
While the cars run three in a bunch. 


New Shoe Store 


The Queen Quality Boot Shop 
Opened Feb. 16 

The Queen Quality Boot Shop at 
1219 F Street, N. W., Washington, 
D. C., opened Monday, February 
16. This is a large and very beauti- 
ful store where a complete line o! 
shoes exclusively for women is sold. 
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BOOT AND SHOE RECORDER 


Lynn 


GOING UP AGAIN 


Fine Boots Will Be Higher—Public 
Wants Best Leather 


The price of some fine boots will go 
up 50 cents or $1 a pair this month. 
The advance applies chiefly to boots 
made of the best kid and suede leathers. 
Lynn shoe men find the prices of these 
leathers high, and so mark up price of 
boots made from them. 

The advance does not apply to many 
of the lesser grade lines. A number of 
Lynn manufacturers are using side and 
cabretta leather in place of the more 
expensive kid and calf leather, and are 
thereby getting down their prices. 
Some cabretta shoes, for example, are 
priced at least $1 a pair less than the 
price of kid boots. 

‘‘Never before,’’ remarks a Lynn 
manufacturer, “‘were so many people 
eager to get shoes of the very best 
leather. And,” he concluded, “‘it is 
only fair that they should pay the 
highest prices for the best shoes, just as 
a person who goes to a theater pays the 
highest prices for the best seats.” 


STOCK SHOES 


Manufacturers Cautious Because of 
Circumstances of Trade 


There were 40,000 pairs of shoes in 
stock in one Lynn line the other day. 
There were more in other Lynn lines. 
They are mostly all low cuts, of the 
happy medium, bound to sell style. 
There are a few novelties for livening up 
Easter offerings. New ribbon tie pat- 
terns are being added to some stock 
lines. Also, the stocks of white shoes 
are being strengthened. Some white 
fabric pumps will be put into stock by 
one firm next month. A good many 
growing girls’ shoes are being sold from 
stock. 

Manufacturers are cautious about 
carrying stocks, because of the prevail- 
ing state of the leather market and other 
circumstances of trade. 


THE NATURAL VAMP 


It Is Between 6% and 4 Inches 
Long 


The present styles of shoes, with 
vamps from 3% to 4 inches long, have 
natural vamps, according to Lynn ex- 
perts. By natural vamps, they mean 
a vamp that fits the foot naturally. 
Some pick a four-inch vamp as the nat- 
ural vamp, but no longer, for if a vamp 
is more than four inches long, it has to 
be worked onto the foot, something like 
a glove onto the hand. Some pick a 


vamp 3} inches long as the natural 
vamp, but no shorter, for the vamp less 
than 3 % inches in length comes into the 
short vamp class. Many compromise 
between the 31% and four-inch vamps, 
and favor vamps 334 inches long as the 
natural vamp. 

A natural vamp should be not only 
the best fitting vamp, but, also, the best 
looking and the best wearing vamp. 


CHANGES NAME 


Allen & Bridgeo, Inc., Also Increases 
Capital 


Allen & Bridgeo, Inc., has succeeded 
Allen, Foster & Bridgeo, noted Lynn 
shoe manufacturers. C. H. Foster re- 
tired from the firm awhile ago. The 
capital has been increased from $200,- 
000 to $300,000. 


WHERE’S THE LEVEL? 
One Local Firm Starts to Dig for It 


A Lynn firm is scaling down its busi- 
ness. It’s digging for the foundations. 
It expects to strike them about June 1. 
Then it will shape up its policies 
accordingly. 

“The ice covers the trolley car tracks 
in the streets,’ observes the manufac- 
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turer, ‘“‘and men are now digging down 
to open up the tracks and see what they 
look like. It’s a similar task we have. 
We want to find out exactly what our 
business looks like beneath its present 
level. 


SIX DOLLARS’ DIFFERENCE 


Noted Between Fine Kid and Glazed 
Horse 


A manufacturer asked $19 for a pair 
of boots of fine kid leather, to be made 
on a custom order. The buyer sent 
back word that the price was too high. 
The manufacturer replied that, if the 
buyer would accept glazed horse leather, 
an imitation of kid leather, he would 
make the shoes $6 cheaper. 

That’s an extreme variation in shoe 
prices, due to differences in leather. 
More common are the cases of cutting 
$1 or so off prices by substituting ca- 
bretta or side leather for kid. 


WOOD HEELS 


Being Made at Rate of 500 Dozen a 
Day 


Gray Wood Heel Company, Lynn, 
was recently incorporated. It makes 
wood heels at the rate of 500 dozen a 
day, at its factory on Allerton Street. 
Frederick Allen, of Allen & Bridgeo, 
Inc., has become treasurer of the 
Company. 


Detroit 


TRADE CONDITIONS 


Cold Weather Makes Business Dull 
—Spring Styles Shown 


February finds the weather abnor- 
mally cold and business unusually dull 
in Detroit. Clearance sales are still 
going on in many stores, but in most 
of the downtown stores, at least, the 
Spring styles are being shown, and an 
effort is being made -to start business 
with a rush. 

In a partial survey of the depart- 
ments in some of the larger stores the 
following lines were found to be selling: 


SURVEY OF STORES 


At Fyfe’s, Burns’, Luscombe’s and 
Lindke’s 

R. H. Fyfe & Co.—In the high-grade 
department, R. S. Doolittle, manager, 
said: “‘Cuban heel oxfords, principally 
in tans, are selling, with Theo ties for 
fancy wear. Indications are that colo- 
nials with large cut-steel buckles will be 
greatly in demand. They are now 
selling in dark brown and blue shades 
of kid and in dark taupe suedes. Sport 


oxfords in plain white, in white with 


black trimmings and in white with tan 
trimmings will likely go well later on. 
I look for no large demand for the 
French or stage last, but expect to sell 
a 34-inch vamp with a moderate toe.” 

A. E. Burns & Co.—Mr. Burns said: 
‘Ninety-five per cent of our sales are on 
low cuts. Even when the thermometer 
was six above yesterday our sales were 
practically all low cuts. Low heel 
oxfords and military heel oxfords in tan 
shades are selling best at present.” 

T. L. Luscombe, women’s shoes 
exclusively, said: ‘At present the call 
is for low heel and brogue Russia 
oxfords. This will be followed by a 
demand for the more dainty numbers, 
ties first, then pumps. There is no 
demand for the French or stage last, 
although a modification of that style 
will likely sell freely.” 

Lindke Shoe Co., C. K. Taylor, 
manager, said: ‘‘Cuban heel oxfords 
in brown shades have the call right now. 
The stage last will not be very largely 
demanded in Detroit.” 

These reports represent four radically 
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different locations in the downtown 


retail district and may be taken as an 


indication of the state of the trade for 
the whole city. 


EDUCATION FOR SALESPEOPLE 


The Retail Merchants Issue Lists of 
Books 


The Retail Merchants’ Bureau, con- 
nected with the Board of Commerce, 
J. E. Wilson, Wilson Shoe Company, 
chairman, has justified its existence in 
many ways. One of these is. in an 
effort to raise the tone of the selling 
forces in the retail stores. In an effort to 
secure a widespread ambition among 
salespeople leading to self-improvement 
the Bureau has issued a pamphlet 
giving lists of books that can be pro- 
cured in the Detroit Public Library 
bearing on such subjects as merchandis- 
ing, retail salesmanship, shoe and 
leather trade and industry, store manage- 
ment, making and figuring profits, 
advertising, window dressing and store 
decorations, business psychology, per- 
sonal efficiency in business, and many 
other subjects it would be profitable for 
salespeople—and merchants, too—to 
study. 


RETAIL MERCHANTS MEET 


Annual Election Will Take Place at 
Next Gathering 


At a well-attended meeting of the 
Detroit Retail Shoe Dealers’ Associa- 
tion held in the store of Ben Berke, 
Washington Boulevard, considerable 
ebusiness was concluded. Representa- 
tives from the mayor's office and from 
the Department of Public Works were 
heard on the proposed new Municipal 
Motor Street Car lines and on keeping 
Beautiful Detroit always Beautiful, 
respectively. 

At the next regular meeting the 
annual election of officers will take 
place. A nominating committee, con- 
sisting of Stephen J. Jay, R. H. Fyfe & 
Co., chairman; C. K. Taylor, The 
Lindke Shoe Company; J. J. Ertell, 
Ertell & Butler; J. F. Maire, Gordon 
Shoe Company, and Ben Berke, Berke’s 
Boot. Shop, was appointed. 


REGARDING THE EXCHANGE 


High Rates Affect Shoe Stores on 
Woodward Avenue 


Shoe stores along lower Woodward 
Avenue are hard hit by the high rates 
of exchange. Where formerly a good 
Canadian trade was done in these 
stores now Canadians are buying in their 
home town. This is only to be ex- 
pected when the American dollar is 
worth all the way from $1.15 to $1.18. 
Canadian banks along the border find 














the local business in all lines much 
brisker than usual. 


IN WINDSOR 


Thomas L. Luscombe Will Open— 
Also Johnston’s 


Thomas L. Luscombe, 54 Library 


Avenue, whose success in purveying* 


shoes to the women of Detroit is well 
known, has his eyes on Canadian trade. 
He has just purchased a store building 
in Windsor, across the river from De- 
troit. It is his present intention to open 
a branch business in this store at the 
expiration of the lease now in force. 
Conditions at present point to a wonder- 
ful growth on the Canadian side of the 
river, paralleling Detroit’s growth and 
expansion. Business in Candian border 
stores was never so good, due in part to 
the growth of the population, the 
lessons taught by the war, the high 
exchange rate and the necessity for 
being vaccinated to pass into the United 
States. 

Johnston’s, Reg. J. Johnston, prop., 
having stores in London and Ingersoll, 
have noted Windsor’s growth and have 
opened a general shoe business at 65 
Ouellette Ave. The opening was 






celebrated by a special sale of men’s and 
women’s high grade shoes at $9.85. 


DETROIT BRIEFS 


Regarding a Group of Retail Stores 
—Also a Sign 

The store of the Schroder Shoe 

Company, Randolph Street, has been 

closed, the stock being taken over by 

the R. & H. Shoe Co., Gratiot Avenue. 

The windows of the Dr. Reed 
Cushion Shoe Company reflect the 
thought of Detroit by utilizing the 
colors, orange and purple, of the Auto 
Show. Other stores have introduced 
tires with these ‘colors into the window 
decorations to boost the show. 

Feltman & Curme have opened an- 
other store in Cleveland, and have made 
arrangements for leases at Evansville, 
Ind., and Louisville, Ky. 

Carl Seiling has assumed the manage- 
ment of the G. R. Kinney Company 
store at 304 Woodward avenue. Mr. 
Seiling comes from the store of the same 
company located at Dayton, O. 

An odd way to mark shoes at a sale 
was demonstrated recently in a mill 
end sale in Crowley, Milner & Co.’s 
window. A sign read: “69c Day. $1.38 
Men’s Slippers, 69c each.” 


Manchester 


TRADE IS STORM-BOUND 


Heavy Snow Holds Up Thousands of 
Customers from Stores 


Shoe merchants throughout the State 
of New Hampshire and especially in 
the larger cities are complaining of a 
falling off of trade because of the heavy 
snowstorms which are tying up traffic 
and blockading roads. 

Customers in the outlying towns are 
unable to reach the cities because of 
impassable roads. Manchester mer- 
chants in some instances depend not a 
little on trade from surrounding towns. 
Street car service has been cut off and 
conditions generally are poor for the 
brisk trade which is usually had at this 
time of the year. 

In the northern séction of the State 
snow in places has been drifted as high 
as 20 feet. Towns are virtually blocked 
as far as ingress and egress is concerned. 
Automobiles with which many of the 
farmers are equipped are useless and 
sleighs are also of little avail in bringing 
outside customers to the city owing to 
the heavy drifts. 


Freight Embargo 


The freight embargo as well as storms 
have held up incoming freight and many 
merchants who have bought shoes 


from outside factories are awaiting with 
anxiety the resumption of traffic on the 
railroads. 

Up to the past few weeks all retail 
merchants of the Granite State have 
reported excellent business. Fear is 
being felt that when the roads are 
passable the rush will exceed the 
quantity of stock now on hand unless 
the freight embargo and railroad traffic 
are resumed in time to allow receiving 
of new goods. 

The condition is especially aggravat- 
ing to the retail merchant. As the fall 
of snow has exceeded that of other 
years by several inches and as there are 
several feet now on the ground, mer- 
chants are preparing for a_ possible 
thaw and laying in a goodly supply of 
rubber goods. 


VISITS BEACON STORES 
W. C. Roose, Manager, Off for 
Regular Trip 
W. C. Roose, manager of the Beacon 
Shoe stores, has left on his regular 
visiting trip throughout the country, 
where the stores are located. Mr. 
Roose will be absent from the city 
until the latter part of March and 
during his trip attended the Tex-okla-la 
convention at Dallas, Texas. 
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ACTIVE AS EVER 


Asa J. Peck Is Promoting Rochester 
Shoe Styles 

Asa J. Peck, who was extremely 
successful in getting the Rochester 
shoe manufacturers to spread their 
lines at Boston during the N. S. R. A. 
convention, is now lining them up to 
show at Milwaukee. Mr. Peck, who 
is active in the interest of the Rochester 
Association of Traveling Shoe Sales- 
men, has again been appointed a mem- 











ASA J. PECK 


ber of the Rochester Style Show Com- 
mittee and already is planning new 
features for the July exhibition. In- 
cidently, Mr. Peck.sends in large, bulky 
envelopes from the Coast addressed to 
C. P. Ford & Co., Rochester, N. Y., 
containing quite a few orders for shoes. 


J. W. FINNIGAN 


In San Joaquin Territory for 
Nolan-Earl Shoe Company 


The San Joaquin Valley territory for 
the Nolan-Earl Shoe Company of San 








Traveling Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Francisco is to be covered by J. W. 
Finnigan. Mr. Finnigan needs no 
introduction to the trade in this section, 
being one of the best known travelers 
on the Coast. 


POPULAR ‘JACK’? SCHIFF 


Arrowsmith Mfg. Co., Inc., Sales- 
man Traveling New Territory 


“Jack’”’ Schiff has been with the 
Arrowsmith Mfg. Company, Inc., in 
New York City for some time. Mr. 
Schiff is well-known to the New York 
trade, but this week will start on a 
trip to cover the territory adjacent in 
Long Island and New Jersey as far 
out as Newark, where he hopes soon 


“JACK” SCHIFF 


to make as many good friends as in 
his former territory. 


ROONEY ON COAST 


Will Sell Glove Grip to Pacific 
States Merchants 


A. V. Rooney, salesman for M.§N. 
Arnold Shoe Co., of North Abington, 
Mass., has added the Western Coast to 
his territory. Mr. Rooney has been 
traveling western fields with ‘Glove 
Grip” shoes for some time, but this is 
the first time that the merits of this 
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line have been personally presented 
to Coast merchants.’ 


WHAT “MONTY” SAYS 


George LeMontagne with Marion 
Shoe Co. 


““Monty” Montagne, a member of 
the Rochester Association of Traveling 
Shoe Salesmen, has just returned from 
the factories of the Marion Shoe Co., 
of Marion, Indiana, where he has made 
arrangements to carry that line of men’s 
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GEORGE L. LEMONTAGNE 


dress shoes throughout New York State. 
‘‘Monty” has a new proposition to lay 
before the merchants of the Empire 
State and enthusiastically awaits the 
days when he will pack his trunk and 
“go to it.” “My new line of shoes 
carries with it the slogan, ‘Western 
quality with Eastern Style,’’’ says Mr. 
Montagne, ‘“‘and it means every word it 
says.” Mr. Montagne formerly made 
New York State for McElwain, Hutch- 
inson and Winch. 
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RUFUS A. GILBERT 


Oklahoma and ‘'exas 
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Two Live-Wires Showing Pennington-Crowell’s 
Welts for Men 
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CHARLES A. SCHMIDT 
Pennsylvania and West Virginia 





SAN FRANCISCO VISITORS 


Arthur B. Jones and B. Sammons 
and J. Shipman, Jr. 


Arthur B. Jones, western represen- 
tative for the Grieb Shoe Manufac- 
turing Company of Philadelphia and 
the Daniel Green Felt Company, is 
again in San Francisco after several 
weeks spent at the factories. 

B. Sammons of the Manufacturing 
Shoe Company of Honolulu was in 
San Francisco during the holidays. 

A recent caller on the trade of this 
city was J. P. Shipman, Jr., North- 
western representative for the F. M. 
Hoyt Shoe Co. 


NEWS FROM COAST 


Gene Murphy in East—Haley 
Establishes Office 


Gene Murphy, Pacific Coast agent for 
the Menihan Company and the W. 
Carfagno Company, is now in the East. 
Mr. Murphy attended both the Chi- 
cago style show and the Boston con- 
vention. The Carfagno line is a new 
addition to the interests represented by 
Mr. Murphy. 

A permanent office has been opened 
in the Pacific Building, San Francisco, 
by J. F. Haley, Pacific Coast repre- 
sentative for the Shawmut line of 





outings, scouts and work shoes, and 
A. H. Crafts Co., Inc., men’s, boys’ 
and youths’ Goodyear welts. A sample 
display of the merchandise will be 
carried. 


PACIFIC COAST TRAVELERS 
First Luncheon at Hotel St. Francis 


A luncheon was held on December 
30, 1919, by the Pacific Coast Shoe 
Travelers’ Association at the Hotel 
St. Francis. Over forty members of 
the traveling fraternity participated at 
this first affair of the kind to be held 
in San Francisco. 


IN HONOLULU 


Frank D. Mullen Arrives with 
Crossett’s Line 


Frank D. Mullen, representing the 
Lewis A. Crossett Shoe Company, 
sailed from San Francisco on January 
10 for Honolulu. 


IN ARIZONA 


Harry A. Tobias with Cahn, Nick- 
elsburg & Co. 

Harry A. Tobias, former manager of 
the Oakland store of the Royal Shoe 
Company, is now representing the 
local firm of Cahn, Nickelsburg & Co. 
in the state of Arizona. 
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SALES CONFERENCE 


J. W. Carter Travelers Off for Their 
Territories 


The 42 salesmen, representing the 
J. W. Carter Shoe Company, held a con- 
ference at the LaSalle Hotel, February 
11. The time was spent in going over 
the new samples which will be shown to 
the trade for Fall, 1920. Several new 
lasts are added to the line. The men 
leave for their territories full of pep and 
are especially happy because their prices 
are practically the same as during the 
past season. 

Factory No. 2 in Chicago, which has 
heretofore been devoted to the manu- 
facture of boys’ shoes, will hereafter be 
confined to the manufacture of men’s 
shoes exclusively. 





THE LEATHER MARKET 
(Concluded from page 97) 


Side Leather 


A good call continues for side leathers, 
although manufacturers are rather slow 
in ordering heavily against next season. 
There is a tendency to wait and see 
if there will not be some turn to the 
situation. The range on colored side 
leathers is all the way from 60c to 90c 
per foot. There is perhaps a little ad- 
vantage from last Fall. There is a good 
call for buck leather in various colors, 
prices varying from 90c to $1.25. Elk 
leather is likely to have a good run for 
unlined and scout shoes. 


Patent Leather 
A good call continues for patent 
leathers and although the exchange 
rates are not favorable there is a good 
export business in patent sides. Patent 
leather has always been a strong seller 
abroad. 





Sole Leather 


The sole leather situation shows com- 
paratively little change from last week. 
There have been some advance sales 
made of dry hide hemlock leather to 
shoe manufacturers who were in need 
of immediate supplies. Although buyers 
and sellers have been materially handi- 
capped by the severe Winter weather, 
there has not been so much talk about 
prices as ability to get supplies already 
purchased. 

The settling of some of the problems 
before the country will have something 
to do with placing the leather business 
on a more certain basis. A norma! 
business is looked for from retailers 
and it is expected that the season's 
demand for sole leather will not be 
greatly different from last year’s. We 
have yet to see, however, what effevt 
the exchange situation will have upon 
this leather market.. - 














